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New Home Option for 
Hartford Colleges of 
Law and Insurance 


Outgrow Present. Quarters i in Niles 
Street Building With Student 
Body Expanding 


MAY OCCUPY 21%, ACRE SITE 


Place Under Consideration Has 25 
Rooms and Originally Cost More 
Than $200,000 to Build 

\n option has been taken for the 
Hartford Colleges of Law and Insurance 
on the Jacobus estate at No. 39 Wood- 
land Street, Hartford, by Berkeley Cox, 
Harlan S, Don Carlos and Farwell 
Knapp, serving as trustees for the col- 
leges. According to present plans the 
option probably will be exercised within 
two months, after which the property 
will be renovated in preparation for 
occupancy next Fall when the colleges 
will vacate present quarters at 44 Niles 
Street. 
gram a fund of approximately $50,000 
will be required, it was said, and Mr. 
Cox, Mr. Don Carlos and Mr. Knapp 
have been named as trustees to receive 
contributions and to direct a campaign 
for funds. 

The plan to move the colleges is the 
result of overcrowded conditions at the 
Niles Street building, where in the last 
few years the student body has ex- 
panded beyond the capacity of that lo- 
vation. The new quarters on Woodland 
Street, it is estimated, will accommo- 
date approximately 400 students in both 
law and insurance classes, an enrollment 
regarded as the probable maximum to be 
served by the colleges. 

The Woodland Street Property 

The property at 39 Woodland Street 
was the home of the late Professor 
Melancthon W. Jacobus, dean-emeritus 
of the Hartford Theological Seminary, 
and his family. The building, of three 
stories and containing twenty-five rooms, 
is on a 24%-acre site which reaches west 
to the Park River, across which can be 
seen the imposing gray buildings of the 
Hartford Seminary Foundation. The 
area is noted for its beautiful homes and 
landscaped gardens. 

Set off from the street by a brick 
wall, the estate is described as being 
ideal for college purposes. It is of fire- 
proof construction, of brick, hollow tile 
and stucco with concrete floors under- 
lying hardwood. Estimated to cost from 
$200,000 to $250,000, if it had to be re- 
placed, the structure throughout is a 

(Continued on Page 29) 
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HAT sound advice today 
are these words of wisdom 
issued four hundred years ago 


a by this famous English drama- 


when he may, 
When he would 
~—he shall have 


nay. 


tist. How apropos they are in 
describing the people who wait 
until after a disaster before 
thinking of insurance and then 


oiihes aaa finding out it is too late. Mod- 


| 1497-1580 ern insurance agents can use 


this advice to good advantage 


when dealing with a procrasti- 





nating property owner. 


Rint ndon & Lancashire 


THE LONDON & LANCASHIKE INSURANCE COMPANY, LTD. + ORIENT 
INSUKANCE COMPANY + LAW UNION & ROCK INSUKANCE COM 
PANY. LTD SAFEGUARD INSURANCE COMPANY OF NEW) YORK 
STANDARD MARINE INSUKANCE COMPANY, LTD. (Firt DEPARTMENT 
LONDON & LANCASHIKE INDEMNITY COMPANY OF AMERICA 








Sale of the Sale 


Two professional movies have been produced, at Hollywood, 
by the Institute of Life Insurance. The second is now released, 
under the title, The first, called “Yours 
Truly, Ed Graham,” has been going the rounds of schools, clubs, 


But its work is only begun. 


“American Portrait.” 


business groups, and movie houses. 


As a life underwriter, you have both portraits of yourself 
and of your job. But you will want more than merely to see 
them yourself. You will want the lay public to see them and 
to absorb the story they tell, the story of you and what you sell. 


These two movies provide something all of us have been hoping 


for, asking for, urging, these many years—the sale of your sale. 
o ? tw] o ¢¢ ? 


Or rather, they provide the possibility of a sale of your 
sale. There is no opportuntiy for that without these movies 
going to work. The job of putting them to work is the job of 


obtaining bookings for the movies. 


Surely you have long since been convinced that life insurance 
does not sell! itself. these movies won’t book them- 


Booking them is up to you. 


Similarly, 
selves. You are salesmen—and the 


job is the sale of a sale of your sale. 


THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 


WILLIAM H. KINGSLEY 
Chairman of the Board 


INDEPENDENCE SQUARE, PHILADELPHIA 








Influence of Fee 
Tipsters Weakening 
Is General Belief 


Numerous Complaints Against In- 
surance Counselors Reach Small 
Claims Court for Settlement 


RADIO INFLUENCE LESSENS 


New York Insurance Department 
Receiving Only Handful of Let- 
ters on Subject Weekly 








One of the most interesting develop- 
ments in the New York production field 
has been a fading of influence by the 
so-called fee counselors, men who advise 
the public as to their existing insurance, 
claiming that they do not themselves 
write insurance, but whose activities for 
a time resulted in considerable upsetting 
of insurance. The 
selors have not the sway that they had 


fact that the coun- 


a couple of years ago is evidenced in 
several ways. 

First, 
nution of callers at the New York In- 
surance Department, and also in their 


there has been a decided dimi- 


receipt of letters based on persons who 
have consulted with fee advisers and 
have come to the Department to file a 
complaint of some sort against an in- 
surance company. At one time the num- 
ber of these complaints reached as high 
as 100 a week, rarely being less than 
seventy-five. At the present time they 
have dropped down to fifteen or twenty 
a week. For the most part these com- 
plaints had to do with the fact that the 
policyholders could not get their cash 
values on policies in sag eng less than 
five years. Two of the large companies 
now give cash values where premiums 
have been paid for three years or more 

Public’s Radio Reception Changes 

\nothers indication of waning popu 
larity of the advisers is the changed at 
titude of the public which has been lis 
tening to them on the radio. In the 
early days the radio talks caused a sen- 
sation, largely because of their novelty. 
It was interesting to hear sensational 
attacks on life insurance companies. 
After a time these attacks got to be a 
bore. In April, 1939, one of the chief 
counselors who broadcasts was on the 
air eighteen hours and four minutes 
every week. At the present time he is 
down to ten hours. 

One of the companies which had co 
siderable insurance upset by counselors 
when the radio influence was strong, has 
found an entirely different type of busi- 
ness now being changed as a result of 
broadcasting, and agents are not so much 
upset in ae 

Another ‘ason why 
not increasing in number and why som« 
of those which did quite a business for 
a time are not so successful is becaus« 
policyholders who have changed their 
existing insurance often have been tell 
ing of their experience and some of those 

(Continued on Page 11) 
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To lack sufficient knowledge is to be helpless 
in the great struggle of life. The less educa- 
tion, the less training one has, the less able 
he is to rise in a world that presents many 
obstacles to aspiring youth. Never before 
has it been so essential that a child should be 
given the opportunity to acquire a college 
education or its equivalent. 


A Safe Wlethod 





Life insurance offers a safe method by which 
a man can make financial provision for his 
children’s higher education. The Massachu- 
setts Mutual is being employed by parents 
everywhere in this country to give assur- 
ance that their children shall be equipped to 
make the most of themselves in life and enjoy 
the rewards of success. 


_Massachusels Mutual 


LIFE INSURANCE COMPANY 


Springfield, 


Bertrand J. Perry, President 


Massachusetts 
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Prestige Prospect Concentration Key 


Provident Mutual Plan 


Based upon the principle that the 
most important element in the sale of 
life insurance is the agent himself; that 
successful agents are the ones who have 
prestige, know why they have it, under- 
stand how to use it, believe implicitly 
that they should increase it, and do in- 
crease it by concentration on prestige 
prospects, the agency department of the 
75-year-old Provident Mutual Life has 
formulated a four-fold program for the 
field which it calls the Provident Plan. 
Head of Provident Mutual’s agency de- 
partment is Vice-President Willard K. 
Wise. 

The Provident Plan 
essential fundamentals necessary to the 
operation of the American Agency Sys- 
tem. It was distributed at the company’s 
recent convention in Florida along with 
another brochure, which, built around 
the influence, contact and daily work of 
the agent, was captioned “You Are Im- 
portant People.” 


The Provident Plan 


summarizes the 


Essence of the Provident Plan is the 
significant and invaluable role the agent 
plays. Because he is so important in life 
insurance and should maintain his posi- 
tion and prestige the company believes 
that the agent should set himself as 
high a goal of production as possible, 
with a minimum of at least $100,000 of 
new paid sales yearly. So that he may 
extend the sphere of his influence and 
have a continuous market for his prod- 
uct the company offers the agent a Ten- 
a-Month program, which in brief is that 
the agent should complete ten prospect 
cards of his “ten best prospect bets” each 
month—persons with whom he has suf- 
ficient prestige to indicate a likely sale 
within thirty days. These ten cards, 
cream of his crop, are filed by him with 
the general agent who makes duplicate 
cards on another form, and are given 
back to the agent during the month. 

Also, because of the importance of the 
agent the Provident Mutual’s advertis- 
ing is built around him rather than 
around the company, its policies or con- 
tracts. 

The company believes in program sell- 
ing and in “The Provident Plan” offers 
fundamental approaches to the sales 
Presentation which are based on the 
Prospect’s interest in himself. 


Long Study of Subject Made by 
Willard K. Wise 

Before joining the home office as vice- 
president in charge of agencies Willard 
K. Wise was the company’s general 
agent for Eastern Pennsylvania, with 
headquarters in Reading. For a consid- 
erable period as a general agent he had 
been doing a lot of prospecting research 
and wondering if it could not be of 
further help to his agents if he sup- 
plied them with lists of prospects whom 
he would qualify in advance as much as 
Possible. An exhaustive study of the 


business written by his Reading agency 
during a two year period in an effort 
to determine from where the business 
came finally made him decide to scrap 
his original idea of attempting to supply 
prospects to his men in this way. His 
research had brought out the fact that 
70% of volume came from people with 
whom his agents had recognizable pres- 
tige. In brief, that the most important 
element in the sale of the insurance was 
the agent himself. That being so, he 
thought that it didn’t make sense to try 
to develop lists of names of prospects 
to be given to agents. The sound pro- 
cedure, he decided, was to encourage 
agents to canvass among their natural 
sources of prospects and to make new 
contacts and build prestige so that they 
would continue to have such prospects. 

Other studies corroborated this. The 
Provident as a company had made a 
study for a six months period and found 
that 81% of the company’s business dur- 
ing that time came from the agents’ per- 
sonal and business contacts, including 
contacts from prior business connections. 
Studies by other companies, too, devel- 
oped that of men in the higher produc- 


tion brackets it is found that 85% of 
their business comes from prestige 


sources. 

It seemed clear, therefore, to Mr. Wise 
that, as life insurance is a business of 
contacts, agents sell people they know 
or to whom they are referred in such a 
way that they can sit down with the 
prospect and “talk over” the purchase of 
insurance. And the reason that most of 
this business comes to the agent is be- 
cause of his prestige, reputation and 
contacts. 


Why the Agent Is So Important 


In its booklet, “You are Important 
People,” the Provident prints pages of 
material, striking in getup and artistic 
in format, telling why the successful 
agent has prestige. Behind him and al- 
ways with him, is a widespread, closely 
knit, cooperative organization, which in- 
cludes his company with its background, 
his agency, his fellow associates and the 
policyholders. The personal business he 
does, coupled with the volume written 
by fhe other agents, help make the 
wheels go around in the Government, in 
real estate mortgages, in banks, in pub- 
lic utilities, in many other channels. The 
company he represents furnishes protec- 
tion and security in tens of thousands 
of homes and no one knows better than 
he that life insurance is not only a busi- 
ness but is likewise a _ social service. 
Through the contracts sold by the agent, 
mothers and children are able to keep 
the roofs over their heads, old couples 


find joy in sunset years, babies are given 
a chance in life, youngsters can gradu- 
ate from college. The public appreci- 


ates that agents give to their clients 
fully and unreservedly their expert 
knowledge and judgment in planning 


their life insurance affairs and in solu- 
tion of their individual problems. 


Building Up Prestige 


All of these factors help build up the 
prestige of the agent. Without prestige 
he cannot sell life insurance in any sub- 
stantial amount. People don’t often buy 
insurance from strangers. A Saturday 
Evening Post survey showed that 82.6% 
of the men and 77.4% of the women 
visited did not buy their policies the first 
time they were solicited for insurance. 

An agent’s prestige is built un by 
meeting people, winning their confidence, 
maintaining that confidence. People must 
be met continuously. The Provident cites 
a number of ways in which successful 
prestige agents meet people. It is by 
being active in social, fraternal, school 
and civic organizations; by choosing 
prestige building hobbies and sports with 
worthwhile companions, by greeting 
newcomers in the community; by writ- 
ing articles to become known as an au- 
thority, or making addresses before par- 
ents civic groups; by cultivating young 
men who are on the way up; by using 
direct mail reply letters; by living in a 
good neighborhood; being a good neigh- 
bor; belonging to a church and living 
their religion. 

To win confidence the agent must 
own life insurance and program it; must 
specialize either in a business or pro- 
fessional group, or in a community or 
district; or on a phase of insurance, such 
as business policies, juvenile, taxation. 
He must know his business thoroughly ; 
must be honest with himself as well as 
clients; raust take an occasional study 
course; must keep abreast of the insur- 
ance news; must set no goal less than 
$100,000 production yearly; must take 
pride in appearance, pay bills promptly, 
use pre-approach letters before critical 
interviews; should distribute friendmak- 
ers. Must maintain good humor. 

To maintain confidence the agent 
must remember that as the public is 
quick to forget he must not permit it 
to forget him. 

Repeating it is obvious that the best 
business agents get is from prospects 
with whom they have prestige the com- 
pany asks why the agent should not 
concentrate on prestige prospects. Why 
not eat the green grass in your own 
field first before going into farther pas- 
tures? 

_ “Assuming that a man has character, 
is industrious, and has intelligence, his 





Timothy W. Foley With 
State Mutual 19 Years 


Timothy W. Foley, general agent for 
the State Mutual at 100 East Forty-second 
Street, celebrated his nineteenth anniver- 
sary with the company on March 18, 1940. 
He entered the company when he was still 
in his ’teens, was a successful agent, later 
became manager of the uptown branch of 
the Frank Pennell agency and was ap- 
pointed general agent for the State Mutual 
in January, 1938. On the anniversary date 
he was a speaker before the John A. Mc- 
Nulty agency, Prudential, New York 
City, on the subject, “Yes, I Sell My 
Friends.” 





TNEC Insurance Proceedings 
Now Available in Book Form 


The verbatim record of the insurance 
proceedings before the Temporary Na- 
tional Economic Committee is now avail- 
able in permanent bound form. There 
are seven volumes covering insurance 
and they include not only the full sten- 
ographic transcript but also all exhibits 
ordered printed in the record. 

The volumes are substantially bound 
suitable for a reference library and are 
completely indexed. The volumes may be 
obtained from the publisher, the Bureau of 
National Affairs, 2201 M Street N. W., 
Washington, D. C. The price is $5 per 
volume, with a charge of. $32 for the set 
of seven, 





WILLARD K. WISE 


success in life insurance will be deter- 
mined largely by the number and kinds 
of friends and acquaintances he has and 
can make,” the company says. This 
doesn’t mean back slapping, but a real 
agent must enjoy meeting worthwhile 
people, being with them, being sincerely 
interested in them, and must want to 
extend that acquaintance. Furthermore, 
it is the company’s belief that the best 
selling method is the programming one, 
which is determining the individual’s 
needs for life insurance. Programming 
should not be confused with policy an- 
alysis. It is a more comprehensive term 
for it includes not only facts but also 
ideas and emotional appeals. 


Staff of Agency Department 

Working in close co-operation with 
Vice-President Wise is manager of 
agencies, Franklin C. Morss, who this 
year celebrates his thirty-fifth Provident 
anniversary. He has served the com- 
pany as special agent, assistant to the 
manager of agencies, Eastern superin- 
tendent of agencies, manager of a Phila- 
delphia agency, assistant manager of 
agencies, and since 1925 as manager of 


agencies. 

Assisting Mr. Wise and Mr. Morss 
are Assistant Managers of Agencies 
Walter D. Cross and Malcolm L. 
Williams; Agency Assistants E. Milnor 
Bechtel, Ernest A. Farrington and FE. 
Roy Hofmann. Mr. Cross has been with 
the company thirty-eight years; Mr. 
Williams, twelve; Mr. Bechtel, thirteen; 
Mr. Farrington, ten; Mr. Hofmann, 
nineteen. 

Each month the company issues a 32- 
page publication in two colors, Provi- 
dent Notes, which has won a number of 
awards for excellence when displayed at 
conventions of the Life Advertisers 
Association. C. Sumner Davis, editor of 
publications, has been with company 
eleven years. 

The Provident has been a pioneer in 
national advertising, and as before stated 
has shifted its copy emphasis to adver- 
tising the agent instead of the organi- 
zation. This department is under the 
management of Nelson A. White who 
has been with the company fifteen years. 
The company’s direct mail, insurance 
journal advertising, annual statement ad- 
vertising have all won awards of excel- 
lence from the Life Advertisers Associa- 
tion. The direct mail service has on 


three occasions been listed among the 
country’s leaders by the Direct Mail, 
Advertisers Association. 
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Management Alumni 


se Home Life A 


Laboratory In Seminar On Methods 


Third of the seminars held by alumni 
of the Agency School of 
the Life Insurance Sales Bu- 
reau in the New York area drew an ex- 


Management 
Research 
cellent attendance Tuesday at Pennsyl- 
Hotel. Among the 
general agents, managers and company 
men, about 100 in all, who heard President 


vania alumni were 


James A. Fulton and agency officers of 
the Home Life of New York outlined 
in detail the company’s procedure and 
practices in planned agency building. 

The seminar’s program was designed 
to illustrate how one company was meet- 
ing today’s problems in recruiting men, 
training and directing them, and con- 
servation. Home Life officials took the 
New York Alumni of the Bureau Schools 
behind the scenes to show how the com- 
pany had correlated all their operations 
to create its “Quality Program” which 
produced a 13.6% increase in new busi- 
ness in 1939, a gain of insurance-in- 
force of 64.6%, and a gain which actu- 
ally represented 41% of all new business 
paid for last year. 

Speakers included William Bender, Jr., 
New York General Agent for the Na- 
tional Life of Vermont and president of 
the Alumni Association; John Marshall 
Holcombe, Jr., manager, Life Insurance 
Sales Research Bureau; and the follow- 
ing from Home Life: President, James 
A. Fulton; Superintendent of Agencies 
W. P. Worthington, Assistant Superin- 
tendents E. C. Kelly, Jr., and John H. 
Evans. Francis H. Low, agency field as- 
sistant for Home Life, was program 


The head table group. 


A. Fulton, William H. Bender, Jr., Francis H. Low, B. N. Woodson. 


Ella Barnett 


Seated, left to right: John Marshall Holcombe, Jr., James 


Standing, left 


to right: J. F. Evans, William P. Worthington, John A. McNulty and E. C. Kelly, Jr. 


be followed without deviation. Pattern 
means a program that is uniform in its 
fundamental features but still leaves am- 
ple room for the play of individual 
initiative. The advantages of such a 
company pattern seem obvious. Even 


4 
« 


Seated, left to right: Stuart D. Warner, New England; Manuel Camps, Jr., John 

Hancock; Harold L. Taylor, Mutual Life, and George P. Shoemaker, Jr., Lucian A. 

Hauslein, W. Henry Blohm, John H. Hartzell and E, J, Farrington, all of Provident 

Mutual. Standing: J. E. Lockwood, Russell Simons, Leo Minuskin, Culver Schleicher, 

Richard Gruen and Charles Finley, all of the Home Life, and Malcolm L. Williams, 
Provident Mutual. 


chairman. 

The advantages of a uniform plan of 
operation from the point of view of com- 
pany, general agent, and salesman were 
outlined by Mr. Fulton, president Home 
Life of New York in his opening talk. 
In speaking of Home Life’s plan of co- 
ordination to meet demands of modern 
life underwriting, Mr. Fulton said in 
part: 

“We feel that the basic element in our 
development is the fact that it embodies 
throughout a company pattern. I use 
the word pattern rather than plan—plan 
implies something that is rigid and must 


assuming that every general agent had 
the ability to develop definite plans for 
each of the necessary phases of his 
activity, he still probably does not have 
the time. If proven methods are em- 
bodied in a general company program, 
he can devote his entire time and energy 
to doing the job instead of finding out 
how to do it. 

“We are definitely of the opinion that 
training, direction and assistance are just 
as essential in making a man a success- 
ful general agent as they are in making 
a life insurance salesman successful. It 
seems plain that you cannot train men, 


direct men and assist men in a dozen 
different methods. A home office agency 
man, for example, going from point to 
point, can render far greater assistance 
if a similar pattern is in operation at all 
points. 


“Home Life has systematically experi- 
mented with plans for the solution of 
each of the basic agency building prob- 
lems. Before any plan is put into opera- 
tion for the company as a whole, it has 
been the subject of trial and its work- 
ability is assured. 

“There is a definite company sales 
plan. We know beyond the shadow of 
a doubt that a man possessing the re- 
quired qualifications can be made suc- 
cessful if he will follow this plan. The 
general agent has a definite training 
program. There are equally definite 
methods for financing and for constant 
sales direction. Moreover, there are 
definite plans for the training and devel- 
opment of men who themselves desire to 
get into agency work. This means that 
the ambitious man can not only be as- 
sured that an opportunity exists but can 
be assured that methods also exist to 
qualify him for that opportunity. 

“Finally, I should like to observe two 
things: 

“First, such a uniform pattern must 
be a part not only of the company’s 
agency operations but of all of its home 
office methods as well. Modern life un- 
derwriting has made necessary the great- 
est coordination of the activities of the 
field and the home office. 

“Second, the evolution of a_ well-de- 
fined company program is a long and 
arduous and an expensive task. We 
have been working on it for a number 
of years. It is not complete and prob- 
ably never will be complete. Experi- 
ments must go forward; improvements 
must be made; changes must be made 
to meet changing conditions.” 


Ella Barnett 


Left to right: Brooke Johnston, Equitable Society; Leonard C. Kiesling, Continen- 

tal American; George Richards, Monarch of Hartford; F. D. Haselton, E. C. Hawes, 

Charles Brewer, Jr., and E. D. Carlough, Jr., all of Mutual Benefit, and Donald 
Simpson, Connecticut Mutual. 


Planned Recruiting Means Better 
Qualified Agents, Says Worthington 


Stating that the field of life insurance 
selling had not attracted its share of 
capable and talented men, W. P. Worth- 
ington, superintendent of agencies for 


Home Life pointed to the inevitable 
large turn-over from lax recruiting as a 
reason for poor public acceptance of the 


job of being a life underwriter. _ He 
said that it was his belief that in 4 
comparatively short space of time, a very 
marked change in the attitude of the 
general public could be brought about if 
all companies and all general agents 
would cooperate to make it more difficult 
(Continued on Page 15) 
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Census Reports Give 
Agent Prospect Clues 


VARIETIES OF INFORMATION 





Imost Every Feature of Several 
ag, ee Will Suggest Need for 


Some Form of Insurance 





Everything touches insurance, or in- 
surance touches everything, whichever 
way one may wish to express that 
thought. Likewise the procedure of tak- 
img censuses has been expanded so that 
now, instead of a census being the sim- 
ple matter of counting noses, it has be- 
come a question what a government 
census does not or may not touch. 

There is a wave of censuses on at 
present. Already there is speculation 
among insurance people as to what bene- 
fits they may derive, if any, trom the 
facts to be brought out by the Census of 
3usiness, the Census of Manufacturers 
and the Census of Population. When 
the returns on any or all of them may 
be tabulated it is impossible to say now. 

Of course the agent cannot obtain 
from the Census Bureau the names ot 
individual prospects or any information 
about them as individuals. The same 
law which requires answers to census 
questions upholds the long-established 
policy of the Census Bureau not to dis- 
close such facts. 


Facts Available 


What the insurance man can get is a 
picture of the market he covers, which 
will suggest the type of sales effort he 
can most profitably put forward. For 
example, the census reports on popula- 
tion will give a breakdown in cities and 
counties by age groups and sex, and will 
show the number of dependent children 
in various clasifications, which should 
help the life insurance agent estimate 
his potential market. 

Census figures on wage income, to be 
obtained for the first time, will furnish 
a key to areas of greatest purchasing 
power for insurance. Vital statistics re- 
ports of the Census Bureau list deaths 
in cities, counties and states according 
to cause, age, marital status and race, 
information which will aid the agent in 
selling prospects on the existence of 
special hazards more prevalent locally 
than in average or specific comparable 
areas. 

For the salesman of fire, casualty and 
surety, the censuses of business and 
manufactures will provide many leads. 
Study the volume of sales for different 
types of business, and allowing for unity 
value of the commodity sold, the agent 
can determine which groups of retailers 
have enough traffic in their stores to 
justify public liability insurance. The fig- 
ures on number of stores by kinds of 
business will indicate the extent of 
establishments dealing in valuables, 
which might require burglary insurance, 
and bonding for their employes. 

The same figures would show the num- 
ber of establishments, such as dairies 
and laundries, which must give constant 
service in order to hold their customers. 
These businesses would seem likely pros- 
pects for business interruption insur- 
ance. The housing census reports will 
similarly suggest various insurance needs. 


WILL SEE BANKERS BUILDING 








Seventy - five Prominent Des Moines 
Business Men to View New 
Structure on Monday 
The Bankers Life Co., Des Moines, 
expects to be completely installed in 
its new building on Monday of next 
week. At noon on that day about 
Seventy-five of the leading business men 
of Des Moines will attend a luncheon 
in the building and there will be an 
Inspection by them of the building after 
lunch. The company will celebrate its 
sixtieth anniversary and have the formal 
dedication of the building on April 13. 
For three days of that week the leading 
field men of the company, about 250 

in number, will be in Des Moines. 











IDEAL FOR WIDOWS 


‘Five years ago one of your representa- 
tives sold my late husband a contract calling 
for a substantial down payment and a 
monthly income for one year,” a widow 


recently wrote to The Prudential. 


“Tl firmly believe that this form of insur- 
ance has more advantages for a widow than 


any other plan | ever heard of.” 


She will have an income during her 


effort to readjust her affairs. 








ted? rudential 


Susurauce ¥ Company of America 


Home Office, NEWARK, N. J. 





Johannsen Names Baird 
As Agency Assistant 


COMES HERE FROM CHICAGO 








Entered Business As Agent With Mr. 
Johannsen in 1935, With the 
Northwestern Mutual 
Harold W. Baird will move from Chi- 
cago April 1 to become agency assistant 
in charge of new organization for the 
Alfred J. Johannsen Agency, North- 
western Mutual Life, Brooklyn, N. Y. 
Mr. Baird entered the life insurance 





HAROLD W. BAIRD 


business as an agent under Mr. Johann- 
sen in 1935, when the latter was assist- 
ant in the Hobart & Oates agency, 
Northwestern Mutual, Chicago. Mr. 
Johannsen was appointed general agent 
in Brooklyn for the company in 1938. 
About a year ago he took the agency 
into its own building at 161 Remsen 
Street at Borough Hall Square. 

For the past three years Mr. Baird 
has been assistant manager in the IIli- 
nois Department, Reliance Life of Pitts- 
burgh, where jhe has been successful 
in building a substantial volume of busi- 
ness from new organization. He is a 
graduate of Northwestern University, 
School of Commerce, where he was 
executive secretary of Kappa Alpha 
Lambda, advertising fraternity, and 
president of the Northwestern University 
Sales Conclave. He also completed the 
agency management course conducted 
by the Life Insurance Sales Research 
Bureau. 

As a director of the Chicago Associa- 
tion of Life Underwriters and through 
membership on various committees, Mr. 
Baird has been active in life insurance 
affairs in Chicago. He has appeared be- 
fore many clubs, churches, and other 
organizations in showing the Institute of 
Life Insurance motion picture, “Yours 
Truly, Ed Graham,” and has spoken be- 
fore life underwriters and ihe public on 
the importance of proper estate plann- 
ing, including the coordination of social 
security and life insurance benefits 


Porter p area Manager 
Wiese Agency, Chicago 


The Raymond J. Wiese agency for 
Northwestern National Life at Chicago 
announces appointment of Edward F 
Porter as assistant manager. He was 
formerly manager of the Chicago agency, 


Mutual Trust Life. 
IRVINE AND SMITH CHOSEN 


John E. Bailey, general agent for 
Connecticut Mutual in eastern Tennes- 
see, announces appointment of James 
B. Irvine, Jr. as district manager of 
the Chattanooga office and Oren C. 
Smith as associate. Mr. Irvine has been 
a soliciting agent since 1936. Mr. Smith 
has been in life insurance for two years 
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M. H. Siegel Loses Case 


Morris H. Siegel, 
| caster and insurance 
in the Appellate Term of 
Supreme Court of New York, First 
Department, an action which was 
brought against him by Muriel Kiloh. 
This was an appeal by plaintiff from 


broad- 
lost 
the 


ra dio 
consultant, 


a judgment of the Municipal Court 
of the City of New York, borough 
of the Bronx, small claims part, 


which had dismissed her claim, with 
costs. The Appellate Term of the 
Supreme Court reversed the judg- 


\ per curiam decision of the 
Term said in part: 

plaintiff by 
would get her back 
an alleged $400 overcharge on her 
insurance policies, wipe out a loan of 
$100, and have her policies continued 
in full force. Actually, after get- 
ting possession of the policies and the 
money he charged for services he 
attempted to switch the insurance 
from 20 Payment Life to Ordinary | 
Life. This constituted fraud and de- | 
ceit. Having demanded the return of | 
her money, which was refused, plain- | 
tiff was entitled to judgment therefor. | 
Judgment reversed, with $30 costs, and 
judgment directed for plaintiff as 


ment. 
Appellate 
“Defendant 
representing he 


deceiv ed 





prayed for in the complaint, with | 
costs.” 

Justices sitting in the case were 
McCook, Hammer and Noonan. Jus- 


tices Hammer and Noonan concurred 
and Justice McCook dissented 








Surprise Birthday Party 
Given Manuel Camps, Jr. 


A surprise luncheon was given Man- 
uel Camps, Jr. general agent, John 
Hancock, New York City, on the oc- 


March 27, by 
agency at the 


birthday, 
his 


casion of his 
sixteen members of 
Commodore Hotel. 

The occasion was made a happy one 
for Mr. Camps by reason of the fact 
that Frank McCaffrey, brokerage su- 
pervisor, presented him with a_ sub- 
stantial volume of business produced 
by each member of the agency in honor 
of the event. Apps totaled $103,000. 


Travelers Harrisburg 


Branch to Open April 1 
life, accident and Group depart- 
ments of the Travelers are establishing 
an agency branch in Harrisburg. The 
new offices will be open on or about April 
1 and will be located in the State Strect 
Building. Harry T. Litke, transferred 
from Reading to Harrisburg, will be resi- 
dent assistant manager in charge of agency 
affairs. 


The 


CONCORD Co. MAKES GAIN 
United L. & A. re in Assets and 
Surplus Last Year; To Hold 1940 
Convention at White Sulphur 

United Life & Accident of New Hamp- 
shire, which observed its silver anni- 
versary during 1939, closed the year with 
increases in both assets and surplus. The 
December 31, 1939 financial statement of 
this company shows total assets of $10,- 
962,038, a gain of $647,829; surplus of 
$493,817, a gain of $91,254; paid-up capi- 
tal of $400,000 and total policy reserves 
of $9,707,724. In its quarter century 
career the United L. & A. payments to 
policyholders and_ beneficiaries have 
totaled $15,426,020. 

Total Insurance in Force is now up to 
$44,271,245. Last year the United Life 
& Accident paid for $4,698,000 in new 
business, about 2% below 1938 volume. 
Among this year’s production stimulants 
is the contest planned for next month 
in honor of President John V. Hanna’s 
birthday. Prizes will be presented to 
agents making the best records. 

A major event planned for next Sum- 
mer is the annual convention of the 
White Mountain Club, to which leading 
producers belong, which will be held at 
The Greenbrier, White Sulphur Springs, 
August 6 to 8. 








ARDA C. BOWSER 

Here are pictures of Arda C. Bowser, 
who is promoted to general agent for the 
National Life of Vermont in Chicago, 
and Mare A. Law, who continues as as- 
sociate general agent. As reported in 
The Eastern Underwriter last week the 


MARC A. LAW 
appointment of Mr. Bowser becomes ef- 
fective April 1. Most recently Mr. Bow- 
ser was director of salary allotment for 
the National Life. Mr. Law has special- 
ized in estate work for more than twenty 
years. 





HALVORSON MAKES RECORD 

Ten years of app-a-week production 
have been completed by Henry M. Hal- 
vorson, Rochester, Minn., who is with 
the White & Odell agency of North- 
western National. He has been pre- 
sented with a cash prize of $100 and a 
special award of a pair of silver candle- 
sticks. 








ISLE OF OPPORTUNITY 
and 
HOME OF MANY LIFE UNDERWRITERS 
ON A CAREER BASIS 


(LIFFORD L. 


GENERAL 


THE NORTHWESTERN /X\UTUAL 
LIFE INSURANCE (O\PANY 


547 MADISON AVENUE 


ATTENDED DEL MONTE MEETING 

Vice-president Edmund _ Fitzgerald, 
Director of Agencies Grant Hill and 
Assistant Director of Agencies John J. 
Hughes, Northwestern Mutual, were 
visitors in Los Angeles, on their way to 
the regional general agency convention 
the company held at Del Monte March 
26 and 27 


M\(/AILLEN 


AGEN T 








Sprague and Shoemaker 
Agencies Meet Together 


RECOGNIZE LEADING AGENTS 





E. A. Farrington Present from Provident 
Mutual Home Office; F. W. Wood's 
Record Reviewed 

The agencies of Lewis C. 
George P. Shoemaker, Jr., 
dent Mutual, New York City, joined 
forces for a luncheon meeting at the 
Uptown Club last Thursday to celebrate 
the seventy-fifth anniversary of the 
company. At one o'clock they heard the 
telephone broadcast of President M, 
Albert Linton from the home office in 
Philadelphia. The telephone hookup ex- 
tended from coast to coast bringing the 
voice of President Linton to all agencies 
of the company. 

Home o ce guest at the 
Shoemaker affair was E. A. Farrington, 
agency assistant, who addressed the 
agents briefly and gave recognition to 
leading producers in each office. They 
are these: Phylis Cunnyngham, S. Roy 
Swenson, C. Gordon Ferguson, William 
Gregory, C. Dalton Stapleton, Alexander 
W. Alley and Robert M. Saville of the 
Sprague agency, and George P. Shoe- 
maker, James J. Leonard, W. Henry 
Blohm, Frederick William Wood and 
William W. Moir of the Shoemaker 
agency. 

Kenneth L. Anderson of the Sprague 
agency was toastmaster. Among. the 
speakers James Franklin, leading first 
year man of the Shoemaker agency, told 
how he is using direct mail and what he 
is doing to make the most of being his 
own boss, punching his own time clock 
and controlling his own income. Mr. 
Franklin was formerly an accountant in 
a large company. Charles T, Farrow, 
Sprague agency, consistent producer, told 
why he is glad to be a Provident Mu- 
tual agent, calling his company a “won- 
derful, efficient and warmly-human or- 
ganization.” He continued: “Let’s go out 





Sprague and 
of the Proyi- 


Sprague- 


and sell insurance, make somebody's 
widow more comfortable, somebody's 
children better kids and_ incidentally 


make ourselves a good living.” Mr. Shoe- 
maker presented a ten-year veteran pin 
to F. William Wood of his agency. Mr. 
Sprague emphasized that while the com- 
pany had a fine seventy-five year record 
behind it that the agent must still get 
out and sell its product. He reminded his 
audience that a widow would rather have 
a thousand dollar policy in any kind of 
a company than no insurance in the fine 
old Provident Mutual. 
F. W. Wood's Record 


Mr. Wood, who received his ten-year 
pin, has a remarkable record with the 
Provident. With that company alone he 
has produced an average of $140,000 of 
paid business. During the past two years 
he has averaged $250,000. Of his produc- 
tion 82% is still on the company’s books. 
His first year lapse rate averages about 
5%, which is less than half the com- 
pany’s rate. His name ranks uniformly 
high in the persistency classification. 
His total insurance in force with the 
Provident Mutual is $1,125,000. The aver- 
age policy in force is $11,400 or more 
than three times as high as the com- 
pany average. Average premium per 
thousand is $39 as compared with a 
company average of $30. The company 
reports that in all these respects “the 
quality of his business is of the highest.” 





Postal National’s Agents 
In 3-Day Miami Meeting 

The President’s club convention of the 
Postal National Life of New York was 
in session at Miami-Biltmore Hotel, 
Miami, Fla., March 26-29. The twelve 
leading producers of the company at- 
tended, and heading the party was M. J. 
Denda, vice-president who was in charge 
of arrangements. 

Mrs. A. B. Jordan, president of the 
company, will’ speak at the banquet 
which climaxes the convention and will 
present special buttons to the leaders 
for meritorious production. 
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New York Sales Congress 
Builds on Streamline Idea 


Streamlined Salesmanship was the 
theme of the all-day sales congress of 
the Life Underwriters 
New York City held yesterday at the 
Hotel The program 
started at 9:15 o’clock in the morning 
and was climaxed with the annual dinner 
last night. This year’s celebration 
marked the fifty-fourth anniversary of 
the New York City association. 

Leon Gilbert Simon, Equitable Society, 
as chairman of the meeting sounded 
the key note on streamlining. He turned 
the morning session over to Gustav C. 
Wuerth, Northwestern Mutual, a_ past 
president of the association, who pre- 
sided. Mr. Simon was chairman in the 
afternoon session. 

Opening speaker was Henry H. Hof- 
meister of Baltimore, top Ordinary pro- 
ducer in 1939 for the Metropolitan Life. 
He developed ideas on mortgage redemp- 
tion insurance and Ordinary needs which 
are reported elsewhere on this page. 

Besides two splendid panels and talks 
by guest speakers, the theme of stream- 
lined salesmanship was further developed 
by a dramatic review of life insurance 
needs presented by James Elton Bragg, 
manager, Guardian Life, and a psycho- 
logical discussion under the _ subject 
“Streamline Yourself”? by Frank L. 
Jones, vice-president of the Equitable 
Society who entered life insurance as 
an agent in the field. 


Vice-President Jones’ Talk 


Following a day which was devoted 
to a study of sales methods and life 
insurance needs, Vice-President Jones 
as the concluding speaker approached 
his subject from the standpoint of the 
individual himself. He discussed the 
personal equation, the development of 
latent powers in the individual and the 
corrections of habits which are a hin- 
derance to the individual’s progress and 
accomplishment. 

He said that there has been a century 
of work in the scientific study of plants, 
animals and materials as to their de- 
velopment and use. Only recently has 
there been a scientific study of the 
human. The first movement was started 
by James of Harvard who made a study 


Association of 


Pennsylvania. 


of the influence of habit on humans. 
Whitehead followed with a study of 
routines. Thorndike through his ex- 


perimentation proved that adults may 
learn with as great ease as youth and 
that age does not make one less able 
to acquire new skills. Only five years 
ago Mursell completed his work showing 
that the only way to continue to grow 
and to add to ability and efficiency is to 
continue to learn. Professor Lorge fol- 
lowed with proof that personal power 
does not need to decrease with increas- 
ing years. 

_Mr. Jones continued: “The contribu- 
tions given by these men give us the 
opportunity to imerease our efficiency 
tremendously. Recently it was said by 
an important man: ‘What you are speaks 
so loud I can not hear what you say.’ 
If that is true, it is important for every 
man to find out what he is and what 
he would like to be so that he can 
become what he wants to be within rea- 
sonable limits. 


How Latent Power Can Be Developed 


“The individual like coal, -oil, wood 
Or water has in his latent powers an 
immense reservoir of unused power. We 
sce isolated instances of this when peo- 
ple rise to great heights. It is noted 


in improved physical achievement but 
3 is not so easily recognized in mental 
ife. 

In concluding his address Vice-Presi- 
dent Jones told ways in which the indi- 
vidual agent might develop his latent 
powers. The points that he gave were 
these: “Believe that it can be done. 
Get rid of the ideas such as ‘you can’t 
teach an old dog new tricks,’ that you 
can’t learn as readily when you are 
older. Overcome the idea that your 











FRANK L. JONES 


schooling was the end of your learning. 


“Eliminate retarding habits. Be con- 
vinced that you have latent powers to 
form constructive habits. Set standards 
that require the fixing of supporting 
habits. 

“Read a book on psychology and pay 
particular attention to its discussion of 
habits. Read an occasional biography 


on some vital person such as George 
Rogers Clark or Sam Houston. Read 
an occasional treatise so difficult that 


you have to reread its sentences and 
paragraphs frequently to dig out its 
meaning. 


“Admit the value of resistance. Admit 
the value of time. Compare your virtues 
with the successful people about you. 
Deny the doctrine that the average is 


Jenkins & Guillo, Inc. 
JAMES ELTON BRAGG 


good. Be sure that you know 
actions speak louder than words.” 

Mr. Jones’ talk was a thoughtful con- 
tribution and a splendid conclusion to 
a well-balanced sales program. 


that 


James Elton Bragg on Needs 


James Elton Bragg made a dramatic 
survey of life insurance needs and did 


Mortgage Redemption Plan Rolled Up 
Fine Volume, Made Hofmeister Leader 


What can be done to increase 
duction by use of the mortgage redemp- 
tion plan was shown before the New 
York sales congress in a talk by Henry 
H. Hofmeister, Metropolitan Life, of 
As a Metropolitan man, he 


pro- 


Baltimore. 
pointed out, his policyholders cover a 
wide range of income groups from wage 
earners to business executives. He was 
the leading Ordinary producer for his 
company last year. 

In the section of Baltimore where 
Mr. Hofmeister is located had 
been a shortage ‘of homes but late in 
1938 new homes began to be built one 
after the other. They were attractive, 
modest homes and he wondered if the 
people were buying them and about 
their circumstances. As an experiment 


there 


he simply went to the door of one of 
these houses and was agreeably sur- 
prised to have the married daughter of 
one of his old policyholders admit him. 


He soon learned that they were buying 
the house. 

As first approach to business Mr. 
Hofmeister gave the housewife a Metro- 
politan booklet, “How Safe Is Home?” 
dealing with common accident in the 
home. He next gave to her and ex- 
plained two other booklets on life in- 
surance as protection for the home. That 
evening he called back to see the hus- 
band and sold a mortgage redemption 
policy. 

Mr. Hofmeister soon had between 
sixty and seventy policies of this kind 
in force in that section. No home that 
he visited but he had policyholders who 
were friends. 

“While I’ve made more or less a spe- 
cialty of the Mortgage Redemption pol- 
icy, obviously I have sold much busi- 
ness on other Ordinary plans, such as 
Whole Life, Limited Payment Life, and 
Endowment,” Mr. Hofmeister told the 
congress. “This other business is ob- 
tained almost exclusively by presenting 
insurance in terms of income. 

“I approach the wife first, explaining 
the visual aid, ‘Your House of Protec- 
tion” This stimulates her interest in life 








LEON GILBERT SIMON 


so by constructing the story of a typical 
American whom he named George Spel- 
vin. He traced the needs of George 
Spelvin from age 25 to 50; told why he 
bought life insurance and how it had ful- 
filled his purpose. The George Spelvin 
whom he described had a definite plan 
for covering his honor obligations. Fre- 
quently Mr. Bragg asked his audience: 
“Do you know a George Spelvin who 
needs your help and advice? Are you 
equipped to be of help to him?” Mr. 
3ragg also talked of George Spelvin’s 
widow and the careful consideration 
which was given to the conservation 
and distribution of her small life insur- 
ance estate. And then he brought his 
character to life again and considered 
his needs at age 50. 


(Continued on Page 10) 


insurance and helps me to obtain infor- 
mation about the family’s life insurance 
program. Then I suggest that she speak 
to her husband about extending the 
program, and make an appointment to 
see him. The ‘House of Protection’ 
visual aid is used to focus the husband’s 
attention, too, and to illustrate how a 
policy can be used to assure an adequate 
income in the future. 

“At this point I bring out a little work 
sheet which looks like a regular blue- 
print of a house. The prospect is given 
a pencil and encouraged to fill in the 
blanks to make a blueprint of the pro- 
gram which he would like to have. Thus 
the prospect works out, for himself, the 
amount of insurance he needs to give 
the protection he wants for himself and 
his family. As you know, if the pros- 
pect works out the insurance program 
he would like to have, we insurance 
men don’t have much trouble in helping 
him to carry it out. 


Writing A. & H. Business 


“My procedure in writing Accident 
and Health insurance follows the same 
general outline which I have described 
already. I select homes where the out- 
look for creating interest seems promis- 
ing and, after completing regular service, 
I show the premium payer the visual aid 
“It Can Happen to You.” If she shows 
a lively interest, the visual aid is left 
with her and an appointment is made 
to talk with her and her husband to- 
gether. 

“When I return, the breadwinner fre- 
quently shows considerable interest in 
the Accident and Health insurance cov- 
erage suggested by the visual aid. When 
interest is shown, I simply explain the 
merit of the plan to help him make his 
own decision. The facts about Accident 
and Health insurance coverage seem 
to persuade a number of prospects to 
purchase this protection. 

“A few minutes ago I mentioned how 
my regular work takes me into all types 


(Continued on Page 10) 
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Continental American 
Lays Its Cornerstone 


NEW BUILDING OPEN IN JULY 
Doherty of Reston Central Figure 
Among Agents; Wilmington Agency 
Led Recent Campaign 
Gerald M. Doherty, Boston general 
agent who broke ground for the new 
home office building of Continental 
American Life in August, helped put 
the cornerstone into place last Mon- 
day. Mr. Doherty won the honor of 
being chief figure at both ceremonies 
by leading the entire field force, first 
in the “spade crusade” last Summer, and 
recently in the “cornerstone campaign” 
in February. Assisting him at the cere- 
mony Monday were Murray April, asso- 
ciate general agent, Hancel agency, New 
York, who led in lives insured during 
the cornerstone campaign, and George 
J. Ainbinder, general agent in Newark. 
David Moskowitz, Newark agency, who 
tied Mr. Ainbinder for premium leader- 
ship, was unable to attend the ceremony. 


Souvenirs Presented 


Conti- 
brief 


president of 
presided at the 


\. A. Rydgren, 
nental American, 
ceremony. 

Dr. Claude L. Benner, vice-president, 
presided at a luncheon at which W. M. 
Rothaermel, agency vice-president, intro- 
duced field men who had won places of 
honor in the cornerstone campaign, and 
presented them with souvenir replicas of 
the stone. Silver trowels were presented 
to the four leading figures who had as- 
sisted at the actual laying of the stone. 

A special feature of the luncheon was 
a moving picture record of construction. 

The company expects to move into the 
new building in July. 

Leading agency during the cornerstone 
campaign was the Wilmington branch 
which qualified six members for the 
cornerstone committee. In recognition 
of this achievement, both Manager _ h 
W. Horn and Cashier Margaret V. Grif- 
fith were guests of the occasion. 


ZIMMERMAN’S SPEAKING TOUR 


National Association President to Ad- 
dress Eighteen April Meetings in 
Fourteen States 
In the busiest speaking month since 
his inauguration as president of the Na- 
tional Association of Life Underwriters, 
Charles J. Zimmerman will address eigh- 
teen meetings in fourteen states during 
April. The association president’s itine- 
rary, beginning at the midyear meeting 
in Atlanta April 4-6, carries him as far 
west as Ogden, Utah, and east to Spring- 
field, Mass. Eleven of his talks will be 
made before state or national groups. 

His schedule follows: 

April 4, Atlanta, 

Atlanta, 
6, Atlanta, 
9, Ogden, 
Colorado 
Kan.; 12, Kansas City, Mo. 
sas state association; 16, 
Fort Wayne, Ind.; 18, 
Knoxville, Tennessee state association; 20, 
Charleston, West Virginia state association: 
23, Chicago, Accident and Health Week break- 
fast; 25, New York, N. Y.; 26, Hartford, Con- 
necticut state association; 29, Providence, R. I.: 
30, Springfield, Mass. 


state presidents’ conference; 
National Council midyear meeting: 
board of trustees midyear meeting: 
Utah state association; 10, 


state 


Denver, 
association; 11, Hutchinson, 
; 13, Wichita, Kan- 
LaPorte, Ind.; 17, 
Louisville, Ky.; 19, 





MADE COMPANY OFFICERS 


North American Life Assurance Co. 
announces the appointment of E. Mor- 
ton and V. X. McEnaney, B.Com., as 
officers of the company. Mr. Morton 
has been advertising manager for some 
years and retains this title. Mr. Mc- 
Enaney, formerly supervisor of educa- 
tion, has been made supervisor of field 
service. 





E. Y. BROWN ASSISTANT MGR. 
E. Y. Brown, formerly an agent for 
Connecticut Mutual in Fort Worth, has 
been advanced to assistant manager 
under Manager Jack Fenton. 
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Nine general agencies of Pacific Mutual Life will receive recognition for their 
production records when A. N. Kemp, president, and D. C. MacEwen, vice-president, 
are company hosts at banquets to be held during April in each of the prize-winning 


cities. 


Shown here are the nine general agents who will be honored. 





Willis Elected Head Of 
Southern Old Line Life 


New president of the Southern Old 
Line Life is J. Hart Willis, formerly 
vice-president and general counsel. He 
is now president and general counsel. 
Lester C. Shine, formerly secretary - 
treasurer, was advanced to executive 
vice - president and secretary - treasurer, 
and Paul S. MacGregor was named vice- 
president and agency director. Mr. Mac- 
Gregor and Mrs. C. C. Slaughter were 
added to the board of directors. 

Mr. Willis, a member of the Dallas 
law firm of Thompson, Knight, Baker, 
Harris & Wright, joined the Southern 
Old Line when it was organized. Mr. 
Shine joined the company in 1930. He 
had previously been with the Great 
Southern Life. Mr. MacGregor joined 
the Southern Old Line in 1939. 


LOVE SCORED EVERY DAY 

Joseph B. Love, Prescott, Ariz., an 
agent with the Frank B. Schwentker 
general agency of Pacific Mutual Life, 
had the distinction of having written a 
policy on every day of the year ending 
December 25, 1939, including holidays. 





Sales Research Bureau 


Holds Chicago Meeting 


Under the auspices of the Life Insur- 
ance Sales Research Bureau, twenty- 
seven agency department executives and 
other home office officials attended a 
conference in Chicago March 12-14. Six- 
teen companies were represented at this 
meeting, which was restricted to execu- 
tives of companies having from $125,000,- 
000 to $400,000,000 of Ordinary in force. 

The conference was devoted to discus- 
sion of agency department problems 
which were selected in advance by the 
executives in attendance as being of 
particular interest to the companies in 
this size grouping. The topics of special 
interest seemed to be compensation of 
agents home offce supervision, agency 
financial problems, agency department 
objectives and policies, and supervision 
within the agency. 


INDUSTRIAL BUSINESS TAKEN 

Industrial business of Guardian Life 
of Dallas was increased approximately 
$560,000 with acquisition of the Industrial 
department of Union Southern Life of 
Dallas. 


Advertising Agency Learns Reasons 
Why 500 Persons Bought Insurance 


Life In- 
surance Sales Research Bureau’s publi- 


A survey by R. E. Stewart Green, 
Walsh Advertising Agency, Toronto, re- 
veals why 500 representative policyhold- 
ers bought $3,000,000 of life insurance, 
why they selected particular companies 
and why they bought when they did. 
The survey was made by sending ques- 
tionnaires to 500 life insurance owners 
in all walks of life. The questions asked 
and some of the answers follow: 

“Why do you buy life insurance?” 

“For protection; as an investment; 
for income during old age; education of 
children; to save money; example of 
others; fear of future.” 

“For what reasons did you 
company to insure with?” 

“Reputation of the company; lowest 
insurance rate; features of policy; ad- 
vertising.” 

“What caused you 
when you did?” 

“Had the money at the time; persuad- 
ed by agent; increased responsibilities; 
read an advertisement.” 

The questionnaires were sent to those 
whose age and marital status were based 


select a 


to buy insurance 


on figures derived from the 
cation, “Twenty Thousand Sales.” The 
average life insurance holding of those 
reached by the questionnaire was $6,310 


per person (not the average per policy). 
Motivating Influences 


The results show that 39% bought be- 
cause they wanted protection, while 17% 
bought to save money and 15% as an 
investment. In selection of a company, 
reputation was the most important factor 
with 33% of the buyers. Policy features 
were given an 18% % rating, preference 
for the company’s agent influenced 12%, 
piggy won 5% and advertising 11% 

Mr. Green says that reputation Sueter 
of the company is influenced by every- 
thing from the appearance of an office 
building to the voice of the telephone 
operator. 

In the factors which caused the rep- 
resentative buyers to buy insurance when 
they did, increased responsibilities ranked 
highest with a rating of nearly 33%. 
Having the money at the time induced 
almost 25% and persuasion of the agent 
was a factor in about 17% of the cases. 


Company Trustees Get 
Credit For Services 


tT A PHILLIPS | TO AGENTS 
Tells of High Percentage of Attendance 
at Board Meetings; Value of 
Assistance Given 


High tribute to the value of life com- 
pany trustees’ services is paid by Presi- 
dent T. A. Phillips of Minnesota My- 
tual in a letter to agents. He is past 
president of the American Life Conven- 
tion. 

“It is essential that the trustees of life 
insurance companies should be men of 
known ability, of wide and divergent ex- 
perience and of proved sound judgment,” 
says the letter. “The manner in which 
such men continually promote the com- 
pany’s welfare, however, and the innu- 
merable times and the extent to which 
they so act are seldom if ever evident 
to those not intimately in touch with 
their work.” 

Mr. Phillips then says that he has ex- 
amined the Minnesota Mutual records 
and has found that attendance at board 
meetings over a period of nearly twenty 
years has averaged 85% of a complete 
total. The same is true of the execu- 
tive committee which meets weekly and 
passes on all investments and matters 
of company policy. 

Satisfaction in Work 

“A record such as this means a keen 
and sustained interest,” President Phil- 
lips continued. “Our trustees have asked 
no favors other than the pleasure of 
association and the satisfaction of work 
well done. I wish every policyholder 
could know from personal experience 
how well and faithfully he is served by 
his hoard of trustees.” 

Mr. Phillips points out that the trus- 
tees are paid a small attendance fee 
which in 1939 amounted to $2,760 for all 
board and committee mectings. For this 
amount the company obtained the service 
of twelve of the ablest business men in 
St. Paul who are paid by their own 
companies salaries as high as $30,000 
and $40,000 a year. 


Fisher & Fisher — 
Mutual Des Moines Agent 


Connecticut Mutual’s agency in Des 
Moines is now known as Fisher & 
Fisher. The senior member of the newly 
organized firm is Claude Fisher, general 
agent there since 1906. Sherry R. Fisher, 
his son, who has been associated with 
his father for ten years, has been made 
the junior member. 

Claude Fisher has in his thirty-four 
years as its general agent built one of 
Connecticut Mutual’s largest agencies. 
Sherry R. Fisher has been with the Des 
Moines agency since his graduation from 
college, as agent, supervisor, and more 
recently as associate general agent. The 
Des Moines agency has over $21,500,000 
of life insurance and annuities in force. 





DAVENPORT CONGRESS 

The sales congress in Davenport, Ia. 
will be held March 30. Joseph J. Hilbe, 
general agent, Guardian, is president of 
Davenport association. John Moynahan, 
Metropolitan Life, Chicago, will conduct 
morning session. Speakers will include 
Karl E. Madden, former Penn Mutual 
general agent; Arthur Devine, Pruden- 
tial; C. Vivian Anderson, Provident Mu- 
tual; Harry T. Wright, Equitable 
Society; Hugh D. Hart, Illinois Bankers 
Life; Charles J. Zimmerman, president 
National Association. 


SALES CONGRESS AT PORTLAND 

Life agents of Oregon and southwest- 
ern Washington met in Portland re- 
cently for the annual sales congress of 
the Portland association. Featured out- 
of-state speakers were Charles W. Peter- 
son, manager Phoenix Mutual at San 
Francisco; Hugh S. Bell, general agent 
Equitable of Iowa at Seattle. Stanley 
D. Chapin, Mutual Life, was general 
chairman. 
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Incorporated under the Laws of the State of New York 


ALFRED L. AIKEN 


President 


A Mutual Company, Founded on April i ee 


THOMAS A. BUCKNER 51 Madison Avenue, New York, N. Y. 


Chairman of the Board 


5th Annual Statement 


A BRIEF DIGEST...DECEMBER 31, 1939 


Paid to Policyholders and Beneficiaries in 1939.........................0...00005.. $210,625,618 


Increase of $9,130,681 over 1938 








Total of such payments during the past ten years exceeded $2,180,000,000 

secs os inion a Mike nas on aw A be AN ew RE ee eRSG $6,830,834,796 
Increase of $37,008,487 over Dec. 31, 1938 

Se ie gens ns Bia sR aes SB ALe Pee Cee Se oak aad $427,756,600 
Increase of $4,939,100 over 1938 

Surplus Funds reserved for General Contingencies, Dec. 31, 1939................ $125,639 ,022 
Increase of $1,083,811 over Dec. 31, 1938 

Voluntary Investment Reserve, Dec. 31, 1939... .... 2... cc cece eee eens 50,000,000 
Increase of $5,000,000 over Dec. 31, 1938 

Ce oe ehd sua vbla cea Raed eee Cine ee ee eee $175,639 ,022 

Dividends payable to Policyholders in 1940................... 0... eee ccc eee eens $39,216,872 


The market value of all bonds on December 31, 1939 was 
$55,000,000 in excess of the value at which they are shown in the assets below. 


ASSETS LIABILITIES 


Cash on Hand, or in Bank.. $67 ,927,082.39 Insurance and Annuity Reserves $2,245,682,435.00 
United States Government, direct, or fully guaranteed Present Value of Amounts not ~— due on Supplementary 

Bonds..... 701,727 ,225.08 Contracts. . : 147,366,448.04 
State, County and Municipal Bonds. 243,755,266.62 Dividends Left with the Company... 118,930,277.31 
Canadian Bonds. . 81,887 ,383.00 Other Policy Liabiliti 15.898.719.23 
Railroad, Public Utility, Industrial and other Bonds 615,596,078.35 ee he apts Sr 
Prefaed and Guaranteed Stocks.... 86,064,795.00 Premiums, Interest and Rente Presaid 11,091,117.08 
Real Estate Owned (Including Home Office) 123,135,251.65 Miscellaneous Liabilities............ 3,505,635.85 
First Mortgage Loans on Real Estate (including $488,108.11 Estimated Taxes. 4,947,956.39 
“wel liens subject to ns mera ped Dividends eupehe to Policyholders i in 1940 39,216,872.00 
Interest and Rents due and accrued. 29,323,995.01 Voluntary Investment Reserve 50,000,000.00 
Net Amount of Uncollected and Deferred Premiums 33,148,123.99 Surplus Funds reserved for General Contingencies 125,639,022.00 
Other Assets... Bas. See pane 10,212.82 








WT Se oe sk sisi sacs $2,762,278,482.90 TOTAL $2,762,278,482.90 


Securities valued at $41,067,951.95 in the above statement are deposited with Governments, States and Trustees 
as required by law. Canadian currency Assets and Liabilities carried at par of exchange 


A more complete report containing a list of securities 
owned by the Company will gladly be sent upon request. 


BOARD OF DIRECTORS 


ALFRED L. AIKEN THOMAS A. BUCKNER CHARLES D. HILLES EDWARD L. RYERSON, Jr. 


President 
JAMES ROWLAND ANGELL 
Educational Counselor of 
National Broadcasting Company 
NATHANIEL F. AYER 
Treasurer, Cabot Manufacturing Company 
ARTHUR A. BALLANTINE 
Lawyer 
CORNELIUS N. BLISS 
‘etired 
HENRY BRUERE 
President, Bowery Savings Bank 
MORTIMER N. BUCKNER 


Fpatemen of the Board, 
he New York Trust Company 


Chairman of the Board 
NICHOLAS MURRAY BUTLER 

President, Columbia University 
CHARLES A. CANNON 

President, Cannon Mills Company 
GEORGE B. CORTELYOU 

Former Secretary of the 

Treasury of the United States 
WILLIAM H. DANFORTH 

Chairman of the Board, 

Ralston- Purina Company 
ROBERT E. DOWLING 

President, City Investing Company 
JAMES G. HARBORD 

Chairman of the Board, 

Radio Corporation of America 


New York State Resident Manager. 
Employers’ Liability Assurance Corporation 


HALE HOLDEN 


Chairman, Southern Pacific Company, 
Retired 


HERBERT HOOVER 


Former President of the United States 


PERCY H. JOHNSTON 
Chairman of the Board, 
Chemical Bank & Trust Company 


WILLARD V. KING 
Retired Banker 


GERRISH H. MILLIKEN 
President, 
Deering, Milliken S Company 


Vice-Chairman, Inland Steel Company 
Chairman, s 
Joseph T. Ryerson & Son, Inc. 


HARPER SIBLEY 
Banking and Agriculture 


ALFRED E. SMITH 


President. 
Empire State, Inc. 


J. prone sete SMULL 


Vice- Presiden 
Jj. Hi. Winchester & Co., Inc. 


PERCY S. STRAUS 
President, R. H. Macy & Co., Inc 
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Some of Veteran General Agents Before New York City Sales Congress 





JULIAN S. MYRICK 


LAWRENCE E. SIMON 


New York City Sales Congress 


(Continued from Page 7) 


In his story Mr. Bragg described the 
needs for George Spelvin at 25 as these: 
A clean-up fund for funeral expenses, 
outstanding bills, last illness expenses; 
an honor fund to meet his obligation to 
his parents and to help educate his 
brother; a combined savings-emergency- 
retirement-investment fund for himself. 
And secondly, in broader terms, a sys- 
tematic plan of saving accompanied by a 
program for conserving that which he 
saved, which in turn became a process 
of character-building and helped him to 
succeed in life. 

His character said: “I figure that an 
individual should manage his financial af- 
fairs in the same way that a business 
house must manage its affairs if it is 
going to survive and to succeed.” 

At 50 he is ready for the advanced un- 
derwriter, the estate engineer, the man 
who can help to organize all his assets, 
including life insurance policies, into an 
unified plan of estate management and 
distribution. Such a problem may re- 
quire the cooperation and services also 
of the lawyer, the trust officer, the ac- 
countant and the tax expert. 

Mr. Bragg concluded: “Perhaps 
George Spelvin can be induced today to 
invest a larger portion of his money 
into life insurance for these purposes.” 


Two Panels of Producers 


Two panels featured the sales congress 
program. The afternoon panel consisted 
of six veteran general agents or man- 
agers each of whom discussed some 
prominent producer from his organiza- 
tion. On the veteran’s panel were these: 
Harry Gardiner, John Hancock; Harry 
F. Gray, Connecticut Mutual; Sheppard 
Homans, Equitable Society; Robert L. 





Mortgage Plan 
(Continued from Page 7) 


of homes. It is therefore obvious that 
many of my prospects who need the 
protection of life insurance can buy only 
to a limited extent. Today, my pros- 
pects for Industrial life insurance are 
found in most all age groups, but mainly 
in the younger and older age classifica- 
tions. These people are easy to ap- 
proach. They recognize the need for life 
insurance, perhaps even more readily 
than do some of our people in the higher 
income brackets. They purchase Indus- 
trial life insurance because it is the best 
means by which they can gain a little 
more security.” 


Jones, State Mutual; Julian S. Myrick, 
Mutual Life of New York, and Lawrence 
E. Simon, Massachusetts Mutual. These 
six men represent an aggregate of more 
than 150 years of managerial service. 


On the junior panel were six agents 
who have been in the business two years 
or less but who have produced $200,000 
a year or better in average size poli- 
cies. These agents are Kenneth Con- 
nell of the Sam P. Davis agency, Phoe- 
nix Mutual; Robert D. Israel, C. B. 
Knight agency, Union Central; John H. 
Frye, Jr., Clancy D. Connell agency, 
Provident Mutual; Philip A. Lederer, 


HARRY GARDINER 


W. L. Boyce agency, Connecticut Mu- 
tual; Joseph Lovejoy, Jr., Osborne 
Bethea agency, Penn Mutual. 

A guest star was Harry Boyd Brown, 
national merchandising manager of the 
Philco Radio and Television Corp. An- 
other speaker was Paul Troth, assistant 
editor, The Eastern Underwriter. 

Some Committee Members 

Closely cooperating with Mr. Simon 
in arranging the program and handling 
publicity was Elias Klein of the Travel- 
ers. Chairman of the dinner committee 
was C. Preston Dawson, New England 
Mutual. Responsible for a large attend- 
ance was Harold N. Sloane, McNulty 
agency, Prudential and his attendance 
committee. Among manv others coop- 
erating were Benjamin Alk, Penn Mu- 
tual, association president ; Hugh Hanni- 
gan, Northwestern Mutual, and chairman 


Cartoons Feature Paul Troth’s Talk 


Here is one of the quick sketches 
which Paul Troth worked into his talk 
before the sales congress of the Life 
Underwriters Association of New York 
City at the Hotel Pennsylvania yester- 
day. Mr. Troth is assistant editor of 
The Eastern Underwriter and for more 
than two years has been writing and 
illustrating the column Ideas that Click 
in this paper each week. 

Starting with two question marks on 
his paper—Why do men buy life in- 
surance? What does the agent do to 
make them buy from him?—Paul Troth 
developed the above picture to show 
the two fundamental needs of the aver- 
age prospect, the need for protection 





and the need for retirement income. 
The two question marks form the heads 
of the man and his wife. He then 
developed a series of sales ideas that 
have clicked with successful producers 
and told why they appeal to him as 
a prospect, using cartoons to illustrate 
the approach to the bridegroom, the 
approach to the man with a family, the 
approach to the man who is interested 
in retirement income. 

Emphasis in Mr. Troth’s talk was put 
on this statement which he credited to 
John A. Stevenson, president of the 
Penn Mutual: “High pressure exists only 
when an agent tries to get his prospect 
to buy without giving him a _ reason 
for buying.” 





Photo by Harry F. Gray, Jr. 
HARRY F. GRAY 


of the board of directors; Lloyd Patter- 
son, Massachusets Mutual, association 
vice-president; George P. Shoemaker, 
Provident Mutual ;Harold L. Taylor, Mu- 
tual Life of New York; Benjamin D. 
Salinger, Mutual Life; John M. Fraser, 
Connecticut Mutual; Wm. S. Verplanck, 
Mutual Life and others. 

Holgar J. Johnson, president of the 
Institute of Life Insurance, was on the 
program at the time of the showing of 
the new Institute film “American Por- 
trait.” 





A. R. Metcalfe Resigns As 
General Agent In Newark 


Alvin R. Metcalfe, who has been gen- 
eral agent in Newark, N. J:, for the 
National Life of Vermont, has resigned 
to devote all of his time to estate plan- 
ning service. 

Mr. Metcalfe is continuing with the 
Newark agency with the title of asso- 
ciate general agent. He will establish 
his own office in Summit, N. J. 





GEORGE F. UNGER DEAD 





Central Division Seanew for Occidental 
Life Whose Chicago Office 
He Opened in 1936 


George F. Unger, Chicago, Central 


Division manager for Occidental Life, 
died of heart disease while at Omaha 
March 23. He was a graduate of North 
Central College, Napierville, Ill. where 
he played football and coached that sport 
for four years following graduation. He 
was a railroad accountant and in 1920 
joined the Equitable Society in Chicago. 
He opened Occidental’s Chicago branch 
office in 1936. 





JOHN A. DAVENPORT DEAD 


Major John A. Davenport, United 
States Army Reserve, who served over- 
seas during the World War as captain 
of Company M, 114th New Jersey In- 
fantry, died March 19 after an appen- 
dicitis operation. He was 46 years old 
and for twenty years was an assistant 
superintendent of the Prudential. He 


lived in Hillside, N. J. 





OSLER WITH DARTNELL CORP. 

Robert W. Osler, former advertising 
manager for the Acacia Mutual of Wash- 
ington and previously with the Insurance 
Research & Review Service of Indianap- 
olis in an editorial capacity, has affiliated 
with the Dartnell Corp. of Chicago where 
he will specialize in the contest division 
working to a large extent with insurance 
companies on contests and campaigns. 
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Radio Waning 


(Continued from Page 1) 
policyholders are unhappy because they 
made the change. 

An interesting development has been 
the appearance before the Small Claims 
part of the Municipal Court of complain- 


ants against counselors by dissatisfied 
clients. The Small Claims Court is aimed 
to help persons in the lower income 


brackets who cannot always afford to 
engage a lawyer. Each of the city’s 
0 has such a court as part of 
the Municipal Court. The cases before 
it are of $50 or less. It is only neces- 
sary for a complainant to appear be fore 
the clerk of the court and ask for a 
summons, the cost of which is $1.50. 
The case is then heard by a referee and 
often there is a settlement by com- 
promise. 


AETNA CONVENTION THIS WEEK 








General Agents Meet in Florida; Paper 


Read on Improving the Job 
Of Salesman 

Theme of the Aetna Life general 
agency conference in Hollywood, Florida, 
this week is “Making a Better Job of 
Making a Better Job for the Sales- 
man.” Keynoter of the convention was 
S. T. Whatley, vice-president in charge 
of production. Chairman of the busi- 
ness sessions were J. P. Graham, Jr., 
H. H. Chase and J. W. deForest. Papers 
were read on improving the salesman’s 
job through diagnosis, regionnaire-con- 
ditioning, time control, vigorous pros- 
pecting, vivid presentations, policy pro- 


ficiency, multiple-line earnings, group 
and wholesale, accident and _ health, 
thought motivation and home office 
schools, 


Those who made addresses were E. E. 
Cammack, A. H. Hiatt, Jr., J. N. Adams, 
Elmer Abbey, W. R. Harper, Frank 
Plaisted, H. W. Florer, R. S. Edwards, 
P. D. Sleeper, A. L. McKnight, G. B. 
Chapman, O. T. Cropper, W. M. Ham- 
mond, Gordon H. Campbell, E. H. Snow 
and R. B. Coolidge. Mr. Coolidge sum- 
marized the addresses and their signifi- 
cance. 


HODGES WON'T BE VICE-PRES. 








Secretary of National Association Says 
Responsibilities Too Heavy, 
Suggests Witherspoon 
Ray Hodges, secretary, National As- 
sociation of Life Underwriters, and man- 
ager of home office general agencies, 
Ohio National Life, will not be a candi- 
date for election as vice-president of the 
association. He gave this information 
in reply to a question propounded to 
him at a dinner meeting of forty life 
underwriters in Cincinnati following the 
Tri-State Sales Congress held there last 

week. 

Mr. Hodges says he cannot assume ad- 
ditional responsibilities particularly in 
view of the steadily increasing demands 
on the time of National Association 
ofhcers. He intimated that if desired 
he may consent to be a candidate to 
succeed himself as secretary. The elec- 
tion is in September. 

When asked who the candidate for 
vice-president most likely will be he 


replied: “Of course I am in no position 
to. say, but in my opinion Mr. John 
Witherspoon, general agent for John 


Hancock Mutual at Nashville, woud be 
the most logical candidate. As to length 
of service, Johnny is the oldest member 
of our board of trustees, has the ability 
and was a candidate for vice- president 
last year. What the intentions of his 
friends might be must be answered only 
by them. I suggest however some form 
of announcement will be made by them 
in the very near future.” 





JORDAN VICE-PRESIDENT 
C. C. Jordan, 
the investment department of Southland 


rite has been advanced to vice-presi- 
dent, 


formerly in charge of 


Travelers Assembles Life 
Managers From 81 Offices 


A meeting of all branch office life 
managers, the first to be held at the 
Travelers’ home office in seven years, 
opened in Hartford March 26. L. E. 


Zacher, president, devoted nearly an hour 
to discussion of present conditions in the 
life insurance business and the needs of 
the organization for the coming years. 
He laid special emphasis on the impor- 
tance of salary allotment, Group accident 
and Group life insurance to industry as 
a whole and to business communities in 
particular. 

Vice-President H. H. Armstrong pre- 
sided at the meetings. All of the eighty- 
one offices of the Travelers throughout 
the United States and Canada were rep- 
resented by managers or their assistants. 





Ordinary in Force Up 
At End of 1939 


Ordinary life insurance in force at the 
end of 1939, exclusive of Group and In- 
dustrial, amounted to $77,373,100,000, an 
increase of approximately $1,750,000,000 
or 1.9% for the year, according to an 
estimate issued by the Life Insurance 
Sales Research Bureau, Hartford. Con- 
tinuing the steady uptrend since the 
depression low, the current total marks 
a gain of approximately 9% since 1933. 

The bureau estimates that the individ- 
ual Ordinary life policies in force at the 
end of 1939 numbered 36,189,667. Per 
capita insurance in force for the United 
States totaled $599. The Middle Atlantic 
section had the highest insurance in 
force average of $871 per capita. 

Every section of the country registered 
gains in 1939 with the Pacific and South 
Atlantic leading with an increase of 3% 
each over 1938. The West South Cen- 
tral section was runner-up with a gain of 
2.6% and the East North Central was 
next with a 2.3% gain. 

All states with the exception of one 
gained last year. Nevada led all states 
with a gain of 5.6%. Florida was second 
with a gain of 5.4% and the District of 
Columbia was third with a 4.3% gain. 





PRU CONVENTION 


The annual meeting of the 
tial’s field managers will be held in 
Newark during the week of April 15. 
The annual dinner will be given in the 
Commodore Hotel, New York, on April 
17. 


IN APRIL 


Pruden- 


K. S. Austin Flies Own 


Plane on Business Trip 

A sleek two-plate Aeronca cabin mon- 
oplane landed at Brainard Field, Hart- 
ford, last week, piloted by Kenneth S. 
Austin, believed to be the first life in- 
surance representative to fly his own 





plane to a Hartford home office to trans- 
act business. He represents Connecticut 
Mutual at Burlington, Vt., where he is 
organizer and president of the Champlain 
Flying Club. Mr. Austin plans to make 
extensive use of his plane in business. 
The accompanying picture of him was 
taken when he reached Hartford. 





JOHN W. YATES HONORED 





California General Agent for Massachu- 
setts Mutual Felicitated on 
Birthday Anniversary 
John W. Yates, California general 
agent for Massachusetts Mutual, was 
honored by his Los Angeles agency at 
a breakfast March 20, occasioned by his 
forty-fifth birthday anniversary and 
seventh anniversary as Los Angeles 
general agent. The breakfast climaxed 
six days of solicitation with a goal of 
one application for each year of Mr. 
Yates’ life, and resulted in forty-seven 
applications totaling more than $350,000. 

The agency has come from eleventh 
to second position in company standings 
under Mr. Yates and led all eight-two 
agencies of the company in net gain in 

force during 1939. 








HEARD on the WAY 








United Kingdom Provident Institution 
of London is 100 years old. Hartley 
Withers, former city editor of the Lon- 
don Times and later of the Morning 


Post, is now writing a book about the 
centenary. Its title is “One Hundred 
Years of Life Assurance,” and Mr. 


Withers will not confine himself to the 
operations of the Institution. Among 
former posts occupied by Mr. Withers 
was editorship of The Economist and 
editorship of the financial supplement 
of the Saturday Review. He has also 
written a number of books, including 
“Bankers and Credit.” 

The chairman of United Kingdom Prov- 
ident is Sir Ernest J. P. Benn. 





One of the speakers this month at 
the lecture courses being given to agents 
and brokers under the auspices of John 
C. McNamara, general agent of Home 
Life, John Street, New York, was Leon 
Gilbert Simon, Equitable Society. He 
said that one of the best suggestions 
he has heard relative to soliciting came 
from an agent who told of his routine 
on rainy days. It was to call on sales- 


men outside of the insurance business 
because on bad days they spend consid- 


erable time in their own offices. “That 
struck me as a thought worth following 
up,” he said. “So I prepared a rainy 
day calendar, and when the weather is 
particularly trying I have a list of men 
who, I am pretty sure, will be in their 
offices, and I see them.” 

Mr. Simon does not believe in special- 
izing on any single type of policy or 
coverage. It limits the field of an agent 
too narrowly; put up too many stone 
walls. After all, most policies sold are 
for small amounts. He knew of agents, 
sometimes writers of large cases, who 
have been harmed by a reputation of 
only being interested in the bigger poli- 
cies. That's unfortunate because big 
policies are scarce. After Mr. Simon had 
written a book on Business Insurance 
he met an impression that such contracts 
were the only kind in which he was 
interested. As that was incorrect and 
disturbing he let his prospects and other 
persons know emphatically that his in- 
terest is in every type of legal reserve 
life insurance. Star writers, just as well 
as those writing smaller production, must 
size up each individual he sees and tailor 
insurance to suit him. Otherwise, they 
will be missing a lot of bets. 

Uncle Francis. 


Bankers, Iowa, H. O. 
Dedication April 13 


THREE-DAY PROGRAM PREPARED 





President Nollen Announces Series of 
Events Preceding and Follow- 
ing Actual Ceremony 





Bankers Life, Des Moines, will dedi- 
cate its new home office building April 
13. President Gerard S. Nollen an- 
nounces. The dedication will climax a 
three-day housewarming and sixtieth an- 
niversary school of instruction to be 
participated in by salesmen of the com- 
pany who qualified for 1939 honor clubs, 
and the entire home office staff. 

Assisting President Nollen in the dedi- 
cation exercises will be four directors of 
the company: R. J. Clemens, president, 
Standard Glass & Paint Co, Des 
Moines; E. M. McConney, the com- 
pany’s vice-president and actuary; G. W. 
Fowler, vice-president and_ treasurer, 
and W. W. Jaeger, vice-president. 


In New Location Now 


The company occupied its new quart- 
ers March 25 and now efforts will be 
directed toward getting the entire home 
office completed and in order for the 
housewarming, to be followed one week 
later by public inspection. 

First group to inspect the new build- 
ing will be families of the home office 
employes, on the evening of April 2. 
During the same week members of sev- 
eral Des Moines civic organizations will 
inspect the new quarters, while on April 
5, a tour is to be part of the program 
of the annual convention of publishers 
of lowa weekly newspapers. 


Program for Salesmen 


The company’s honor club salesmen 
will assemble in Des Moines April 11. 
April 12 a full day program is planned. 
During the morning session_ represen- 
tatives of the home office staff, the field, 
the company’s agency managers and the 
official staff will speak. In the after- 
noon President Nollen will address the 
salesmen and home office staff, his sub- 
ject being “Yesterday, Today and To- 
morrow.” Following Mr. Nollen’s talk 
the directors will hold a reception for 
salesmen who qualified to attend. The 
company will hold open house for the 
public from April 16 to 19. 





New York Examinations 


Of Agents To Be April 4 


Superintendent of Insurance Pink of 
New York has announced that the next 
examination for life, health and accident 
agents will be held April 4. There will 
be separate examinations, one for the 
life agents beginning at 9:30, and the 
other for the health and accident agents 
beginning at 2 o'clock. Each will be a 
three hour examination. All applicants 
who have applications approved and on 
file at the Albany office of the Depart- 
ment will be officially notified as to the 
time and place of the examination. 





TAGGART IN HIGH GEAR 

Grant Taggart, big writer of Califor- 
nia-Western States, who has made his 
25-year record of outstanding produc- 
tion with an average policy of less than 
$4,000, hit the best one of his life this 
March. It was a $100,000 Ordinary policy 
on a Cody, Wyo. businessman. The 
largest policy previously written by 
Taggart was $50,000 





JACKSON H. O. SUPERVISOR 

Hadley V. Jackson, life manager for 
Cravens, Dargan & Co., Houston, has 
been appointed home o ce supervisor 
by the Occidental Life. He entered life 
insurance in 1925 with Cravens, Dargan 
& Co. and served them until 1931. He 
returned to their service in 1938, taking 
charge of their life department. Be- 
cause of the demands of his new position 
he has resigned from the presidency of 
the Houston Life Underwriters Associa- 
tion. 
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Zimmerman eee. 
Government Activity 


HEARD AT ST. LOUIS MEETING 


Says Companies and Agents Would Aid 
in a Genuine Objective Study of 
Life Insurance 


Charles J. Zimmerman, Chicago, presi- 
dent National Association of Life Un- 
derwriters, struck vigorously at propos- 
als for government insurance as made in 
Washington in an address to the local 
association March 14. Mr. Zimmerman 
was a witness at the TNEC hearings. He 
declared that efforts of the government 
to engage in direct competition with 
private insurance will be resisted by 
agents with a united front. Some of his 
remarks follow: 

“There is only one reason why the 
government should want to enter this 
field; if it could sell these services more 
cheaply than private companies. Tax- 
payers know the only way any govern- 
ment can sell these services more cheap- 
ly than old-line legal reserve companies, 
with the same amount of safety, is by 
arbitrarily lowering the price and then 
charging the difference to those same 
taxpayers.” 

As to Federal control of life insur- 
ance, he said there are two factors 
which should discourage that sort of 
bureaucratic thinking. First, the Su- 
preme Court has in a series of decisions 
ruled that life insurance is not inter- 
state commerce. Second, the honest and 
efficient supervision by state insurance 
departments has met with the public’s 
approval. 

Cooperation Shown 

“Of course,” Mr. Zimmerman contin- 
ued, “there have been rare exceptions, 
notably in your own State of Missouri.” 
This was a reference to the fire insur- 
ance rate case. He then added: “You 
have seen how a state government can 
step in, clean its own house and put its 
supervision on a basis that rivals any 
state in the union.” This was part of his 
tribute to Governor Stark and State Su- 
perintendent of Insurance Lucas. 

“The life insurance business and its 
agents are entirely willing to cooperate 
in a genuine objective study of life in- 
surance,” he continued. “They — the 
companies and agents—have shown this 
willingness by answering many question- 
naires and being constantly available for 
any information that could possibly con- 
tribute to the study. It is understand- 
able that they are not enthusiastic about 
witch hunts and inquisitions. We ask 
for neither the whitewash nor the tar 
brush, but a simple, fair consideration 
of the business as a whole.’ 


Albany iaaduinn In 
‘ Variety of Activities 


Last month about 100 members of the 
Albany Association of Life Underwriters 
met to witness showing of the second of 
a series of pictures entitled “American 
Portrait.’ 

The association has finished the R. & 
Zo conese and is sponsoring an advanced 

. U. course on life, wills, trusts and 
bo A class of thirty is taking this 
course which is taught by Professor 
Andrew V. Clements of the Albany Law 
School. Henry Hume is chairman of the 
educational committee. 





FEBRUARY N. Y. BUSINESS 

The Life Underwriters’ Association of 
the City of New York, Inc., with head- 
quarters in the Hotel Pennsylvania, has 
announced that the estimate of total 
sales of Ordinary life insurance in New 
York City for February, 1940, is $46,- 
123,000 which compares with $44,107,000 
reported for February of last year. 


MORE JOIN " SUPERVISORS 


Membership of the Life Agency Sup- 
ervisors Club, Chicago, is at the all-time 
high of sixty-one members. Roy T. 
Elmer, agency organizer New York 
Life, is president. 
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THEISS 


ARTHUR W. 


The popular sales promotion manager 
of the Ohio National Life of Cincinnati 
is chairman of the committee on ar- 
rangements for the North Central Round 
Table of the Life Advertisers Associa- 
tion to be held in Cincinnati May 8-9. 


Southern Sensi Table At 
New Orleans, April 11-12 


Plans are well under way for the 
Southern Round Table gathering of the 
Life Advertisers Association to be held 
April 11-12 at the Jung Hotel, New 
Orleans, according to John M. Ehle, 
general chairman, who is advertising 
manager of the Imperial Life, Ashe- 
ville, N. C. 

Mr. Ehle is being ably assisted in his 
arrangements by J. Bruce Trotter, Pan- 
American, who is vice-chairman of the 
round table and local arrangements 
head; William Sexton, Great Southern, 
who is round table secretary; and 
Powell Stamper, National Life and Ac- 
cident, exhibits chairman, 

Karl Ljung, Jefferson Standard, who is 
president of the Life Advertisers Asso- 
ciation, has called a meeting of the 
executive committee at the Jung Hotel, 
New Orleans, for April 10, one day in 
advance of the Southern Round Table 
sessions. 


Mutual Trust t Life Opens 


General Agency in Bronx 


The Mutual Trust Life has opened a 
new general agency in the Bronx, New 
York, under the management of Carl 
Lundgren and Nathan Rothenberg, and 
located in the Wagner Building, Ford- 
ham Road and Grand Concourse. The 
new general agents have had respectively 
sixteen and eighteen years’ experience in 
life insurance representing large Eastern 
companies. Off to a good start, they 
submitted more than $100,000 of business 
in their first thirty days with the com- 
pany. 





CAVANAUGH REPORTS GAINS 

A gain of 10% in written business dur- 
ing January, as compared with January 
of 1939, and a 16% gain during Febru- 
ary is reported by L. D. Cavanaugh, 
president of Federal Life, Chicago. The 
company also showed a substantial in- 
crease in business in force during both 
months. 





MORRILL CINCINNATI SPEAKER 

Albert H. Morrill, president Kroger 
Grocery & Baking 'Co., addressed the 
annual tri-state sales congress of the 
Cincinnati Life Underwriters Associa- 
tion March 21, using the theme “What's 
Ahead for 1940.” 


LIFE 





——— 


Male — $5,000 
Female — $3,000 


momen 











[Because of its favorable experience in the field of 
non-medical life insurance, the Connecticut Mutual 
has increased the amounts of life insurance which 
may be issued on this basis on both male and female 
lives. 


ee 


{The company will now consider a maximum amount 
of $5,000 on a male and $3,000 on a female life in any 
twelve months’ period, these limits formerly being 
$3,000 and $2,000 respectively. 


{/Non-medical insurance is issued by the company on 
male lives aged 14-40 and on females 16-40. 


{In the case of a female life the maximum amount of 
non-medical insurance which may be applied for in a 
twelve months’ period is also increased to $5,000 if a 
satisfactory medical examination has been submitted 
and standard insurance granted within the year. 


{Female applicants to be considered on the non-medical 
basis must be single, wage-earning women who go out 
of their homes daily to a place of employment. 


{The waiver of premiums disability benefit may now 
be applied for by female applicants on the non- 
medical basis. 
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Cincinnati Tri-State 
Meeting Features TNEC 


FISCHER SEES SOME BENEFITS 





At Ohio State Meeting in May Governor 
Bricker Will Go on Air With 
Insurance Message 

Featured with addresses by Charles J. 
Zimmerman, president National Associa- 
tion of Life Underwriters, and Albert 
H. Morrill, president Kroger Grocery 
& Baking Co., the annual tri-state sales 
congress of the Cincinnati Life Under- 
writers Association was held March 21. 
The theme was “Life Insurance on the 
March,” and the Federal investigation, 
the TNEC, predominated at the sessions. 

Chester O. Fischer, vice-president Mas- 
sachusetts Mutual, gave the keynote in 
his opening address when he said that 
life insurance has been placed on an all- 
time high pinnacle, because of the wide- 
spread publicity attaching to the investi- 
gation. Mr. Morrill, speaking at the 
luncheon on what’s ahead for 1940, 
said that “cessation of business baiting 
at Washington for the last twelve 
months has been one of the most potent 
causes of restored confidence and busi- 
ness improvement.” Mr. Zimmerman, 
closing the meeting with his address, 
“Today and Tomorrow,” continued his 
nation-wide crusade for perpetuation of 
state as opposed to Federal regulation 
of life insurance. 

Sales Program by Benson 

Mr. Fischer got the meeting away to a 
good start when he converted his topic, 
“The Supersalesman” to “The Master 
Underwriter,” and his promotion of the 
master underwriter idea pervaded the 
salesmanship talks which followed. The 
remainder of the carefully planned, well 
executed program was devoted to sales- 
manship, Judd Benson, Union Central 
general agent, conducted a sales pro- 
gram as follows: “Our Best Markets,” 
Louis Gutmann, Penn Mutual; “Selling 
Your Service,” Herbert S. Chase, Mu- 
tual Benefit; “The Modern Woman’s 
Viewpoint,” Clara McBreen, Equitable 
Society; “Weapons,” Edwin F. Pierle, 
Provident Mutual. John Witherspoon, 
general agent John Hancock at Nash- 
ville, trustee of the N. A. L. U., made 
the concluding talk of the morning ses- 
sion on “Motivation.” 

Mr. Morrill’s address closed the lunch- 
eon session on a high note of enthu- 
siasm. He was preceded by a skit, 
“O. K. With Corrections,” by James A. 
Maxwell, editor Union Central Agency 
Bulletin. 

Toledo Meeting 

_President Ralph Hoyer, Ohio Asso- 
ciation of Life Underwriters and Colum- 
bus general agent of John Hancock, an- 
nounced that the dinner speaker at the 
State association meeting in Toledo, 
May 2-4, will be Governor Bricker of 
Ohio, who will speak over a national 
radio hook-up on the state and national 
Situation with respect to life insurance. 
_Afternoon speakers were John O. 
Todd, H. S. Vail & Sons, Chicago, on 
“Simplified Programming,” and Mr. 
Zimmerman. John C. Sebastian, presi- 
dent of the host association, presided at 
the meeting and the program was ar- 
ranged by Lee B. Scheuer, Cincinnati 
general agent, State Mutual. 





Fischer Lists Qualities 
Of Ideal Life Salesman 


Chester O. Fischer, vice-president Mas- 
sachusetts Mutual, addressing the sales 
congress in Cincinnati March 21 on the 
supersalesman, said he prefers to call 
such persons master life underwriters 
and he likes to think of them as qualify- 
ing for that designation on six counts: 
Strong character, pleasing personal traits, 
being a willing worker, skilled workman 
and one who lives close to his policy- 
holders and renders them a continuing 
service. A man of vision, a realist and 


a good citizen. 





F, A. NICHOLSON 


Manufactures Life announces appoint- 
ment of KF. <A. Nicholson, formerly 
branch manager at Winnipeg, to the 
position of inspector, Canadian division. 
He joined Manufacturers Life field force 
in 1927 in the New Brunswick organiza- 
tion, later becoming inspector and sub- 
sequently branch manager at Saint John 
in 1931. In 1932 he was appointed 
branch manager at Seattle, and worked 
in that capacity until he was appointed 
branch manager at Winnipeg in 1936. 


DALZELL AND CLARK SPEAK 





Officers of John Hancock Address Life 
Association and Managers Club 
In Los Angeles 

Arthur H. Dalzell, 
director, and Paul F. Clark, vice-presi- 
dent, John Hancock, addressed the Life 
Underwriters Association and the Life 
Managers Club of Los Angeles March 
19. At the association meeting Mr. 
Dalzell talked on the Social Security 
Act, saying that it will help life insur- 
ance salesmen. 

There are 22,000,000 persons paying 
for social security under the act and 
only 4% of them earn more than $3,000 
a year. Their income from the act 
would not be enough to maintain their 
present standard of living and the life 
agent, by selling them insurance on a 
similar basis would give them the neces- 
sary increase in monthly benefits to 
meet their needs. 

Mr. Clark’s talk was on indirect sell- 
ing. He said that one way to sell life 
insurance is by giving it a new suit, 
even if it is the same old policy. Let 
the prospect believe that he is buying 
his life insurance rather than that he 
is being sold a policy. People buy in- 
surance not so much on the idea of 
acquiring as on the idea of security. 
The same indirect method works for the 
new man selling one, twos and threes 
as for the man selling the big policies. 
The agent’s company statement gives 
many points on indirect selling. People 
sold on the indirect method think they 
have bought insurance instead of having 
been sold a policy. 

At the club meeting Mr. Dalzell’s 
topic was “Visual Selling.” He said only 
10% of the average men remember what 
they read, 20% remember what they 
hear, 30% what they see and 50% what 
they both hear and see. He also de- 
clared that 70% remember what they 
say and 90% what they do. He gave 
illustrations of visual selling, using 
charts and graphs prepared by his com- 
pany for training its men. 

Mr. Clark concluded the meeting with 
a short talk on the TNEC hearings in 
which he had participated as one of tlie 
members of ten life insurance com- 
mittees, 


assistant agency 

















POSTAL LIFE 


INSURANCE COMPANY 


OF NEW YORK, N. Y. 


Home Office: 511 Fifth Avenue 


351TH ANNUAL FINANCIAL STATEMENT 


ASSETS LIABILITIES 
Bonds .. . . «. $ 2,452,244.34 Policy Reserves (re 
Government, Municipal, quired by law) - $14,506,986.00 
Railroad a a“ ~ — a ee om 
curities in the Unite policy nefits payable 
States ‘aa Canada. on death claims, endow- 
ment maturities and an- 
Loans on Bond and a 
Policy Reserves Cov- 
Mortgage ee eho 2,224,270.39 ering Disability . . 23,709.00 
———, —oue Liens and other special benefits. 
ee Policy Claims in 
course of payment 53,447.00 
— . F 4 . 3,599,565.01 Amounts Payable to . 
2,450,000 of this eneficiaries who have 
amount represents the not yet completed proofs 
Home Office Building at of death. 
Ph Avenue, New Supplementary Con- 
— tracts ee ae 139,773.00 
, mounts set pte 
Policy Loans . . .  6,750,228.14 _ pay policy proceeds un- 
Fully secured by legal der installment contracts 
reserve. over a period of years. 
Premiums and Inter- 
Premiums Due and a eee, 202,518.61 
Deferred (Net) . 236,446.00 ‘pee ae 
: 3 Dividend Obligations. 174,851.35 
Oe Se Includes $150,603.48 ; 
during the 30-days grace Te bed an 
period, also balance of with the Company to 
installment premiums. the | credit of  Policy- 
olders. 
Miscellaneous Assets . 9,145.00 Miscellaneous Liabil- 
tiles . . ¢ « * 49,218.39 
Interest Accrued 52,640.53 Mortgage Loan Re- - 
ye serves 20,000.00 
Bond Reserve . . . 25,000.00 
Cash in Banks and Real Estate Reserve . 100,000.00 
Unassigned Surplus . 223,595.30 
Office eat 2 eee 294,559.24 Capital Stock . *. 100,000.00 
$15,619,098.65 $15,619,098.65 


December 31, 1939 


Insurance in Force $46,994,221 








POSTAL NATIONAL 


LIFE INSURANCE COMPANY 


llth ANNUAL FINANCIAL STATEMENT 


ASSETS 
Bonds a — 


Government, State, Muni- 
cipal, Railroad and other 
ublic securities in the 
Jnited States. 


Loans on Bond and 
Mortgage .... . 
Consisting of First Liens on 
Real Estate. 


Policy Loans ... . 


Premiums Due and De- 

ferred (Net) ... . 
Payments in the mails and 
permiums unpaid during the 
30-days grace period, also 
balance of installment pre- 
miums. 


Cash in Banks and Office 

Interest Accrued . . . 
On Bonds, Mortgages and 
other secured loans. 


Miscellaneous Assets . . 


NEW YORK, N. Y. 


December 31, 1939 


LIABILITIES 


Policy Reserves (required 

Or ee «tw et ce oe 
Fund guaranteeing the policy 
benefits payable on death 
claims, endowment maturities 
and annuities. 

Policy Reserves Covering 

OS eae ee 
and other special benefits. 
Policy Claims in course 

of payment ... . 

Supplementary Contracts 
Amounts set aside to pay 
policy proceeds under in- 
stallment contracts over a 
period of years. 

; Premiums and _ Interest 

Paid in Advance . . . 
38,063.17 Miscellaneous Liabilities . 
Unassigned 
6,404.19 Surplus . $ 85,843.48 
Capital Stock 150,000.00 


$600,923.42 


22,400.00 


101,126.69 


80,975.00 


167.00 
$850,059.47 


Insurance in Force $10,085,658 
BOTH COMPANIES UNDER SAME MANAGEMENT 
A. B. JorpAN, President 


M. J. Denda, 


Vice-Pres. 


George Kolodny, 
Sec’y & Act’y 


J. B. Wyckoff, 


Treas. 


Med. I 


Total Surplus Assets . . 235,843.48 
$850,059.47 


Arthur Geiringer, M.D., 


554,470.00 


7,346.00 


5,870.00 
19,512.00 


13,254.14 
13,763.85 


Dir. 
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Alumni of Bureau Management School Hold Third Seminar 








Seated, left to right: Alfred J. Johannsen, Northwestern Mutual; William H. Kee, 
William M. Rothaermel and Ralph E. Halstead, both Continental 
American; Kenneth C. Foster and Robert E. Wilkins, both Prudential. 


Mutual Life; 


Standing: 


C. J. Caspar, Jr., M. R. Mabee and Harris L. Wofford, all Prudential. 


Training Made Continuous Process 


Under Home Life Plan, Says J. H. Evans 


“Training and direction should be 
practically synonymous,” said John H. 
Evans, assistant superintendent of agen- 
cies of Home Life, in his discussion 
before general agents and managers at 
tending the Seminar of the Alumni Asso 
ciation. “Training contin 
uous process, and should not be confined 
to a one week, two weeks, or one 
month’s training course, after which the 
new man is on his own. In too many 
instances, new men, after such a train- 
ing period, wherein they are filled up 
with technicalities of life insurance, such 
as rates, policies, reserves, etc., start out 
in the field with fear and trembling, be- 
cause they are conscious, not so much 
of what they know, but of what they 
do not know about life insurance. Con- 
sequently, they are apt to call on their 
poorer prospects, because they don’t want 
to “spoil” the good ones, and as a result, 
they do not get immediate production.” 

Home Life’s method, as Mr. Evans 


should be a 


pointed out, is to arouse the new man’s 
enthusiasm all through his preliminary 


Hartenberg, United Life & Accident. 


ey 
" 


training period to the point where he 
will be eager to get into the field and 
to call on his best contacts. This is 
developed by leaving out all discussions 
of a technical nature as much as possible 
until the new man has brought back to 
his agency a picture of the problems 
and the policies of his contacts. At that 
time, his general agent, or supervisor 
teaches the fundamentals by the case 
method. As case after case is developed, 
the new man gradualy learns his funda- 
mentals, and how they apply to particu- 
lar problems. This method of instruc- 
tion can be used only in conection with 
intensive joint field work with the 
trainer. Mr. Evans described the min- 
imum schedule that men, using Planned 
Estates must maintain, in order to pro- 
duce the amount of life insurance that 
in most cases is needed to balance their 
budgets. He pointed out that unless 
these men can maintain this schedule, 
that it will be only a matter of time 
before they must leave the business 
through financial necessity. 








af 
" 





Seated, left to right: R. A. Maier and Stanley M. Weiland, both Aetna Life; Max 
Hancel and Murray April, both Continental American; L. D. Benson and I. L. 
Standing: Frank Swartz, United Life; Joseph 
V. Davis and Arthur M. Spalding, both Equitable Society. 
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Ella Barnett 


Seated around table, left to right: Alfred G. Correll, William B. Wagner, Wheeler 

King and Clive I. Thompson, all New England Mutual; Rowland Lomer, Aetna 

Life; Channing Davis, Canada Life, and Charles Collins, New England Mutual, 
in right foreground. 


Early Lapse Traced to Original Sale; 
Program Described by E. C. Kelly 


Supplementing his remarks with stere- 
opticon slides and posters, E. C. Kelly, 
Jr., assistant superintendent of agencies 
for Home Life of New York, described 
the company’s “Quality Program” of 
operation, and its results, to the Agency 
Management School Alumni of the Life 
Insurance Sales Research Bureau who 
attended the Spring Seminar held at 
the Pennsylvania Hotel Tuesday. He 
pointed out that four years ago Home 
Life concluded that a new approach must 
be made toward solving the conserva- 
tion problem. He said that exclusive 
concentration on reinstatement as a cure 
for poor persistency was tackling the 
problem from the wrong end in Home 
Life’s opinion and that their “Quality 
Program” was designed to make under- 
writers appreciate the fact that lapses 
in the first and second year can be 
traced to the original sale. Until that 
was done, he said, the company felt 
that no permanent cure for the lapse 
problem was possible. 

\fter four years, Home Life’s “Quality 






Program” had, among other things, pro- 
duced the lowest lapse rate for first 
and second year business in the com- 
pany’s history—12.8%. The average 
policy sale for two successive years— 
1937 and 1938—had been the highest in 
\merican life insurance and had further 
increased in 1939. Sales of $1,000. poli- 
cies decreased from 34.4% of total vol- 
ume to 22.6%. Quarterly premiums had 
been reduced from 38% to 28%. In 
addition, the effect of quality concentra- 
tion had influenced prospecting to. the 
extent that there was a 35% increase 
in sales to applicants in the higher in- 
come brackets—buyers who are earning 
in excess of $3,000 annually. 

Most of the credit for the successful 
application of a “Quality Program,” said 
Mr. Kelly, was the universal use and 
acceptance of rating charts by the sales 
force. The rating chart was developed 
after an intensive study of lapses was 
conducted and various factors were 
evolved that proved most common to 

(Continued on Next Page) 









Ella Barnett 


Seated, left to right: Ray Thorne, Charles F. Suter, Herbert Marshall, Jr., and 
William McCombs, all Berkshire Life; Samuel Mooers, Acacia Mutual, and L. A. 


Mack, Weekly Underwriter. 
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Wm. P. Worthington 


(Continued from Page 4) 


for unqualified men to enter the life 
insurance business. 

Recalling the incident uncovered by 
the Life Insurance Sales Research Bu- 
reau a few years ago of the man who, 
posing as a prospective agent, had been 
offered a sales contract in New York 
City within fifteen minutes after he had 
entered a general agent’s office for the 
first time, Mr. Worthington stressed the 
emphasis that Home Life was placing on 
selection in its recruiting. Surveys con- 
ducted among Home Life agencies over 
a six-month period divulged the fact that 
general agents who got the best results 
from new organization, were interview- 
ing from fifteen to twenty-five men be- 
fore selecting the man they wanted. 
He said that a general agent should 
have from fifteen to twenty men avail- 
able for the opening that he wants to 
fill before attempting to select the man 
that he feels is best qualified. 

In enlarging on the subject of planned 
recruiting, Mr. Worthington urged man- 
agers and general agents to chart a 
sound course. To do an intelligent job 
of recruiting, he suggested that a gen- 
eral agent answer two important ques- 
tions—Will he build an agency accord- 
ing to a definite sales pattern or plan of 
selling? If so, then recruiting must find 
men who will fit into that pattern. On 
the other hand, will the general agent 
attempt to vary his plan of selling to fit 
the type of men he can attract? Mr. 
Worthington pointed out that Home Life 
had not found it nearly so important to 
determine whether to hire young men, 
old men, or middle-aged men. The more 
proper emphasis, he said, is to have the 
general agent determine the type of man 
that he can handle most effectively, and 
then locate that man. 

As to methods of finding the right 
man, Mr. Worthington recommended the 
application of any successful prospecting 
plan as used by a salesman who success- 
fully locates prospects for life insurance. 
Any successful prospecting idea is usu- 
ally one of doing something about get- 
ting prospects, not spasmodically, but 
consistently day after day. 

“The next step in planned recruiting,” 
said Mr. Worthington, “is to present a 
story of the opportunities in life insur- 
ance selling in such a way as to attract 
the man the general agent wants. A 
strong, well-organized story of the op- 
portunities in the life insurance business 
will interest a sufficient number of men 
which will enable the general agent to 
select the man he wants. A weak pres- 
entation of the business attracts only 
weak men. In order to strengthen its 
presentation of the opportunities in life 
insurance selling, Home Life has ap- 
proached it from the angle of describing 
the qualities in a man who will be at- 
tracted by the opportunities in life in- 
surance selling. To be a successful life 
underwriter, a man must possess certain 
qualities, and to the man who has those 
qualities, the business will be most at- 
tractive. By describing the business of 
life Insurance selling in terms of the 
qualities you seek in the men you want, 
we believe that you need at least three 
interviews with the prospective agent 
before you make a decision. Moreover, 
if you are to have the opportunity of a 
second and third interview with the man 
you want, you must impress him suf- 
ficiently on the first interview to make 
him want to return for the second.” 

Mr. Worthington stressed particularly 
the Home Life’s experience with the ap- 
titude tests of the Life Insurance Sales 
Research Bureau. The results to date 
have been interesting, and have encour- 
aged the company and the general 
agents to continue their application in 
recruiting. Home Life uses a rating 
form which is completed by the general 
agent on every prospective applicant for 
an agent’s contract and both the general 
agent and the home office measure the 
man’s chances for success before the 
contract is issued. 

So consistently has Home Life empha- 


sized the need of selection in recruiting 
that over the past thirteen years the 
company now has less than half the 
number of contracts in force and yet is 
producing not only as much business but 
more with its selected sales personnel. 
Mr. Worthington observed that that fea- 
ture in the record was not particularly 
astounding, but it did mean that current 
producers are making twice as much 
money on the average than the man who 
was under contract thirteen years ago. 





Early Lapse 


(Continued from Page 14) 


business lapsing within its -first two 
vears. Here again, the Life Insurance 
Sales Research Bureau furnished col- 


laborative evidence from its own studies 
of lapses, and it was from these studies 
that the factors were drawn that permit 
the chart to measure accurately the per- 
sistency of business. The chart itself, 
when completed by the salesman, visual- 
izes the importance of all factors that 
contribute to persistency. So popular 
has the quality rating chart become, 
that in a recent three-months’ study, 
94% of all cases submitted had rating 
charts attached to the application. This 
continued support and attention given 
to the selection of business by the un- 
derwriter can be undeniably traced to 
the fact that a “Quality Program” pro- 
duces for underwriters and_ general 
agents like increased new production, 
reduced expenses and improved persist- 
ency—the three factors which control 
profits. 


MANAGER FOR WISCONSIN 
The Business Men’s Assurance Co. of 
Kansas City has appointed G. A. Dichl 
of Milwaukee as its new manager for 
Wisconsin. Mr. Diehl is a native of 
Wisconsin; has been associated with the 
company since March, 1937, and has 

ranked among its leading producers. 


State Mutual Life 
Had Gain in Assets 


PRESIDENT BULLOCK’S REVIEW 





Tells Policyholders in Report Life In- 
surance Combines Idealism 
and Realism 





The State Mutual Life of Worcester 
issues an interesting, humanized pam- 
phlet report to its policyholders, that 
covering last year’s business showing 
the company had new paid-for life in- 
surance in 1939 of $31,916,808, of which 
63% of the policies were on the life, 
whole or limited plan including family 
income. The company reported total 
life insurance in force at the end of the 
year of $597,899,349. 

The State Mutual paid out last year 
to policyholders or their beneficiaries 
$14,203,280. The company comments that 
there is a constantly growing amount of 
payment of claims by deferred settle- 
ments. Of the death claims last year, 
53.74% of the total funds was left with 
the company under one or more options 
for deferred settlements, the largest per- 
centage in any one year so far. More 
than half was left at the voluntary 
option and request of beneficiaries. The 
company holds for payment under these 
deferred settlement agreements a total 
of $15,242,675. 

The State Mutual’s investments of 
approximately $30,000,000 last year were 
made at an average rate of 3.18% inter- 
est return. Of the new investments in 
securities last year approximately 25% 
were in government bonds, another 25% 
in mortgage loans and a little over 28% 
in public utility bonds. Mortgages on 
real estate are still the largest classified 
item among investments and constitute 
18.3% of total assets. The assets of the 
company increased last year by nearly 
$9,000,000 and reached a total of $191,- 
209,380. 


Riehle Catches Big Sailfish 








Theodore M. Riehle, general agent 
Equitable Life Assurance Society, 225 
West 34th Street, New York City, and 
former president of the National Asso- 


‘ciation of Life Underwriters, had an un- 


usually successful fishing experience in 








Chandler Bullock, president of the 
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Florida on a recent trip there. Angling 


in an inlet about fifty miles north of 
Palm Beach he caught nine sailfish, the 
largest being seven feet, eleven inches, 
which he is now having mounted. He 
made the fishing trip in the “Cadet” the 
captain of which is Herb Shoenberg. 





IN BROOKLYN 





Alfred G. Correll Agency 


New England Mutual Life 
Insurance Company 


16 Court St. TRiangle 5-9651 


WE qualify to AID YOU 
in solving YOUR 
PROSPECT’S PROBLEMS. 











State Mutual Life, in the painphlet re- 
port to policyholders has the following 
to say concerning life insurance in gen- 
eral at the present time: 

“Life insurance has never promised 
beyond its ability to perform. That 
fact stands out particularly after these 
last few years. The people have listened 
to many promises from other prominent 
sources, promises many of which have 
not been fulfilled—where performance 
has failed, and sometimes failed quite 
utterly. Both here and abroad, people 
have hopefully heard promises about 
this and that from those seeking office, 
from those in high office, from political 
platforms, from governments. They have 
now noted that some of these promises 
have been forgotten and other promises 
have proved impossible of accomplish- 
ment—however well intentioned. 

“There has been, however, no public 
disappointment in the promises of life 
insurance. The institution of life in- 
surance has ‘carried through’ to the very 
letter of its words. The reserves be- 
hind its contracts have proved fully 
adequate and are not subject to the 
atmospheric pressure of party politics. 

“There is certain to be a slow but 
sure fading out of the picture of certain 
erandiose but unworkable schemes for 
substantial pensions proposed in differ- 
ent states to be paid out of the public 
purse, a purse ultimately and absolutely 
inevitably held down by debt and taxa- 
tion limits. Thus the public is realizing 
more than ever before that in life in- 
surance obtained by individual thrift 
there is a definitely realizable security, 
a security they can be so certain or 
from no other source, 

“Political parties and governments 
may announce idealistic and noble ob- 
jectives—but the ways, the means and 
methods, which are all important and 
vital to any attainment, are often in- 
herently beyond any governmental capa- 
city anywhere in the world. 

“The glory of life insurance is that 
it is an unsurpassed combination of 
idealism and realism. Our promissory 
contracts present a practical idealism in 
security and protection, a practical way 
of ‘sharing one another’s burdens.’ And 
the public is now sensing the fact that 
practicability is necessarily lacking in 
many other so-called ameliorating social 
programs put forward in some other 
quarters. 

“Therefore, we believe that as time— 
time the sole tester of all human pro- 
posals—rolls onward, the future progress 
of the institution of life insurance by 
companies such as ours would seem to 
be firmly assured.” 
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IDEAS that CLICK | 
By Paul Troth 


No two agents sell insurance in exactly 
the same way, which also applies to the 
way they get prospects. What they sell 
and how they sell it is principally an idea. 
Some ideas which have proved successful, 
and which are now being employed, will 
be offered readers of The Eastern Under- 


writer in this column from time to time. 
No. 130 


starts 





Closing with the approach. 
That’s an idea which was discussed by 
Warren H. Smith, general agent, North- 
western National Life, Cleveland, before 
a special meeting of the Buffalo Life 


Underwriters Association last week. 


Back there Ed Graham made me buy and to- 
day I reap the harvest Winter and Summer! 


Some of the ideas which Mr. Smith 
worked into his talk were these: 

Often an agent doesn’t prepare him- 
self properly for the close. He thinks 
out a good approach, he tells his story 
well, but he is not definite about the 
way he asks his prospect to buy. He 
doesn’t carry his preparation through 
to arrange for the medical examination, 
to get a signed application, to ask for 
the check. The close cannot be separ- 
ated from the approach. From approach 
to close the entire presentation depends 
on the prospect’s needs and desires. 
There is no solution to his problem of 
needs, no guarantee behind the realiza- 
tion of his desires, until the case is 
closed and life insurance is put in force. 

Mr. Smith uses a process something 
like this: He analyzes the prospect's 
problem and arrives at a solution. In 
most cases life insurance is the only 
solution. Then he gets his prospect to 
agree with him until the prospect wants 
to buy. 

The process, he says, produces satis- 
factory client relationship and means 
repeat business. He urged making the 
presentation “a discussion, not a mono- 
logue.” Here are some steps he gave in 
closing the sale: 

Ask the prospect to do something, 
such as compute his own rate. 

Give him an opportunity to make a 
decision on some minor point. 

Tell the prospect what he has to do 
and show him what life insurance will 
accomplish for him. 

Make it hard for him not to buy 
point out the necessity for buying 

Give him time to think. Ask pulling 
questions. Show him how he can start 
part of the plan at least. 

Remember that objections raised by 
the prospect are often closing signals, 
but stick to the process. If each step 
is logically taken, the prospect’s mind 
is prepared for the close. The system 
produces clients as well as sales. 





Palestine Has 5 Native 
Insurance Companies 


MIGDAL HAS BEEN EXPANDING 





Takes Over Reinsurance Contracts of 
Large Italian Company; Some Zion 
Directors Live in Western Europe 





In Palestine there are five domestic 
insurance companies. They are the Mig- 
dal, British & Overseas, Palestine Gen- 
eral, Hassneh and the Zion. Detailed 
information about these companies was 
printed by The Review of London in its 
March 8 issue. 

In 1938 the Migdal took over the Pal- 
estinian life business of the Anker and 
the Conau of Vienna as well as a consid- 
erable number of policies issued by other 
companies formerly working in Pales- 
tine; also the reinsurance contracts with 
the Assicurazioni Generali were can- 
celled and the reinsurances of both old 
and new business were transferred to 
Swiss and British offices. The shares 
in the company formerly held by the 
Assicurazioni Generali were taken over 
by a Swiss group—the chairman, in his 
address at the annual meeting, said tlie 
shares had been transferred to a Swiss 
“bank”—and the representatives of the 
Assicurazioni Generali retired from the 
board. Oscar Prentice, general manager 
of the Sea Insurance Co., and John 
Turvill of the Cornhill Insurance Co., 
are directors of the Migdal. 

Formerly the Palestine Lloyd 


The British & Overseas was formerly 
known as the Palestine Lloyd. It has a 
canital of £100,000, not all of which is 
paid up. 

The Palestine General largely 
life business, its net premiums in fire 
insurance having a considerable reduc- 
tion in 1937 and 1938. 

The Hassneh is the insurance com- 
pany of the co-operative movement and 
as such it has the helpful support and 
reinsurance protection of the Co-opera- 
tive Insurance Society of Manchester; 
in life of the Swiss Reinsurance Co. 

The Zion has eight directors, of whom 
five are located at Tel-Aviv and the 
others in London, Antwerp and Paris 


Culver Has 776 Weeks 


Record of Production 


does 








GEORGE A. CULVER 


Production every week for fifteen 
years—776 weeks—with an average case 
of nearly $5,000 is the record of George 
\. Culver, who represents New England 
Mutual in Wilmington, Del. His first 
premiums have never fallen below $500 
for eighty-six consecutive months, more 
than seven years. 


McDONALD DISTRICT MANAGER 


Jefferson Standard Life announces ap- 
pointment of Charles L. McDonald as 
district manager at Chattanooga. He 
has been with the company several years. 


Medical Men to Meet 
In Colorado Spring's 


DICKSON ARRANGING PROGRAM 





Some of Those to Speak Are Lanza, 
Pitler, Ungerleider, Tormey 
Schwarz and Flansburg 





The Medical Section of the American 
Life Convention will meet in Colorado 
Springs June 4, 5 and 6. Dr. Thomas H. 
program chairman. He is 
medical director for Minnesota Mutual. 

Among the men who have accepted 
invitations to appear on the program 
are: Dr. Anthony Joseph Lanza, assist- 
ant medical director, Metropolitan Life; 
Morris Pitler, statistician, research sec- 
tion, Mutual Life of New York; Daniel 
Harrington, Bureau of Mines, Wash- 
ington; Dr. Harry E. Ungerleider, Equi- 
table Society; Dr. Winchell McK. Craig, 
section on neuro-surgery, Mayo Clinic, 
Rochester, Minn., and associate profes- 
sor of neuro-surgery, University of Min- 
nesota Medical School; Dr. Albert Tor- 
mey, medical director, National Guard- 
ian Life; Dr. Berthold T. D. Schwarz, 
medical director, Bankers National Life; 
Dr. H. FE. Flansburg, medical director, 
Bankers Life of Nebraska. 


Dickson is 


PLAN ON QUEBEC TRIP 





Mutual Life’s Brooklyn Manager In- 

tent on Qualifying Men for 1940 
a Annual Convention 

William H. Kee, manager of Mutual 
Life in Brooklyn, feted all his prospec- 
tive and qualified national field club men 
at a luncheon March 22. The purpose 
was to place special efforts in opera- 
tion to qualify as many men as possible 
for Quebec, which is to be the scene 
of the company’s national convention 
for 1940. Mr. Kee outlined to his men 
three points necessary to reach their 
objective. 

“We must have the urge to attain our 
goal, more so than the desire. As no 
job is easy, we must face the facts and 
realize that a supreme effort must be 
made to attain success. Above every- 
thing else, we must be willine to pay 
the price for this attainment.” 

He then continued his suggestions by 
saying: “If necessary, lock yourself in 
your office so as not to be disturbed and 
decide on ideas and plans to present to 
your prospects. Get enthused about the 
idea and check yourself, as to whether 
you would buy it yourself.” Other speak- 
ers of the day were Morris Largeman, 
Stanley D. Bonner and Victor Duncan. 


BOOK ABOUT COLORED COMPANY 





James B. Mitchell Writes on Collapse 
of National Benefit Life of 
Washington 
The Graduate School for the Division 
of Social Sciences, which is part of the 
Howard University, a colored school in 
Washington, has published a book by 
James B. Mitchell. It is called “The 
Collapse of the National Benefit Life 
Insurance Co.,” described as a study in 

high finance among Negroes. 





BOSTON COUNCIL MEETS 


The first formal meeting of the new 
advisory council, Boston Life Underwrit- 
ers Association, met last month. The 
council is under direction of Fitzhugh 
Traylor, Equitable Society, who is first 
vice-president. At a luncheon thirty-one 
members gathered, twenty-six represent- 
ing that number of Greater Boston agen- 
cies, and these guests: President George 
Paul Smith, New York Life; Vice-Presi- 
dent Traylor, Second Vice - President 
Owen D. Murphy, John Hancock, and 
Basil S. Collins, assistant vice-president, 
Old Colony Trust Co., representing the 
New England Conference held this 
month, sponsored by the Boston associa- 
tion and the Boston Life Insurance & 
Trust Council. 





[... EMBLEM of a 


strong, enduring life in- 
surance company which 
for 73 years has adhered 
to principles of justice 


and friendliness. Well 
directed and soundly 
managed, the protection 
the Equitable of Iowa 
provides to policyhold- 
ers and their families is 


Outstanding by Any Standard 


of Comparison 


EQUITABLE 
LIFE 0/ 1OWA 


ROME OFFICE « DES MOINES 


New Home Office Building 
Soon for United L. & A. 


The United Life & Accident of Con- 


cord, N. H., will start work within the 
next few months on construction of a 
new home office building. The com- 


pany’s offices have been in temporary 
quarters near the State Capitol in Con- 
cord since the sale of its 24 S. Main St. 
property. The new home office, site 
soon to be announced, will be in the 
residential section of the town. 

















LIFE INSURANCE 
PURCHASED ON 


RENEWALS eouitasie sasis 


RENEWAL PURCHASE CoO. 
Room 4901 70 Pine St., New York 
Telephone WHitehall 4-315 








WOODWARD and FONDILLER, Inc. 


* Consulting Actuaries ° 


90 John Street, New York 
Telephone BArclay 7-3428 








HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


Omaha Kansas City 








Consulting Actuaries 


Woodward, Ryan, 
Sharp & Davis 


90 JOHN STREET, NEW YORK 
Telephone BEekman 3-5656 
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Chicago Congress Told 
About TNEC Hearings 


JOHN D. MOYNAHAN CHAIRMAN 


Zimmerman, Milton Sherman, Frank M. 
See, Ernest H. Wilkes, Leverett S. 
Lyon Among Speakers 





By George Applegren 

When TNEC makes its final report 
and recommendations it must consider 
the interests of 64,000,000 life policy- 
holdets, declared Vice-President Ernest 
H. Wilkes, Metropolitan Life, at the 
annual sales congress sponsored by the 
Chicago Association of Life Underwrit- 
ers March 15. Attendance of 1,150 was 
recorded. 

Chairman of the committee that ar- 
ranged the program was John D. Moy- 
nahan, manager West Suburban office, 
Metropolitan Life. He was assisted by 
Millard Bingham. Massachusetts Mu- 
tual; Gerard S. Brown, Penn Mutual; J. 
H. Sherman, W. A. Alexander & Co.; 
Earl M. Schwemm, Great-West Life; 
C. H. Shamberger, Connecticut General; 
John Walsh, Home of New York, and 
Harry T. Wright, Equitable Society. 


Newspaper Attitude 


Opening feature of the program was 
the premier showing of the Institute of 
Life Insurance film “American Portrait.” 
Then followed another picture showing 
Milton Cross, radio commentator, inter- 
viewing Holgar J. Johnson, president of 
the institute. 

President Mortimer L. Buckley, Ewing 
agency, Provident Mutual, reviewed the 
numerous meetings the association has 
scheduled for the next few weeks and 
then turned the congress over to the 
chairman of the morning, H. Kennedy 
Nickell, Connecticut General. 

Charles J. Zimmerman, president of 
the National Association, told of his 
appearance before the TNEC in Wash- 
ington and reviewed a number of in- 
stances where the daily newspapers have 
made a practice of giving scare head- 
lines to matters considered to be detri- 
mental to life insurance; to have toned 
down favorable facts, and to have given 
but small space to corrections of mis- 
statements which had been payed up.” 

Leverett S. Lyon, chief executive offi- 
cer, Chicago Association of Commerce, a 
former producing agent for Union Cen- 
tral, said that because the tendency of 
the times is to inject risks into business, 
business must prepare itself to meet 
critical emergencies. 


Closing Comes First 


_ Instead of being of use as the clincher 
in the sales presentation, “closing” comes 
in the beginning, at the time when the 
prospect permits the salesman to tell 
his story, declared Milton Sherman, 
Connecticut Mutual general agent at 
Buffalo. “Persistency brings the inter- 
view to a successful conclusion. A suc- 
cessful conclusion is possible only when 
steps have been properly built to make 
the stairs.” He said the two sources of 
income which every man is concerned 
about are earnings and investment. Both 
are but temporary and when they are 
lost they are lost prematurely. 

John D. Moynahan presided at the 
alternoon session. Frank M. See, gen- 
eral agent New England Mutual at St. 
Louis, talked on modern sales strategy, 
which he said comprises intimate under- 
standing and knowledge of the prospect’s 
likes and dislikes. Knowing these will 
be the means of selling more life insur- 
ance than keen knowledge of insurance, 
and high pressure salesmanship. 





7 MEETING IN HARRISBURG 

_ The Harrisburg Association of Life 
Underwriters met recently with 225 
Persons present. Membership Chairman 
William A. Arnold, II, reported on prog- 
ress of the 


C the membership campaign. 
seonwe W. Stewart, Pittsburgh, Penn 
Mutual, and P. B. Rice, Harrisburg, 


president of the Pennsylvania associa- 
tion, were the principal speakers. 


Marcotte and White Will 
Manage Bloomfield Office 


Robert L. Marcotte has been chosen 
general agent, and Robert E. White as- 
sistant general agent, by Bankers Na- 
tional Life at Bloomfield, N. J. Mr. 
Marcotte is a native of Vermont, who 
entered life insurance with the Home 
Life thirteen years ago and has been 
living in Bloomfield. Mr. White is a 
native of Bloomfield. Their agency is a 
new one for the company. It is in the 
Bloomfield Bank & Trust Co. Building. 


STUMB WITH OCCIDENTAL 

Frank A. Stumb has been appointed 
regional Group representative,. Occiden- 
tal Life of California, with headquarters 
in the Chicago branch office. A native 
of Nashville, he was a Group supervisor 
for Missouri State Life in 1928. In 
1929, he joined Continental Assurance, 
with whom he remained until January of 
this year. 





Union Mutual Assets Reached 
New High Mark Last Year 


The assets of the Union Mutual Life 
of Portland, Me., reached a new high 
by the close of last year at $22,764,654. 
Of these assets 61% is invested in the 
highest grade government, municipal and 
corporate bonds and only 3.8% repre- 
sents real estate owned. The company’s 
insurance in force gained substantially 
in 1939 and amounted to $77,316,828. New 
paid-for life insurance aggregated $9,- 
432,536, a gain of 20% over the previous 
year. 

The careful management of the com- 
pany is reflected in a constantly reduc- 
ing expense of operation. In the past 
five years operating expenses have been 
reduced 17%. Payments to policyholders 
in the same period totalled $12,408,363. 
In the Union Mutual’s ninety-three years 
of business it has paid to policyholders 
and beneficiaries the sum of $117,000,000. 





Connecticut General 


Life Insurance Company 
Hartford, Conn. 


During 1939 more than 73,000 persons secured life insurance and 


annuities from the Connecticut General. 


This new insurance totaled 


$139,923,621 and brought total insurance in force to $1,155,417,469. 


Payments to life policyholders, beneficiaries and annuitants exceeded 


21 million dollars. 


A large number of the contracts maturing were 


payable under settlement options providing income, a plan growing 


in popularity yearly. 


The underwriting experience of the Company for the year was favor- 


able. 
further strengthened. 


From underwriting gains, contingency funds and surplus were 
Assets of the Company in all classifications, 


particularly real estate, have been reduced to a very conservative 
valuation. The total of contingency funds, surplus and capital stock 
amounted at the end of the year to $14,428,687, a very comfortable 


margin of security for the policyholders. 


$265,319,404. 


Assets increased to 


Aggressive investment policies reduced bank balances to the lowest 
figure in several years. The largest volume of investments was made 


in bonds which now represent 54% of total assets. . 


All group lines have been active and the Company takes pride in the 
fact that it is issuing low cost protection to employees against loss of 


life, against 


accidental injury and sickness, hospital expenses and 


old age, and also the convenient Salary Allotment plan. 


The amended Social Security program in effect January 1, 1940, by 
emphasizing the need for life insurance, is expected to increase the 


demand for it. 


Benefits are payable only while there are dependent 


children or after age 65 and in any event represent only a basic layer of 
protection requiring amplification corresponding to individual needs. 





Assets 


Total income 


Life insurance 
Group life insurance 


Total premium income 


1939 RECORD 


Policy reserves and other liabilities 


Contingency funds, surplus and capital stock 


Premium Income 1939 


Accident insurance, including group 


$265,319,404 
250,890,717 
14,428,687 
54,757,358 


$ 30,394,724 
4,654,893 
2,901,200 

37,950,817 





Life insurance in force including group 


1,155,417,469 





ciaries in 1939 





Payments to policyholders and _ benefi- 


‘Total payments since organization 


23,205,009 
330,205,789 








State Presidents To 
Convene in Atlanta 


TWELVE SPEAKERS ANNOUNCED 





Douglas, Zimmerman, Rice, Luckey, 
Witherspoon, Otto, Colborn Among 
Those on the Program 
_ Astate presidents’ conference, present- 
ing a series of speakers and panels in 
discussions of state problems and func- 
tions will precede the midyear meeting 
of the National Association of Life Un- 
derwriters in Atlanta, according to O. D. 
Douglas, Lincoln National Life, San An- 
tonio, chairman of the committee on 
state and regional associations. The con- 
ference will be held at the Atlanta-Bilt- 
more Hotel April 4, preceding the mid- 

year meeting on the 5th and 6th. 

Twelve speakers, headed by National 
President Charles Zimmerman of 
Chicago, will introduce the topics slated 
to come before the meeting, said Mr. 
Douglas, who will lead the morning ses- 
sion with a talk on “Functions of a 
State Association. “Specific Objectives 
of the State Association” will constitute 
the general topic for the remainder of 
the morning. The other speakers are: 

P. B. Rice, Harrisburg, “Building New Asso- 
ciations”’; W. H. Andrews, Jr., Greensboro, 
“Increasing Membership in Established Associa- 
tions”; Edward A. Krueger, Indianapolis, “Pub- 
licity for State Association Activities”; Charles 
A. Macauley, Detroit, and Herbert A. Luckey, 
Indianapolis, “Legislation”; Howard C. Law- 
rence, Newark, “Education of the Life Under- 
writer”; Jess W. Moore, Springfield, Mo., “Edu- 
cation of the Public’; Paul C. Otto, Iowa, 
“State and Regional Sales Congresses’; Earl 
F. Colborn, Rochester, “Financing the State 
Association”; Charles J. Zimmerman, Chicago, 
“Relations of State Associations to the National 
Association;” John A. Witherspoon, Nashville, 
“State-Wide Managers’ Conferences Under State 
Association Auspices.” 





Chicago Delegation 


Charles J. Zimmerman, Connecticut 
Mutual Life, national president, and 
Harry T. Wright, Equitable Life Assur- 
ance Society, national vice-president, 
will lead a contingent of some fifteen 
Chicago life underwriters to Atlanta for 
the mid-year meeting of the National 
Association of Life Underwriters April 
5 and 6. Included among those who have 
already made reservations for the meet- 
ing are L. Mortimer Buckley, C.L.U., 
Provident Mutual Life, president of the 
Chicago association; William M. Houze, 
John Hancock Mutual Life, vice-presi- 
dent of the Chicago association; Miss 
Joy M. Luidens, executive secretary, 
Philip B. Hobbs and Warren Woody, 
both of the Equitable Life Assurance 
Society; Charles B. Stumes, Stumes & 
Loeb agency, Penn Mutual Life; James 
H. Brennan, Fidelity Mutual Life; and 
Allan E. McKeough, Ohio National Life, 
vice-president of the Illinois State Asso- 
ciation. 





Riley and Whinery On 
Visit to Pacific Coast 


Alfred J. Riley, underwriting execu- 
tive, and Dr. Joseph F. Whinery, M.D., 
assistant medical director, Mutual Bene- 
fit, are visiting the West Coast agen- 
cies. While in Los Angeles Dr. Whin- 
ery and Mr. Riley were guests at a 
dinner given at the home of T. G. 
Murrell, general agent. 





WOMEN TO MEET HERE APRIL 9 
The next meeting of the New York 


League of Insurance Women will be 
held at the Women’s City Club on 
April 9. Stuart Monroe of the legal 


department of the Equitable Society will 
speak on taxes as they affect life insur- 
ance. 





GOING TO ATLANTIC CITY 
The Direct Mail Advertising Associa- 
tion has selected Atlantic City for the 
annual convention October 2, 3 and 4. 
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“SHADOW SYSTEM” IN REINSUR- 
ANCE SITUATION IN EUROPE 
An outstanding development of the 

reinsurance situation in 


present Europe 


is “the shadow which at the 
outbreak of the 


offices in 


system” 


present war enabled 


ceding belligerent countries 


immediately to draw upon another set 


of reinsurers for protection. Discuss- 


ing it The Review of London says: 

itself is admirable as it 
dislocation of business if 
the contingency prepared against never 
arises, while it minimizes losses if it 
does arise, as was demonstrated on the 
outbreak of the war. We are interested 
to learn that the system is now being 
developed in neutral countries where 
it is realized that circumstances may 
bring them, at least technically, into 
war relations with one or the other 
belligerent powers. Steps are, therefore, 
being taken to provide alternative covers, 


The idea in 
prevents any 


should that contingency arise. The sys- 
tem, which, of course, operates both 
ways, enables international reinsurance 


much as 
comes to 
up to each 


relations to 
they are, 


carry on very 
although when it 
new business it is, of course, 
national reinsurance system to state 
its case for a share of that business, 
and for the ceding office to judge which 
country it is safest to reinsure with. 

So far new treaty business is limited 
to a few additional lines under existing 
first surplus treaties or the possible offer 
of some second surplus treaties. With 
the experience of 1914-18 in mind no 
Government would willingly risk uncon- 
trolled inflation, yet war risk premiums, 
higher freight rates, etc., must inevitably 
raise prices in neutral countries, while 
stocks are also going up as a precaution- 
ary measure. The neutral companies 
undoubtedly need some more reinsur- 
ance, but whether they have enough 
business to fill second surplus treaties 
is another matter. If not, such second 
surplus treaties would become very un- 
balanced and, to our mind, risky to ac- 
cept, especially if no bordereaux were 
forthcoming. 


LIFE INSURANCE COULDN’T WANT 
BETTER TRIBUTE 
The life insurance business could not 


ask for a 
by Senator 
TNEC, 


Senate 


that given 
chairman of 
talk in the 
insurance 
that it 
committee to nationalize 


tribute than 
O’ Mahoney, 
when he 
about the 
which he again 
of the 
over the insurance 
During this talk he made the 
statement: 


I also want the 
every policyholder, 
agent and every 


finer 


made a 
study, in 
denied was the 
purpose 


or take business. 


following 


word to go forth to 
every life insurance 
executive of every life 
insurance company in the land that 
nothing has been done or projected 
by the committee which is in the slight- 
est degree hostile to the great business 


at the post office of New York City under the act 


of life insurance. Let me say that the 
weeks of study which have been given 
to the institution of life insurance seems 


to me to contribute a testimonial to the 
efficiency and ability with which the 
companies have been operated and 
managed 


RUNNING FOR 
UNITED STATES 
history of the 
men thrown their 
ring as candidates for 
United States. Each 
party has at least a dozen. One of them 
business man whose early training 
was in law. He Wendell L. Willkie, 
who became a national figure in fighting 
against Government encroachment in the 
field. The magazine 
tells his 


BUSINESS MAN 
PRESIDENT OF 
Probably never in the 
country have 


into the 


so many 
hats 
President of the 


is a 


Fortune, in 
and his 


utility 
its April issue, 
platform. 

Mr. Willkie 


Government in 


story 
believes that there is too 
much business; declares 
that the growing power of the Govern- 
ment has been abused; and he wants that 
While he is against Gov- 
monopoly he 


power limited. 


ernment also is against 


private monopoly. 





Samuel T. Chase, general agent emcri- 
tus of the Connecticut Mutual, Chicago, 
is visiting his daughter and her family 
in New York City. 

* * * 

Joseph F. Sharp, a director in Postal 

National and Postal Life, and a former 


Assistant United States Attorney, has 
become a partner in the law firm of 
Wise, Corlett & Canfield, 122 East 


Forty-Second Street, New York. 
* * * 


F. J. O'Neill, president of the Roval 
Indemnity, and William A. Earls of Cin- 
cinnati, president of the Ohio Associa- 
tion of Insurance Agents, will be speak- 
ers at the meeting of the Akron, O., Fire 
Underwriters Association on the evening 
of April 8. 

* * * 

Harlan S. Don Carlos, president of the 
Hartford College of Insurance, manager 
of the life, accident and group claim de- 
partment in the home office of the Trav- 


elers, was elected to the board of trus- 
tees of the Dime Savings Bank of Hart- 
ford. March 20. After attending Uni- 


versity of Denver, Dartmouth College. 
Leland Stanford Junior University and 
the School of Jurisprudence at Univer- 
sity of California, and acquiring the 
degrees of A.B. and J.D., Mr. Don Carlos 
was first employed with the Travelers 
Tuly 1, 1917. He was trained in the com- 
panv’s school for life, accident and group 
field assistants. He has held the respec- 
tive positions of adjuster, assistant chief 
adjuster, associate chief adjuster and 
manager of the life, accident and group 
claim department. He is a former presi- 
dent of the International Claim Associa- 
tion. 
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JOHN 


John R. Larus, vice-president and ac- 
tuary Phoenix Mutual Life, and an out- 
standing tournament bridge player, has 
been appointed chairman of the execu- 
tive committee in charge of the annual 
Southern New England Bridge Cham- 
pionships which will be played in July 
at the Hotel Mohican in New London 
under the auspices of the Hartford 
Bridge Club. 


R. LARUS 


— 

John W. Hopkins has been appointed 
manager of a new automobile insurance 
department opened by the Security Na- 
tional Fire. After being with the Amer- 
ican National in its mortgage loan and 
investment department he went to Hous- 
ton where he supervised the automobile 
department of a fire company, 

. & «© 

George D. Markham, senior partner 
in the general insurance agency of W. H. 
Markham & Co. of St. Louis on March 
20 received, in recognition of his twenty- 
nine years of service and record as 
chairman of the charities committee of 
the St. Louis Chamber of Commerce, a 
copy of a resolution unanimously adopted 
by the charities group of the chamber. 
After serving as chairman for the chari- 
ties committee from its formation in 


1911, Mr. Markham resigned from that 
post at the end of 1939, 
* * * 


Frank M. See, general agent at St. 
Louis for the New England Mutual Life, 
is one of the six newly elected members 
of the Missouri Athletic Club’s board 
of governors. 

* * * 

Dr. Kurt Schmitt, general manager 
of the Munich Reinsurance Co., and 
Hans Goebbels, general manager of the 
Provinzial Feuer und Leben of Dussel- 
dorf, are deputy chairmen of the new 
Reich Insurance Committee appointed 
under the new German government in- 
surance control system. 


H. Jordon ame dly manager of the Em- 
ployers’ Group for the middle depart- 
ment, with headquarters in Philadelphia, 
finished his winter vacation in Los An- 
geles last week. Accompanied by his 
daughter Mary, Mr. Dooley went to the 
West Coast via the Panama Canal. They 
left Los Angeles via air line for home. 

* * * 


Heber J. Grant, 80-year-old president 
of the Mormon Church, who is also head 
of two insurance companies, one of 
which is the Utah Home Fire, was re- 
cently given a physical checkup in St. 
Vincent’s Hospital, Los Angeles. It 
showed that he is in fine physical con- 
dition. 


JOSEPH T. GOELLER 


Joseph T. Goeller, New York secre- 
tary of the London & Lancashire, who 
has been ill since the middle of Janu- 


ary, is convalescing and will probably 

be back at his desk in middle of May. 
* * * 

Joseph M. Byrne, Jr., well known in- 

surance agent of Newark, N. | & has 

been reappointed for a six-year term on 


the Port of New York Authority. The 
appointment was made by Governor 
Moore of New Jersey. 

+ * + 


Harry E. Newell of Bloomfield, | 
ssistant chief engineer of the National 
Roard of Fire Underwriters and also 
mayor of Bloomfield, last week filed 
petitions for renomination in the Repub- 


lican primaries. He was first elected 
in 1934 and is now serving his third 
term. 

* * * 


Dr. J. Raymond Schutz, president of 
the Standard Life of Indiana and for- 
mer president of Manchester College, 
will be one of the class reunion speakers 


for the diamond jubilee of the Scottish 
Rite m Indianapolis the first week in 
April. 


i oe 
A. L. Womersley, who was an inspec- 


tor in West End branch of the York- 
shire when he joined the Royal Air 
Force as an acting flight lieutenant, has 


been awarded the Distinguished Flying 
Cross. 
* * * 

William B. Rearden, executive vice- 
president, Firemen’s of Newark, has been 
re-elected to  vice-presidency of the 
Newark Safety Council, one of the most 
active local units in accident preven- 
tion work in the country. David A. Pat- 
ton is its re-elected president and Fred 
M. Rosseland its secretary-manager. 

e & & 


H. R. Bassford, chief actuary Metro- 
politan Life, is celebrating his twenty- 
fifth anniversary with that company. 
Chairman F. H. Ecker of the Metropoli- 
tan Life presented him with his quarter 


century service pin on Monday of this 
week. 
* ss 
Harry Cohen, “fire biographer,” cele- 


brated his forty-fifth anniversary with 
the Cincinnati Underwriters Salvage 
Corps March 18. He started to work 
for the salvage corps when he was 14 
years old, as night watchman, brass pol- 
isher and groom for the horses kept by 
the corps in those days. Three years 
ago he was made assistant secretary. 
For a number of years he has been 
editor of the corps’ weekly bulletin. 
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The New Indiana Commissioner 
Frank J. Viehmann, the new Insur- 
ance Commissioner of Indiana, has had 


considerable experience in the insurance 
business. He was born in Indianapolis 
and was graduated from the 12th Ward 
School and attended Emmerich Manual 
Training High School. He em- 
ployed by the German Fire of Indiana 
until 1912; then went with the Fletcher 
He was affil- 


was 


Trust Co. for five years. 
iated with the Lorenz Schmidt & Sons 
agency when the United States entered 
the World War enlisted in the 
Army, serving in the headquarter corps 
at Camp Mills. After the war he re- 
turned to the Schmidt agency 
June, 1927, purchased the assets of the 
firm of F. J. 


and 


and in 


agency and formed the 
Viehmann Co., insurance and real estate 
agency. 

Conmmnissioner Viehmann is a member 
of the Indianapolis Real Estate Board, 
serving as chairman if its real estate 
aj/praisement committee for three years, 
treasurer lor one year, and a director 
for three years. He is fee appraiser 
for the Home Owner’s Loan Corpora- 
tion, a member of the Emerson Post of 
the American Legion, Knights of 
Columbus and Hoosier Athletic Club. 
Married, he has two children: Mary 
Jane, a freshman at Butler University, 
and Frank, Jr., a freshman at Cathedral. 

* * cd 


Hartford College of Insurance Ad- 
mission and Degree Requirements 
News that the Hartford Colleges of 

Law and Insurance have obtained option 

on property in that city which, if exer- 

cised, will give those institutions a home 
in keeping with the importance of the 
institutions has been received with con- 
siderable satisfaction in the business. 

The Hartford College of Law was 

founded in 1921 and chartered in 1925. 

The Hartford College of Insurance was 

founded and chartered in 1939. The 

latter is giving two courses of instruc- 
tion — the insurance administration 
course, and, in co-operation with the 
faculty of the Hartford College of Law. 
the insurance law course. The growing 
interest being taken in these two schools, 

Present cramped quarters, and future 

expansion are what make it necessary to 

find a new home. 

A number of inquiries have been re- 
ceived by the writer as to standards of 
student selection and admission to Hart- 
ford College of Insurance; and the 
requirements for degrees. 

Standards of selection and admission 
of students is as follows: 

Applicants for admission must be at 
least 18 years old. All applicants are 
required to procure two letters of 
recommendation. These letters should 
give as fully as possible the facts of 
acquaintance with the applicant and 


State in detail the writer’s estimate of 














his character and general ability. Let- 
ters should be forwarded directly to the 
college and not delivered to the appli- 
cant. 

The Faculty of the College expressly 
reserves the right to reject any appli- 
cant without stating reasons. 

Because of the professional character 
of the work required and the graduate 
nature of the instruction provided, ap- 
plicants who have earned the Bachelor’s 
degree from an approved college or uni- 
versity will be given preference in ad- 
mission over non-graduates. Graduates 
of such colleges and universities will be 
admitted and registered as candidates 
for the degree, Bachelor of Science in 
Insurance Administration. An_ official 
transcript, containing the complete rec- 
ord of all subjects studied and grades 
received, must be forwarded direct to 
the college from the registrar of such 
approved college or university. 

Other applicants for admission who 
have attended an approved college or 
university for two full years and have 
completed one half the work there re- 
quired for a Bachelor’s degree, or have 
credit for sixty semester hours exclu- 
sive of military science, physical educa- 
tion and hygiene, or other subjects of 
similar nature, may be admitted and 
registered as candidates for the degree 
Sachelor of Science in Insurance Ad- 
ministration. An official transcript, 
containing the complete record of all 
subjects studied and grades _ received, 
must be forwarded direct to the College 
from the Registrar of such approved 
college or university. The scholastic 
standing of the applicant must not be 
lower than the minimum required for 
yvraduation at such college or university. 

To a limited extent, other applicants 
not possessing the Bachelor’s degree, 
nor having previously attended college 
for two years, but who are employed 
by insurance companies, may be ad- 
mitted as special students, but will not 
be matriculated as candidates for de- 
grees. Such applicants should be of 
mature age, possess exceptional ability, 
and be highly recommended by _ their 
companies. 

Requirements for degrees are de- 
scribed as follows by the college: 

“In view of the legislative supervision 
of degree-granting institutions in Con- 
necticut the power of awarding degrees, 
under the charter of Hartford College 
of Insurance, cannot be exercised until 
the curriculum and character of the 
work of the college shall have been 
approved by the Connecticut State 
Soard of Education. Pending the qual- 
ifving period thus made necessary to 
permit the board to examine the college, 
degrees will not be awarded. By virtue 
of the provisions of the charter granted 
The Hartford College of Law, a similar 
control over the awarding of law de- 
erees is vested in the Connecticut State 
bar examining committee. The law col- 
lece was approved in September, 1933, 
and has since been awarding law de- 
erees to candidates qualifying for such 
deerees. 

“Subject to the foregoing, candidates 


for the degree, Bachelor of Science in 
Insurance Administration must attend 
classes for six terms of eighteen weeks 
each, a total of nine hundred class- 
room hours in residence at the college. 
The class work offered must be com- 
pleted at a minimum scholastic average 
of C grade. In addition each candidate 
must submit a thesis, acceptable for 
publication, indicating an ability to do 
independent and original research and 
thinking upon some problem in insur- 
ance. The research must be done under 
the supervision of committees composed 
of faculty and advisory board or board 
of trustee members, which committees 
are charged with the duty of approving 
the selections of the subjects of theses 
and the quality of the research and 
writing done by each candidate, before 
recommending such candidates for the 
degree aforementioned. Expressed in 
term credit hours and credit points, the 
requirements for the degree Bachelor 
of Science in Insurance Administration 
are fifty credit hours and one hundred 
credit points, of which total two credit 
hours and four credit points must be in 
the form of a thesis. As previously 
stated, only those applicants who have 
completed successfully, before admission 
to the college, one half the work re- 
quired for a bachelor’s degree at an 
approved college or university, are eligi- 
ble to become candidates for the degree 

Sachelor of Science in Insurance Ad- 
ministration. 

“Successful completion of the curricu- 
lum in Insurance Administration at a 
minimum scolastic average of C grade, 
will entitle a special student to the cer- 
tificate Associate in Insurance Admin- 
istration. 

“Successful completion of the curricu- 
lum in Insurance-Law leads to the de- 
gree Bachelor of Laws, under such 
regulations the Faculty of the Hartford 
College of Law have prescribed for that 
degree. 

“Students enrolled in the Insurance- 
Law Course may also qualify for the 
degree Bachelor of Science in Insurance 
Administration, by meeting the require- 
ments hereinbefore described. Ex- 
pressed in term credits and credit points 
the requirement for the two degrees 
awarded candidates enrolled in the In- 
surance-Law Course are 114 term credit 
hours and 228 credit points. 

* * * 


New British Aviation Chairman 


In succession to the late Herbert 
Lewis, the directors of the British Avia- 
tion Insurance Co., have elected W. W. 
Otter-Barry, deputy-chairman, to be 
chairman, and J. Dyer Simpson to be 
deputy-chairman. A. J. Makins has been 
appointed a director. 

C. H. Falloon, general manager of the 
Atlas, has been appointed chairman of 
the Trade Indemnity Co., in succession 
to the late Mr. Lewis, and A. J. Makins 
has been appointed a director. 

* * x 


To Run Insurance Articles 
Liberty Magazine is preparing a num- 
ber of articles on insurance topics. 
* * * 


Moley Articles on TNEC 


The Saturday Evening Post has begun 
a series of articles on The Temporary 
National Economic Committee with Ray- 
mond Moley doing the authorship. For- 
merly a junior cabinet officer under 
Franklin D. Roosevelt, Mr. Moley was 
one of his closest advisers but finally 
left Washington at outs with his chief 
and the New Deal. He immediately be- 
came a severe critic of the Washington 
regime and is now editor of Vincent 
Astor’s magazine, News Week. 

The articles will include comments on 
the insurance investigation. The initial 
article is largely a discussion of per- 
sonalities in SEC and the personality 
of Senator O'Mahoney, chairman of the 
committee. In it are discussed Gerhard 
Gesell, chief examiner, SEC insurance 
study; Ernest J. Howe, SEC chief finan- 
cial adviser; Leon Henderson, commis- 
sioner SEC; Jerome Frank, SEC chair- 
man, and others. 

Particular stress is given to the volu- 








FRANK J. VIEHMANN 


minous record of testimony before TNEC 
and satirical comments on “neglected 
testimony” about other angles in Wash- 
ington. 

The Monopoly Committee has _ heid 
more than 150 public hearings. Its rec- 
ord when completed will consist of eighty 
volumes. Moley says: “It has handed 
out hundreds of releases to the press. 
Its job is supposed to be in part the 
education of the public. But it stopped 
being front page news three days after 
its public hearings began. 

“The reports tucked away in the back 
pages thereafter were so spasmodic, so 
incomplete that less than a relative hand- 
ful of the 64,000,000 American insurance 
policyholders have the slightest idea what 
the investigation may portend for their 
companies. The proportion of savings 
bank depositors who realize what is at 
stake is probably even smaller. As for 
business men summoned to testify before 
the Monopoly Committee they know 
what has happened to them as indi- 
viduals, but that is about all. Not even 
all the people working in Washington 
have read enough of the record to get 
the drift.” 

But Moley says that the current in- 
vestigation 1s not a firecracker. it is a 
time bomb which may explode in the 
critical months that lie ahead with a 
bang as big as anything that has hap- 
pened in the first seven years of Roose- 
velt’s administration, he says. “If and 
when. it does, it may injure those who 
are investigated or those who are in- 
vestigating. No one can predict which.” 

In concluding his first article Mr. 
Moley again reverts to the size of the 
record. He thinks it is now obscured 
by its very size. “Probably less than 
half a hundred Americans will ever read 
it all,” he says. “But that enables those 
who want to ‘prove’ a thesis to take from 
it what they need—not only for speeches 
in the 1940 campaign but for articles, 
books, speeches and laws for years to 
come. For a generation economic witch 
doctors will mine half-facts from the 
record in an attempt to justify policies 
that affect, directly, not only every sav- 
ings bank depositor and every insurance 
policyholder, but every man and woman 
engaged in private industry. The official 
report may take what turn it will. But 
the mountain of testimony will remain 
—seemingly authoritative and complete. 
More, it is reported by responsible com- 
mentators in Washington that, though 
the writing of the report will go over 
until after the 1940 election, some of the 
executive agencies plan to submit their 
own reports with recommendations for 
legislation, and that such reports are 
likely to furnish campaign issues.” 

Of O'Mahoney this statement is made 
by Moley: “Witnesses emerge from the 
hearings convinced that O’Mahoney has 
the inquiry in hand. The picture of 
O’Mahoney, so palpably earnest, so ob- 
viously sincere, blacks out the picture 
of Henderson, Arnold and the others 
toiling upward in the night.” 
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“Middleman, RightNow,” 
New Slogan for Agents 


BENNETT URGES MORE ACTION 





Cites Problems of Prod s and Warns 
Of Dangers of Delay in Reaching 
Final Solutions 

If local agents are to defend success- 
fully their place in the American eco- 
nomic scheme it is necessary that all of 
them now awake to an appreciation of 
existing threats and act without delay, 
in the opinion of General Counsel Wal- 
ter H. Bennett of the National Asso- 
ciation of Insurance Agents. When ad- 
dressing yesterday the annual conven- 
tion of the Louisiana Insurance Society 
at Shreveport he declared that drifting 
must end, for to act a year from now 
may be too late. It seems highly im- 
portant, he said, for all insurance inter- 
ests operating under the profit motive 
to coordinate their thinking, planning 
and efforts if any appreciable measure 
of progress is to be obtained in com- 
batting attacks. 

Taking as the theme of his talk “Mid- 
dleman, Right Now” Mr. Bennett cited 
a rather long list of hazards facing the 
local agent. He mentioned specifically 
Federal Government proposals, branch 
offices, reduction of agents’ commissions, 
invasion of the insurance company field 
by investment trusts, automobile finance 
proposals, compulsory automobile insur- 
ance, attacks on resident agent’s laws 
and general attacks on all businesses op- 
erating under the profit sy stem. 

Right now also, he said, “is the time 
to push for an advanced educational 
front for the agency force, field men 
efficiency and office personnel, ” and he 
mentioned what the National Associa- 
tion is doing to promote its program for 
greatly increased insurance educational 
facilities throughout the country. This 
in order “that in a few years the prop- 
erty owners and business men of Amer- 
ica will find it to their material advan- 
tage to do business only with those who 
are worthy and well qualified.” 

Automobile Finance 


Speaking of present attempts to reach 
a large block of automobile insurance 
now controlled by finance companies Mr. 
Bennett said “this plan finds the agents 
in the front line trenches subject to first 
fire,” meaning another reduction in com- 
pensation. 


On the subject of investment trusts 
Mr. Bennett said: 


“During the last two decades a new 
form of financial operation has grown 
to enormous magnitude in the nature of 
investment trusts. This means the cor- 
ralling of enormous capital assets for 
the carrying on of a profitable invest- 
ment in the buying and selling of se- 
curities. It was not long before these 
financiers discovered that the resources 
of insurance companies had some re- 
semblance to the investment trust idea, 
since which time there has been a well- 
recognized invasion of insurance by these 
interests. 

“Right now there are forces at work, 
both seen and unseen, boldly attacking 
and undermining the agency system 
with the implied, if not actual declara- 








tion of an economic waste. Citing large 
premium units as the basis for the 
charge, it is declared that on these, the 


agents are receiving remuneration in ex- 
cess of services rendered. The tremend- 
ous volume in number of small premium 
units upon which an agent receives a 
compensation much below the value of 
the service rendered, is not taken into 
consideration. In other words, the law 











of averages is supposed not to apply 
here. 

“Right now tremendous volume 
of automobile insurance is being so 
crippled and hampered by powerful 
finance companies that it may soon be 
a thing of the past, so far as agents 
are concerned. These finance companies, 
having recently experienced some dif- 
ficulty in maintaining their large income 
from commissions on insurance pre- 
miums, are casting about to discover 
some new way of maintaining their un- 
righteous place in the insurance busi- 
ness. This has led to the formation or 
purchase by these finance companies of 
small insurance companies of their own. 
They thereby seek to become independ- 
ent of the orthodox and associated in- 
surance companies, by invading a busi- 
ness entirely foreign to that for which 
these finance companies were originally 
created. 

Business Not Intended for 
One-line Insurers 

“The National Association of Insur- 
ance Agents is formally on record as de- 
claring that the organization or opera- 
tion of any insurance company having 
as its object the insuring of one line of 
selected business, is inimical to the best 
interests of the insurance business. Ob- 
viously, an insurance company operating 
solely in the business of i insuring fianced 
automobiles, is distinctly carrying on one 
line of the insurance business only. The 
institution of insurance, created as it 
was for the protection of general prop- 
erty and business interests, was never 
intended to provide a money-making 
avenue for a group of financiers whose 
object is to insure one class of selected 
risks only. 

“Right now compulsory automobile in- 
surance laws are beginning to spread, 
with regimentation in the offing. The 
latest adventure in this behalf comes 
from the distinguished Superintendent 
of Insurance of the State of New York. 
He believes that the heavy toll of life 


the 


BROOKLYN BROKERS MEET 
W. J. Purcell, National Surety, Ad- 


dresses Members on Fraud and 
Forgery; Annual Dinner, May 9 

The regular monthly luncheon meet- 
ing of the Brooklyn Insurance Brokers 
Association was held Wednesday at the 
Hotel Bossert and presided over by 
J. E. Fries. Following the various com- 
mittee reports W. J. Purcell, assistant 
secretary, National Surety Corp., gave 
an interesting talk on fraud and forgery. 
It is Mr. Purcell’s belief that the rea- 
son many brokers do not solicit this 
particular coverage is because they know 
little or nothing about its many advan- 
tages or they do not think that it is 
He cited many instances of 
the pe of this line and said 
that forgery losses in the United States 
today are running from $100,000,000 to 
$300,000,000 a year. 

Mr. Purcell also suggested the use 
of clippings from the daily newspapers 
showing the forgery losses as an ex- 
cellent source of solicitation. Following 
his talk Mr. Purcell answered questions. 

H. Lester Heistad, chairman of the 
entertainment committee, announced that 
tickets for the annual dinner to be 
held at the Hotel Bossert May 9 are 
now available at $5 per ticket. 








Continue Piper Committee 


The New York legislature has passed 
a resolution extending for another year 
the Piper joint legislative committee to 
recodify the insurance law and an item 
of $10,000 for its expenses has been in- 
cluded in the supplemental appropria- 
tion bill. 





and limb caused by the automobile on 
the highways each year has inspired an 
increased demand for this legislation. 
He is now advocating a financial respon- 
sibility law applicable prior to the regis- 
tration of a motor vehicle; and in addi- 
tion compulsory insurance. Fortunately, 
the Superintendent is not advocating a 
state insurance fund. He believes that 
the insurance business as presently con- 
ducted, can be so molded that compul- 
sory insurance may be provided with- 
out upsetting the business to any con- 
siderable extent.” 
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Capital 


STANDARD INSURANCE COMPANY 
OF NEW YORK 
Statement December 31, 1939 


$1,500,000.00 





Premium Reserve _........... 
Other Liabilities __... 





sinner 1,521,897.31 


260,643.02 








Net Surplus pow ATE IRIS 


3,421,222.87 





*Total Assets 


. 6,703,763.20 





various States as required by law. 
pad the basis of December 3lst, 
stock owned, this 


Geo. Z. Day, Pres. 


= the basis # December 31, 
Stocks owne the Total 


Geo. Z. Day, 


President 


John F. Nubel, 


Vice-President 





* New York Insurance Department Valuation Basis. 
Securities carried at $247,400.43 in the above statement are deposited in 


“i939 Market Quotations for all bonds 


and Company’s total ry Assets would be 
$6,770,807.96 and the Surplus would be $3,488,267 


A. J. Couch, Vice-Pres.. 
“TWO STANDARDS” 


An unusual combination of financial strength. 
Community of interests and practical and practical cooperation with agents. 


STANDARD SURETY & CASUALTY CO. 
OF NEW YORK 
Statement December 31, 1939 





| SSI ea ae Se ee een ere $1,000,000.00 
Claims and Claim Expense Reserve... 2,138,944.11 
Is ee eern 1,446,212.15 
Other Liabilities .. 903,632.19 
Net Surplus Lscioascasovspociointaiecacabaecenkcomeseiecciveat aa 
*Total Assets ve ices . 6,053,417.83 


*New York Insurance Seeetenes ateanion Sale, 

1939 market quotations for all Bonds and 
Admitted Assets 
$6,173,309.86 _# Surplus to $1,284,521.41. 


New York Offices: 80 John St. 
Chas. E. Heath, 


Insurance Exchange, Chicago 
A. J. Couch, Resident Vice-President 


S. C. Kline, Secy. 


would be increased to 


Fred J. Theen, 


Secretary Asst. Secretary 








MASS. BROKERS PROTEST PLAN 





Write Automobile Association Asking 
For Permissioin to Express Views 
On Finance Proposals 
W. Warren Ellis of New York, secre- 
tary, National Association of Insurance 
Brokers, addressed the Massachusetts 
Brokers Association executive committee 
last Friday in Boston on changes in rat- 
ing structure on fire, theft and collision 
coverages as proposed by a committee 
of the National Automobile Underwriters 
Association. Mr. Ellis, who has _ been 
close to the situation in New York, was 
introduced by President Harry E, 
Moore, president of the Mz assachusetts 
Association, which voted to give writ- 
ten notice immediately of the Massa- 
chusetts. Brokers Association attitude to- 

wards the proposed changes. 

The National Automobile Underwriters 
Association met yesterday after The 
Eastern Underwriter had gone to press 
to consider this finance proposal. On 
Monday President Moore addressed a 
lettter to C. A. Nottingham, chairman 
of the special committee of the N.A.U.A, 
saying the brokers “feel that the plan 
of your committee contains proposals 
which are inimical to the interests of 
all brokers and agents” and asking that 
the plan be tabled for the time being 
so that producer organizations may 
have the privilege of presenting their 
views on the suggested changes. 

Discussing the whole question Mr. 
Moore wrote in part: 

“We recognize that your committee 
is undoubtedly attempting to accomplish 
a reasonable and equitable solution of 
an exceedingly vexing problem. We 
are, moreover, impressed with the fact 
that you have approached this problem 
with evident regard for the interests of 
all parties, public companies and _ pro- 
ducers.” 





International Presents 
Excellent Report for 1939 


The International Insurance Co. of 
New York reports gains in assets, sur- 
plus and unearned premium reserves in 
its annual statement covering operations 
for 1939. Admitted assets total $6,555,- 
087, an increase of $177,254. Capital is 
$1,000,000 and net surplus $3,445,850, mak- 
ing a surplus to policyholders of $4,445, 
850. The surplus gained $32.272. The 
unearned premium reserve of $1,708,123 
shows an increase over 1938 of $156,208. 

Cash in banks and trust companies is 
reported as $834,846 and U. S. Govern- 
ment bonds are valued at $2,477,157. 
These assets alone compare with total 
liabilities, other than capital, of only 


$2,109,237. 





Catawba Insurance Co. 


New Fire Insurer in S. C. 


The newly-formed Catawba Insurance 
Co. of Columbia, S. C., has been licensed 
to do business, with home offices located 
in the Arcade Building. R. M. McCants 
and G. Owen Riley, general agents in 
South Carolina for the North British 
& Mercantile Group and the Insurance 
Co. of the State of Pennsylvania, are 
president and vice-president respectively 
of the new company. The company 
is capitalized for $100,000 and will write 
a general fire business, operating in 
South Carolina only. At this time the 
company will not write automobile or 
inland marine lines. 


George Burt Is Appointed 


South Dakota Commissioner 


George Burt of Watertown, S. D., 
has been appointed Insurance Commis- 
sioer of South Dakota to succeed P. J. 
Dunn who resigned March 19. Mr. Burt 
has served the State of South Dakota 
at various times as an examiner of in- 
surance companies and at present .is in 
Boston, Mass., upon an examination. Mr. 
Dunn took office July 1, 1937, and re- 
signed last week without explanation. 
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N. Y. Insurance Society Space Problems 


Many Locales Used for 1,700 Students Who Hear Its Lectures; Library, 
With 40,000 Volumes and Thousands of Visitors, Cramped; President 
King Hopes for Building of Its Own Within Five Years 


The Insurance Society of New York, 
which is thirty-nine years old and which 
was founded by Robert P. Barbour, now 
United States manager, Northern Assur- 
ance, has had such a steady growth as 
an educational institution and in other 
ways that the quarters which it has oc- 
cupied for many years at 100 William 
Street are so inadequate that many peo- 
ple in the business are of the belief that 
the Society should eventually have a 
home of its own. 

That, emphatically, is the opinion of 
John J. King, president of the Insurance 


By Clarence Axman 


its space has not, and the accommoda- 
tion problems of the Society should have 
paramount consideration of the business.” 
Since taking office he has interested a 
wide circle of executives in this subject. 
Companies Loan Lecture Rooms; Li- 
brary Jammed 


Mr. King has found, for instance, that 
the courses given by the Society are so 
popular that 1,700 students are taking 
them. Practically all of these students 
are now working for insurance compan- 
ies or individual insurance offices. In- 
stead of finding a place in one building 
where the students can go for these lec- 





| Scene in Corner of Society's Library | 








Standing, left to right: Gertrude J. Mohr, library assistant; 
librarian; Thelma E. Reid, assistant librarian; 
director. Men seated at table are students. 


Ella Barnett 
Mabel B. Swerig, 
Arthur C. Goerlich, educational 
Woman is Elsie Byman of the 


Society's secretariat. 


Society of New York, as it was of Henry 
E. Reed and W. E. McKell, former pres- 
idents. Mr. King believes that within 
five years the hope of the Insurance 
Society for its own building will be 
realized. In meantime, somewhat larger 
temporary headquarters will be leased. 
“We must do something to house the 


Insurance Society properly,” said Mr. 
King to The Eastern Underwriter. “The 
insurance fraternity for nearly four 


decades has been beneficiary of its ac- 
tivities, during which time thousands of 
young men have fitted themselves for 
greater usefulness in their life work and 
countless others, including insurance 
companies, business and financial organ- 
izations of various kinds, and colleges 
and universities, have called upon it for 
Services which have been rendered. 
While the Society has continued to grow, 


are obliged to be in a dozen 
where insurance or- 
insurance companies 


tures they 
different locations 
ganizations and 


have temporarily loaned space to the 
Society. 
Mr. King found that the library, which 


contains 40,000 books and pamphlets, has 
its shelves so packed and jammed that 
the limit has been reached in space and 
that at most there are only twenty-one 
chairs available to students who come 
to the library to read there in preparing 
for their studies. The number of read- 
ers, despite the fact that there is so 
little room for reading, has been about 
16,000 at the library each year for sev- 
eral years. Some of them, of course, 
only stay for a few moments for quick 
reference. Others remain for a consid- 
erable period. Those who cannot find 
chairs stand up. The number of books 


borrowed in 1938 and 1939 exceeded 
17,000. 
No Common Meeting Place For Many 


Insurance Clubs and Organizations 


In addition to meeting increased space 
requirements of the lecturers, students 
and the library, an Insurance Society 
building of its own would furnish a con- 
venient meeting place for the large num- 
ber of associations and clubs composed 
of insurance men and having a serious 
educational as well as social function. 
To mention a few, there are the Insur- 
ance Accountants Association, Fire In- 
surance Examiners Association, Acci- 
dent & Health Club, Casualty Managers 
Association, Surety Underwriters Asso- 
ciation and the Forum Club, as well as 
the Casualty Actuarial Society, the Risk 
Research Institute, Inc. The Forum Club 


consists of graduates of the courses of 


the Insurance Institute whose lectures 
in this area are given by the Insurance 
Society. The most recent activity of the 


Insurance Society has been the forma- 
tion of a symphony orchestra consisting 
of thirty or forty musicians who are 
insurance men. The orchestra has found 
accommodations for rehearsing at the 
old John Street Church. 

It is pointed out that the Chartered 
Insurance Institute of London, which in 
many respects corresponds to the Insur- 
ance Society of New York in activities, 
has a building in London in the city 
(financial and insurance district) which 
has been an outstanding success. It has 
been a remarkable cooperative factor 
and has added considerable to the pres- 
tige of insurance. 

In view of the larre concentration of 
insurance in the William, John, Fulton 
and lower Broadway sector, the many 
thousands of young men and women 
whose daily work is in these insurance 
offices, the feeling that the time has 
arrived when the Insurance Society of 
New York should eventually have a build- 
ing to house all its various activities has 
been gaining great impetus. 

Lecturers Are Insurance Experts 


The widespread intcrest in the Insur- 
ance Society of New York on the part 
of executives as well as students is dem- 
onstrated by the fact that outstanding 
experts in the business willingly volun- 
teer their services as lecturers. These 
speakers are not only well-known com- 
pany executives and department chiefs, 
but some of them come from outside of 
the city in order to address the students. 


The courses include fire insurance, ocean 
and inland marine, casualty, life, avia- 
tion, medical jurisprudence, brokerage 


qualifications, firé insurance accounting. 

O cers of the Insurance Society of 
New York are John J. King, president; 
William G. Minner and William A. Rior- 
dan, vice-presidents; Edward R. Hardy, 
secretary; Frank F. Koehler, treasurer. 
Maude E. Inch is assistant secretary; 
ne B. Swerig is librarian, and Arthur 

Goerlich is educational director. The 
Blom Society’s directors are Walter 
F. Beyer, Reuben E. Kipp, Charles A. 
Fowler, Richard V. Goodwin, Sinclair 
T. Skirrow, David C. Beebe, William 
B. Carter, Julian S. Myrick, Alan O. 
Robinson, Carl J. Stephan, Francis O. 
Affeld, Clarence E. Cooper, Samuel D. 
McComb, Worthington W. Smith and 





JOHN J. KING 
President 


Reginald P. Stockham, all well known 


in the insurance business. 

Students Find Lecture Rooms Through 
Courtesy of Companies and 
Organizations 
The Insurance Society of New York 
has been faced by many problems in ac- 
commodating the 1,700 students who pre- 
pare for the courses given by the Insur- 
ance Society of New York’s lectures in 
order to prepare the students for the 
examinations offered by the Insurance 
Institute of America. In the limited 
space occupied by the Insurance Society 
of New York at 100 William Street there 
is no space available for giving lectures 
or for taking examinations, and that 
despite the fact that the Insurance So- 
ciety of New York is running one of 
the largest insurance schools in the 
world. It is ironic that it has not even 
one classroom in which to hold lectures. 

The situation has been temporarily 


met through the courtesy of a number 
of insurance organizations and compan- 
ies which have loaned rooms or small 
auditoriums to the Insurance Society 
throughout the school year, or which 
have provided space for the students 
when they are taking examinations. 
Rooms which have been furnished the 
Insurance Society for the students 


throughout the school year are as fol- 
lows: 

New York Board of Fire Underwriters 
room, 85 John Street, ten sessions a 


week; National Bureau of Casualty & 
Surety Underwriters, 60 john Street, 
four sessions a week; Eastern Under- 


writers Association, 85 Tohn Street, three 
sessions a week; Aetna Casualty & Sure- 

y Co., 100 William Street, four sessions 
a nfo S Insurance Co. of North America, 
99 John Street, four se ssions a week, and 
Travelers Insurance Co., 55 John Street, 
two sessions a week. 

The above are for the lectures. The 
problem for examinations is difficult, too, 
because there are so many more students 


(Continued on Page 24) 
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Frank C. Curtis and Howard Smith 
Honored by Syracuse Field Club 


For the second time this month the 
Syracuse Field Club of Syracuse, N. Y., 
paid tribute to veteran members of that 
organization when honors were accorded 
last Saturday to Frank C. Curtis and 
Howard Smith, retired field men for 
the Springfield and the Hartford fire 
insurance companies respectively. Three 
weeks prior honor was paid to George 
W. Ingalls of the Fidelity-Phenix who 
this year marks fifty years in the insur- 
ance business. 

At last Saturday’s luncheon Charles 
R. Folsom, special agent of the Spring- 
field in Syracuse, paid tribute to Mr. 
Curtis with whom he had been asso- 
ciated for many years. He mentioned 
that Mr. Curtis was born in Vermont 
where his first job was with the Ver- 
mont Central Railroad. He served as 
brakeman “until one day,” as Mr. Fol- 
som explained it, “Brakeman Curtis had 
his eye on two charming ladies riding 
in one of the coaches, and failed to 
respond to a signal to apply the brakes 
whereby an accident to the train re- 
sulted, and Mr. Curtis’ career:as a rail- 

? 
road man came to an end.’ 


Curtis in Dickinson Center 


From railroading Mr. Curtis, still a 
young man, decided to venture_west- 
ward, so he migrated as far as Dickin- 
son Center, N. Y., not far from the Ver- 
mont line, being near Malone. Here he 
soon established himself as a citizen in the 
community, and was soon elected justice 
of the peace, and later postmaster. Ac- 
cording to Mr. Folsom, Mr. Curtis took 
his turn at being an evangelist while 
living in Dickinson Center, but did not 
follow that profession long. 

At that stage in life he decided to 
enter insurance. That was in the rather 
early days of life insurance, and he 
was attracted into that end of the busi- 
ness first. Soon, however, he realized 
the possibilities of the general insurance 
business, and moved to Potsdam where 
he started a fire agency. 

His next job was with the old Read- 
ing Fire. He was with that company 
about five years at the end of which 
he began his long career with the 
Springfield F. & M. That was forty- 
five years ago, and when Mr. Curtis 
retired from the company several years 
back he was one of the oldest field men 


in this section of the country, as well as 
one of the best loved ‘ 

Until he suffered a broken arm in an 
accident in Elmira a few 
years ago, “Pop” Curtis continued to 
enjoy his favorite hobby of fishing, 
which he used to do frequently around 
Malone. 

At the conclusion of his remarks Mr. 
Folsom, on behalf of the Syracuse Field 
Club, presented to Mr. Curtis a fine cane. 
In acknowledging the gift, Mr. Curtis, 
who will be 84 years old next August, 
assured the younger members of the 
organization that he would find the cane 
useful for some years to come. 

Career of Howard Smith _ 

An equally fine tribute was paid to 
Howard (Baldy) Smith, who was_re- 
tired in 1936 by the Hartford Fire, 
after fifty-seven years of service to that 
company. Harold Wilkinson, special 
agent of the Hartford in Syracuse, who 
was associated with Mr. Smith for a 
number of years, spoke of the unusual 
record that Mr. Smith had enjoyed with 
the Hartford. 

Starting with that company May 1, 
1879, Mr. Smith points with pride to the 
fact that the Hartford was the only 
company he ever served. The original 
postcard, written in April of 1879, con- 
firming Mr, Smith’s start with the Hart- 
ford, is still in the possession of one 
of the examiners in their home office. 

Mr. Smith’s first job with the Hart- 
ford was in the printing and supply 
department. From there he was moved 
to the map department and later became 
an examiner. In 1896 he was sent into 
New York State as a special agent, one 
of two men holding that position with 
the Hartford in that state in those days. 

During the long period of years that 
Mr. Smith was active in the field in 
New York State he established an en- 
viable reputation for maintaining a low 
loss ratio on the business developed in 
his territory. 

In 1929 the Hartford presented Mr. 
Smith with a gold medal in recognition 
of fifty years’ service with that com- 
pany. He was retired in 1936 after 
having been with the company fifty- 
seven years. He still enjoys good health, 
and occasionally may be found driving 
around central New York calling on 
his old agency friends, some of whom 
he has known for nearly a half century. 

On behalf of the Syracuse Field Club, 
Mr. Wilkinson presented him with a 


automobile 


WOMEN HOLD OFFICE CLINIC 


New Jersey Organization Members 
Contribute Widely Diversified 
and Pertinent Talks 
President Ada V. Doyle of Insurance 
Women of New Jersey presided at the 
monthly meeting of that organization 
in Newark March 16. The program 
chairman was Mrs. Thelma Fleming of 
Plainfield and the speaker H. B. Skelton 
of “Rough Notes,” who talked on office 
systems. Other contributions to what 
was described as an office clinic were 
made by members as follows: “Office 
Management” by Past President Cris- 
tine B. Nolan, North Bergen; “Value of 
the Insurance Course” read by Mrs. 
Fleming for Marion Kimble, Summit, 
who was unable to be present; “Prob- 
lem Lines” by Stella Cable, Asbury Park; 
“Short Cuts” by Marion Cramer, Newark ; 
“What to Expect from Our Special 
Agents and How to Buy an Agency” by 
Elizabeth Diffily. hed 
Reports for January and February 
were read by Secretary Gertrude Green, 
Morristown, and Treasurer Beatrice Cald- 
well, special agent, Camden. Reports were 
also made by Legislation Chairman Dor- 
othy Schlicting, agent of Red Bank, on 
the bill for compulsory automobile in- 
surance; Membership Chairman Ruth 
Harris, Montclair, on the acceptance of 
five new members; Program Chairman 
Thelma Fleming on next month’s meet- 
ing, April 18, with William E. Boyd, Jr., 
of Travelers Insurance, to speak on 
“Use and Occupancy”; Employment 
Chairman Katherine Dougherty, Newark, 
on the lack of annlicants for available 
positions, and by Mrs. Nolan on her at- 
tendance of the recent card party of 
the Insurance Women of New York. 





Stock and Contents Loss 
On Buffalo Fire Settled 


_ The stock and contents loss on the 
fire which swept the new General Mills 
cereal plant in Buffalo a few weeks ago 
has been settled for around $300,000. 
This is somewhat higher than first esti- 
mated. On the other hand it is believed 
that the loss on the building itself will 
be lower than the original estimates. 
Much interest centered in this loss be- 
cause the new concrete building is in the 
“fireproof” classification. 





humidor of cigars, and other gifts. He 
will be 80 years old in July. 

Charles Bulkley of the Springfield 
home office was on hand to extend the 
official greetings of that company to 
Mr. Curtis. This was a homecoming 
for Mr. Bulkley who was a field man in 
New York until about a year ago. 
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Fy tha! 


Front Page News to Every Agent 


is the extra service, extra facilities, and 


extra cooperation provided by “The Han- 
to assist in developing all local pre- 


mium-producing opportunities. 


Te Hanover Fire INSURANCE COMPANY 
Tae Furron Fire INSURANCE COMPANY 


Western Dept. 
Insurance Exchange 
Chicago 








Equipment Companies 


Held Price Fixers 
TRADE COMMISSION FINDINGS 


Charged with Violation of Federal Laws 
In Sale of Various Fire 
Fighting Devices 
Five fire fighting equipment compa- 
nies have been ordered by the Federal 
Trade Commission to cease price fixing 
in violation of law and has directed one 
of them to discontinue exclusive dealing 
in contracts in violation of the Clayton 

Act. 

Respondents are Walter Kidde & Co. 
Inc. New York; American La France 
& Foamite Industries, Inc., Elmira, N 
Y.; C-O-Two Fire Equipment Co., New- 
ark, N. J.; National Foam System, Ine 
Philadelphia, and Fyrout Co. Inc., New 
York, a subsidiary of Walter Kidde & 
Co., Ine, 

License Agreements 

_The commission finds that Walter 
Kidde & Co., Inc., assignee of two pat- 
ents governing the successful manufac- 
ture, assembly and operation of carbon 
dioxide portable fire extinguishers, has 
issued license agreements, based on botin 
patents (one of which has expired), to 
the other respondents, attaching to each 
agreement a “schedule of minimum 
prices and terms” including uniform 
prices at which the respondents have 
sold parts, accessories, apparatus and 
equipment such as hose assemblies 
cylinders and carrying straps, in viola- 
tion of the Federal Trade Commission 
Act. 

All of the respondents, the findings 
continue, pursuant to the uniform price 
agreement, submitted identical bids on 
such parts, accessories, apparatus and 
equipment, in response to governmental 
invitations for competitive bids. 





Rates Reduced For Certain 


Broad Vandalism Coverages 


Some specific rates on hazardous prop- 
erties for the broad or warlike vandalism 
endorsement to the riot and civil com- 
motion policy have been reduced by the 
Explosion Conference. Electric light and 
power plants have been reduced from 
“0 cents to 10 cents, with gas properties 
also cut to 10 cents and radio broad- 
casting properties cut from 50 cents to 
25 cents. Other reductions are also 
made. The conference has revised the 
endorsement used to add coverage 
against malicious mischief and physical 
damage from riot and civil commotion 
~ supplemental contracts No. 3 and 
These supplemental contracts are used 
with risks taking superior rates and 
forms and cover, among other hazards, 
fire and sprinkler leakage caused by riot. 
Endorsement A extends the supplemental 
contract to cover physical damage from 
riot, civil commotion and sitdown strikes 
and endorsement B covers this and also 
covers malicious damage. The same en- 
dorsements are now used where direct 
damage insurance or indirect damage 
coverage, such as use and occunney, is 
written. The new endorsement B speci- 
fically includes vandalism by — secret 
agents of warring governments, pro- 
vided they are not in connection with 
operations of military or naval armed 
forces in the country where the insured 
property is situated. 





MARYLAND MEETING JUNE 27-29 


Officials of the Maryland Association 
of Insurance Agents, of which Joseph 
D. Lazenby of Annapolis is president, 
have decided to hold their Summer 
convention at Ocean City, Md., June 
27 to 29. The dates were selected with 
the view of being the most convenient 
for practically all the members, so a 
record attendance is expected. The 
program is now being prepared by a 
special committee headed by Presley 
D. Bowen of Baltimore. 
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Insurance 


Society Space Problems 


(Continued from Page 21) 


who have to be grouped together in one 
room. As each student must take two 
or three hour examinations of the Insur- 
Institute, the has to be 


ance situation 

met in this regard in April of each year 
when the examinations are held and 
when facilities must be provided for 
about 3,000 examinations to be held in 
a two-weeks period. The Society has 
been able to handle this because of the 
courtesy and cooperation of some in- 
surance companies who have cleared 
desks on one or more floors to make 


- 





EDWARD R. HARDY 
Secretary 
ready for the students. For instance, 


as many as 500 students may sit for an 


examination in one evening. This year 
the Insurance Society of New York 
will be indebted to the following com- 
panies for their aid in this matter: 

Royal - Liverpool Groups, Insurance 
Co. of North America, North British & 
Mercantile. 

Another group of students consists of 


brokerage qualifi- 
latest devel- 
work of the 
course was 


those vwho take the 
cation course, which is the 
opment of the educational 
Society. At the start this 
sixty hours, but has since been length- 
ened to 154 hours. To make applicant 
for broker’s license acceptable to the 
New York State Insurance Department 
it is necessary to have at least ninety 
hours of instruction for any course. The 
Insurance Society requirements in its 
brokerage courses, are therefore, more 
extensive than those of the New York 
Department. 

For furnishing space accommodation 
in holding brokerage examinations which 
occur at different times of the year than 
the April examinations of the Insurance 
Institute the Insurance Society of New 
York is indebted to the Loyalty Group 
and to the Plate Glass Bureau. 


16,000 Annual Visitors to Library of 
Insurance Society 

The library of the Insurance Society 
of New York with its 40,000 books and 
pamphlets not only furnishes for stu- 
dents attending Insurance Institute 
courses the background for their studies 
by making available the entire literature 
of insurance from the seventeenth cen- 
tury, together with current publications 
as they come out, but it is also a splen- 
did vehicle for insurance public rela- 
tions. One reason for the latter state- 
ment is that the library is one of the 
first places visited by magazine and 
newspaper writers who are preparing 
serious articles on insurance. There they 
can immediately be put in touch with 
authoritative documents. It is also often 
used by students of New York univer- 
sities and colleges who are taking in- 
surance courses. They come from Colum- 
bia, New York University and other 


educational institutions; and among the 


library visitors are students from 
Wharton School, U. of P., Philadelphia. 
Possibly hundreds of theses on insur- 


ance written to get Ph. D. and Bachelor 
of Science degrees have had material 
rathered by the students in the library 
of the Insurance Society of New York. 

Among others using the library are 
people from banks and trust companies 
and from trade organizations of various 
kinds. 

The book which has the largest num- 
ber of copies in the library is Dr. S. S. 
Huebner’s “Property Insurance” of 
which sixty-five are available. Next 
most number of copies of books are 
Magee’s “General Insurance” and Mow- 
bray’s “Insurance.” 


Many Rare Insurance Volumes 


The library keeps in a safe its rarest 
old volumes. Oldest in date of publica- 
tion is Straccha on Marine Insurance, 
which came out in Venice in 1569. The 
author, Benvenuto Straccha, a patr‘cian 
of Ancona, accompanied this treatise 
with explanations of “many daily ques- 
tions, manners of sv aking explained 
from common use, and forms of letters, 
and many other matters daily required in 
business.” Also in the safe of the library 


is Straccha’s later book, “Treatise on 
Shipping,” which contains a section on 
Marine Insurance. Another rare vol- 


ume is John Guant’s “New Tables,” for 
life insurance, which was published in 
London in 1662. Several volumes about 


the great London fire of 1666 are in the 


safe. One was published in 1667. One 
of the most striking of the early illus- 
trated books is a Dutch volume, pub- 
lished in 1600, discussing a newly in- 
vented fire engine, and containing en- 
gravings of great fires. A steel case 
in the library contains very old books 


on insurance law, Marine Insurance, 
Fire Insurance, Life Insurance tables 
and other subjects of interest to insrr- 
ance, which were published before 1870. 

The library has complete files of a 
number of insurance magazines. In- 
cluded is the first issue and first volume 
| The Insurance Monitor, oldest insur- 
ance newspaper being published (and now 
issued as American Insurance Digest, 
Chicago). First issue of The Insurance 
Monitor was in 1853, T. Jones, Jr., be- 
ing the publisher. It was issued from 
No. 21%4 Wall Street. 

In addition to the insurance publica- 
tions of United States there are on 
file the British insurance publications 
and some published in foreign languages. 


Many Lectures Printed 


Many of the lectures delivered for 
the Insurance Society of New York are 
printed in pamphlet form. The Insur- 
ance Society also frequently sends about 
the country for important lectures de- 
livered before Insurance Societies of 
other cities and some of which have 
been delivered at fire or casualty insur- 
ance conventions. Many house organs 
of insurance companies are on ‘file, and 
the library also has complete copies of 
Industrial Arts Index, which indexes 
among other things some of the insur- 
ance trade papers. Among other in- 
teresting volumes are the histories of 
some of the insurance companies. Also 
available are many pamphlets issued by 


banks. The insurance law section is a 
large one. 
Not the least interesting aspect of 


the library work is the continuous calls 
over the telephone for information. 
These come from inside and outside of 
the business. Insurance companies often 
find the library a place where they can 
get information which it is impossible 
for them to get from any other source. 
The Insurance Society of New York 
is a charter member of the Special 
Libraries Association which was organ- 
ized thirty years ago. Library is open 


most of the year from 9:30 o’clock 
the morning until 7 o’clock in the eve- 
ning, the hours being shorter in the 








MISS MAUDE E. INCH 


Assistant Secretary 


Summer time. On Saturday it is open 


until 1 o'clock. 
Society a Success from Start 


The Insurance Society has been for- 
tunate in having the cooperation of lead- 
ing men in the business from the start. 
When Robert P. Barbour issued his 
call for the organization there were 
fifty who attended, and when the So- 
ciety got under way there were ninety 
charter members, including some of the 
most prominent executives in the city. 

The Society had well defined views of 
what it wanted to accomplish at the 
start and it has stayed as close as pos- 
sible to the original objectives which 
were described in March, 1901, in the 
Journal of Insurance Economics (now 
The Eastern Underwriter) as follows 

“The objects of the Society shall be 
educational and social, primarily in con- 
nection with, or relating to insurance; 
the acquiring and holding of books, 
maps, plans, surveys and papers relating 
to insurance and general literature, and 
the establishment and maintenance of 
a suitable place for a reading room, 
librarv and social meetings, and for any 
and all purposes. incidental to, or in aid 
of the main objects of the Society. Also, 
that it is proposed to arrange with ex- 
perienced men in the business to present 
lectures or talks unon different phases 
of the business, such as schedule rating, 
classifications, protected risks, special 
hazards, co-insurance, etc. Regarding 
the library it was said that its chief 
aim is to have it practical and for use 
for reference purposes.” 

Space a Problem from Start 

How to get satisfactory quarters was 
the first concern. The problem was 
temporarily solved in a manner suitable 
to the needs of the period, and within 
two months of the organization meeting. 

A contract was drawn on April 11, 
1901, whereby the old Underwriters 
Club agreed to provide the front room 
of the third floor of the building, known 
as 73 William Street. The club was to 
errect the necessary partitions separat- 
ing this space from the rest of the 
club and provide a separating entrance 
to them. The consideration involved 
was that the members of the Under- 
writers Club were to have the right to 
use of the library. 

Then as now, the Society did not have 
the funds necessary for proper housing. 
Then as now, it must depend upon those 
it aids and who benefit from its work, 
to defray the expense of proper hous- 
ing. The main difference in the problem 
then and now, is its magnitude and the 
realization now that the housing problem 
must be settled on a permanent, or at 
least semi permanent basis. 

Since these beginnings in 1901 the 
Society has grown steadily, the result of 
demands made by the insurance business 
rather than the result of any promotive 
aspect. 

From the time of its founding until 
the World War, the Society stuck to 
the original announced purpose of ar- 
ranging “with experienced men in the 





business to present lectures and talks 
upon different phases of the business,” 
These talks or addresses were made at 
luncheon and dinner meetings or at 
the Board rooms of the Fire Exchange, 
These addresses were not usually in the 
nature of planned courses, but rather 
addresses to the members on various 
subjects of interest. Many of these 
addresses were published and distributed 
to members. The published addresses add- 
ed materially to the Insurance literature 
of the time and were in many instances 
contributors of the first order to the 
treasury of Insurance Knowledge from 
which we all draw today. 

The first issue of the “News Letter” 


as the Society’s “house organ” is called 
was published in November, 1919. It 


announced a comprehensive course of 
lectures on “The Adjustment of Fire 
Losses under the Standard Policy.” The 
course began November 10, and contin- 
ued thereafter until June 1, 1915; the 
lectures were given fortnightly, and were 
resumed in the Fall of 1915. This was 
not a course in the sense in which the 
word is used in the Society’s educational 
work today, and might more accurately 
been called a series of addresses. These 
addresses, some on controversial sub- 
jects, were delivered to the Society’s 
membership. The first for instance, was 
delivered at a dinner meeting of the 
Society held at the Aldine Club. 


During the World War 300 Women 
Registered for Lectures 


It appears that during the World War 


so many of the younger men were 
called to the colors that the breach 
had to be filled by the women. While 


a News Letter in 1916 offered to aid 
“juniors” who wished to prepare them- 
selves for the Institute Exams, the first 
organized study course to be offered 
by the Society for women was during the 
war. A series of five lectures in the 
Fall of 1917 was followed by two series 
in 1918, and in 1919 we find mention of 
two more series in which some 300 
women registered. In the Spring of 
this latter year of 1919 the just organ- 
ized course for individuals preparing 
for the Institute Exams was undertaken. 


It was the Institute course in fire in- 
surance, 

From this start with a innior course 
in fire insurance in the Sprine 1919, to 


a school of 1,700 registered in a score 
of different courses in the Fall of 1939, 
is really a sturdy and _ satisfactory 
growth. From the first box of books 


unpacked bv R. P. Barbour and E. R. 


Hardy in “the front room of the third 
floor” of the Underwriters Club, to a 
library of 40,000 items cared for bv 


three full time librarians and two part 
time assistants, is another indication of 
the healthy progress. 


Tokio M. & F. Statement 
Shows $12,229,091 Surplus 


The United States branch of the Tokio 
Marine & Fire shows admitted assets of 
$12,229,091 in the annual statement for 
1939. Surplus to policyholders is $9,629,- 
222, which is nearly four times the total 
liabilities of the company. The unearned 
premium reserve is $1,888,508. Admitted 
assets increased $800,523 last year and 
surplus gained $777,310. The unearned 


premium reserve,is up $74,317. Assets 
of the company include cash holdings 
of $2,256,328 and United States Govern- 


ment bonds valued at $2,409,721. 





REPORT ON LOS ANGELES 

Jay W. Stevens of the National Board 
of Fire Underwriters, has made his re- 
port on the Los Angeles Fire Depart- 
ment, the survey of which was made at 
the request of the Board of Fire Com- 
missioners of the city. This report, 
made to Mayor Bowron and the Board 
of Fire Commissioners and released by 
them, said it was his opinion a serious 
state of disorganization existed in the 
department and this was followed by 
recommendations for _ reorganization 
changes. 
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Latest Models 











Let your Local Agent or Broker show 


you the Latest “Models” when you buy insurance 


Yes, there are new models and impor- 
tant improvements in insurance policies 
as well as in motor cars. 

For example, automobile liability 
insurance recently has been liberalized 
to cover—without extra charge—hus- 
band and wife while driving another 


person’s car... And if your children 


drive other people’s cars, your local 
agent or broker can arrange to cover 
them, too. 

One of the reasons the Aetna Fire 
Group sell only through reliable local 
agents and brokers is to pass on to you 
these new forms of protection the 
instant they are available. 


There are other respects in which you 
get more protection for your money by 
buying from resident representatives of 
capital stock companies. They know 
local conditions... how to fit your 
policies to your individual needs... 
and how to advise you in event of loss. 

It’s a big satisfaction, too, to know 
that insurance with capital stock com- 
panies means insurance backed by two 
forms of security: A paid-in capital and 
a surplus. And you are never liable for 
assessment. 


Don’t Guess About Insurance .... CONSULT YOUR LOCAL AGENT OR BROKER 


The AXTNA FIRE GROUP 


NEW YORK 


CHICAGO 


HARTFORD, CONNECTICUT 
SAN FRANCISCO 


CHARLOTTE, N.C 


TORONTO, CAN 
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Plans Well Advanced 


TIMES WITH NEW YORK FAIR 


New Feature of Atlantic City Conven- 
tion Next May Will Be Volun- 
teer Firemen’s Forum 

The program committee is now de- 
veloping plans for the Atlantic City meet- 
National Fire Protection As- 
May 6. The 
devoted to a two-day 
marshals section, a 
section, a con- 


ine of the 


sociation, week of first ol 


the week will be 
session of the fire 
meeting of the marine 


ference on transportation fire hazards 
and other preliminary meetings. The 
first general session will be Wednesday 








ALVAH R. SMALL 


evening, May &, followed by morning, 
afternoon and evening sessions, continu 
ing through Saturday, May 11, with ad- 
yournment to permit members to attend 


the opening of the 1940 New York 
World’s Fair scheduled for that week 
end. 


general interest sessions 
will be featured by committee reports 
on new developments on fire protection 
and speakers on subjects of general con- 
cern, as well as on technical matters 
\ new feature planned this year will 
be a volunteer firemen’s forum 


Technical and 


Technical Committee Activities 


committee reports to be 
acted on had to be filed with the execu- 
tive office on or before March 15. The 
detailed list of these reports will be an- 
nounced in the April News Letter. <A 
complete new edition of the automatic 
sprinkler pamphlet is to be presented. 
The advance report of the electrical 
committee will consist of the complete 
text of the proposed 1940 edition of 
the National Electrical Code. 


Nominations Announced 


Technical 


The nominating committee has sub- 
mitted the following ——— 
for officers and directors: for president, 
Alvah R. Small, vebory wo of the Under 
writers’ Laboratories, Chicago, to suc 
ceed Samuel D. McComb, manager, Ma- 
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For 98 years Atlantic has been an outstanding company in the 
marine insurance world. Today, however, marine insurance is 


only a part of Atlantic’s varied and expanding business. 


Atlantic policies are non-assessable. Most of them share in 
the company’s profits through dividends, regardless of indi- 
vidual losses. Atlantic adjustments are prompt and ungrudging. 





gone Men, 
¥ 


Ancy cour Baltimore * Boston ° 





ATLANTIC MUTUAL INSURANCE COMPANY 
184 oe p12 49 Wall Street - 
a 


Chicago * 


New York 


Cleveland * Newark * Philadelphia ¢ Pittsburgh 

















rine Office of America, who has been 
president two terms; for vice-pre sidents, 


David J. Price, Washington, D. C., and 
Richard E. Vernor, Chicago; for secre- 
tary-treasurer, Hovey T. Freeman, Prov- 


idence; for chairman of the board, Al- 
bert T. Bell, Atlantic City. 

The following members have been 
nominated for election by the associa- 
tion to the pa of directors: For three 
years, H. T. Cartlidge, New York; W. 
I. Scott, Toronto; W. E. Mallalieu, New 
York; H. L. Miner, W ilmington, and C. 
C. Johnson, New York; for two years, 
Leon A. Watson, Ne wark, N. 

For the 1941 nominating 
Paul W. Terry, St. Louis, 
S. Dickinson, New York, and 
Moses, Providence. 


committee : 
chairman; A. 


P. 


NATIONAL FIRE DIVIDEND 

Directors of the National Fire of Hart- 
ford have declared the regular quarterly 
dividend of 50 cents a share, payable 
\pril 1 to stockholders of record March 
21. 


Court on Appointment Of 
Appraisal Umpire by Judge 
The standard fire policy authorized by 


Minnesota Statutes, 1927, Section 3512, 
provides that in case of partial loss due 


to fire where the parties do not agree 
as to extent of loss, either party may 
demand an appraisement, either party 


to name an appraiser within fifteen days 
after statement of loss has been rendered 
and that the appraisers so selected shall 
name an umpire, provided that if after 
five days the two appraisers so appoint- 
ed cannot agree upon such an umpire, 
the presiding judge of the district court 
of the county wherein the loss occurred 
may upon written application and notice 
appoint the umpire. 

The Minnesota Supreme com hg ww 
Kavli v. Eagle Star, 288 N.W. that 
this provision requires the eee rs to 
name the umpire within five davs and 
authorize the judee of the district court 
to make the appointment if the apprais- 
ers cannot do so within the time stated, 


A PROGRESSIVE COMPANY FOR PROGRESSIVE AGENTS 


AND ALLIED LINES—AUTOMOBILE—INLAND MARINE 


CHICAGO 


Penna. Insurance Days 
Program Preparations 


DAVIS CHAIRMAN 


ANDREW J. 


General Convention Committee Com- 
posed of Leaders Representing 
All Underwriting Classes 
Personnel of the general convention 
committee in charge of the 1940 Pennsyl- 
vania Insurance Days convention, Insur- 
ance Federation of Pennsylvania, has 
been announced by General Chairman 
Andrew J. Davis, vice-president Provi- 

dent Mutual Life, as follows: 

William J. Bradley, advertising manager, Home 
Life of America; Dodd Bryan, city manager, 
Indemnity of North America; Frank D. Buser, 
Fidelity Mutual; S. J. Carr, resident vice-presi- 
dent, Standard Accident; William B. Corey, sec- 
Provident Industrial L. H. & Accident; 
FE. R. Deaver, Quaker 
Ciy Life; J. W. Donahue, resident vice-president, 
Maryland Casualty; W. A. Edgar, 
United States Fidelity & Guaranty; John Glen- 
Franklin Fire; W. R. 
Harper, general agent, Aetna Life; 
Harrigan, Curtin & Brockie; James T. 
James S. Kemper & Co.; 
vice-president, Fire 


retary, 
president, Progressive 
manager 
dening, vice-president, 
Benjamin 
Haviland, 
J Victor 
James R. 
American Auto- 


vice-president, 
Herd, 
Hughes, resident vice-president, 
moble; W. Stanley K'te, 
Hartford Accident & 
Lukens, Jr., Lukens, 
Bruce Meixel, secretary, 
Congress; Hy, J. 


Association; 


resident vice-president, 
Lewis N. 
& Washburn; H. 
Pennsylvania Fraternal 
Pelstring, president, Pennsy] 
Mutual Fire; Jno. D. Pha- 
United States Fidelity & Guaranty; 
Joseph If. Reese, home office agency, Penn Mu- 
tual Life; John M. Richardson, resident vice- 
president, Globe Indemnity; Davis P. Smith, 
president, Thomas B. Smith Co.; George V. 
Smith, president, Stokes, Packard & Smith, Inc.; 
Frank M. Speakman, insurance actuary; John A. 
Stevenson, president, Penn Mutual Life; Walter 
L. Talbot, president, Fidelity Mutual Life; J. H. 
R. Timanus, secretary, Philadelphia Contribu- 
tionship; Willard K. Wise, vice-president, Pro- 
vident Mutual Life. 

Mr. Davis and his committee are mak- 
ing plans to bring to Philadelphia on the 
dates of this Convention — June 4-5, 
Bellevue Stratford Hotel—a number of 
men of national prominence, in insurance 
and otherwise. The basic theme of the 
convention; namely, the service of insur- 
ance, its place in American business and 
the proper relationship of government 
and business, in view of the facts sur- 
rounding the recent T. N. E. C. hearings 
in Washington, marks this gathering of 
the greatest importance to all in the in- 
surance business, says Mr. Davis. 


Indemnity; 
Savage 


vania Lumbermens 


raoh, 2nd, 


SPECIAL AGENT FOR TEXAS 

The Insurance Company of North 
America and its affiliated companies an- 
nounce the appointment of Denman 
Morgan as special agent for north Texas. 
Mr. Morgan has long been identified 
with the insurance business and is well 
known in his native state of Texas, 
where he has had field experience and 
therefore is particularly well equipped 
to assist in agency problems. Mr. Mor- 
gan assumed his new duties March 16 
and has located his office at 202 Cotton 
Exchange Building, Dallas. 





regardless of whether the inability is due 
to failure to agree after attempting to 
do so or to failure to attempt to agree 
at all. 

It was also held that the appraisers 
may appoint an umpire before they have 
qualified. 
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INSURANCE COMPANY OF NORTH AMERICA 


PHILADELPHIA, PA. 




















America’s Oldest Fire and Marine Insurance Company Financial Statement, Dec. 31, 1939 
ASSETS LIABILITIES 
*Bonds and Stocks, valued as re- Reserve for Unpaid Losses....... $ 5,722,059.00 
quired by New York State In- Reserve for Unearned Premiums... 21,620,936.39 
surance Department ........ $ 92,867,183.61 Deposits Reclaimable on Perpetual 
PN dS Bi dank oe 8 diaseces 885,053.55 
First Mortgage Loans on Real Reserve for Taxes and Other Ex- 
| Seer rereer tere 18,575.00 a eee ee a 2,132,800.00 
Unearned Premiums on Reinsur- 
Accrued Interest ............. 205,647.67 sna in Communion Met Sealant. 
} Real Estate, Philadelphia, New ized in New York State....... 241,418.20 


5.679,708.05 Reinsurance Recoverable on Paid 


York City and San Francisco. . 
and Unpaid Losses from Compa- 








Cash in Banks and Office....... 8,521,840.45 nies Not Authorized in New York 
EE os aos he ae Oa 683,758.97 

Premiums in Course of Collection Dividend Payable January 15, 
(Not over 90 days due)....... 3,533,889.60 DE eatin pe toes wna eee 1,800,000.00 
General Voluntary Reserve...... 1,000,000.00 
Bills Receivable for Premiums. . 23,590.26 ss 3 PVG ca e's scree 12,000.000.00 
Reinsurance Claims on Paid Losses 270,717.04 a5 Soo ooh ta wennmeee 65,035,125.57 
$111,121,151.68 $111,121,151.68 





*Bonds at Amortized Values; Stocks at Market Values December 31,, 1939. 


On the basis of December 31, 1939, market quotations for all bonds and stocks owned, this 
| Company’s total admitted assets would be increased to $112,644,589.28 
66,558,563.17 


1,290,443.81 








And Surplus to 





Note: Securities carried at 
And Cash 5,597.52 


On the above statement are deposited as required by law. 
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William E. Higbee is Dead At 77; 
Long With Fred. S. James & Co. 


senior 


Higbee, 77. 
vice - chairman of 


William Emmett 
partner and retired 


the board of directors of Fred S. James 
& Co. passed away March 22 at his 
Winter home at Coconut Grove, Fla. 
Although retaining his interest in the 
insurance business, Mr. Highee has been 
inactive for the past ten years. 

Mr. Higbee was born at Detroit, Pike 
County, Ill, May 22, 1863. His father 


was a well known physician, and at the 
age of ten he crossed Missouri and Kan- 
sas with his parents in a covered wagon. 


He attended Illinois Wesleyan Univer- 
sity at Bloomington, IIL, receiving his 
A.B. degree in 1883 and his A.M. degree 


university in 1887. He 
from its Commercial 


from the same 
later graduated 
College. 

For two years after his graduation he 


was connected with the Plano Manu- 
facturing Co., of Plano, Ill. He moved 
to Devils Lake, N. D., where he entered 


the insurance business as partner in the 
firm of Eaton & Higbee. The firm also 
dealt in farm mortgages. For several 
years he traveled through the Dakotas 


94-Year-Old Agent Gives 
“Pep” Talk at Va. Meeting 


One of the 
meeting of the 


speakers at the regional 
Association of 
Agents at Bristol last 
Howell, 94-year-old 
still 
advanced 


Virginia 
Insurance week 
was Dr. J. F. local 
that 
despite his 
made a pep talk stressing the great 
value and benefit of such meetings. Dr 
Howell is a Confederate veteran and 
chairman of the board of trustees of 
Virginia Intermont College at Bristol 
He has been operating a local agency in 
that city for many years with offices 
in the Arcade Building 

Stuart Ragland, of Richmond, presi 
dent of the state association, stated up- 
on his return home from the meeting 
that it was one of the most enthusiastic 
yet held under the auspices of the asso- 
ciation. He is now shaping plans for 
a statewide membership drive which he 


agent of city, active in. busi- 


ness years. He 


expects to yield at least seventy-five 
new members before the association 
meets in annual convention the last of 
May at Virginia Beach. The present 


== 
IS Js 


enrollment 


WM. FINK DIES IN BUFFALO 
William Fink, Buffalo, N. Y., insur- 
ance agent for forty years, died March 
21 after an illness of two years. He 
was 68 years old. Mr. Fink was a 
prominent political figure in Buffalo. He 
never married and is survived by three 
sisters. 

H. S. CARR, JR., FATHER OF SON 


A son was born on March 15 to Mr. 
and Mrs. Henry S. Carr, Jr., of Pitts- 


burgh. The father is assoc iated with his 
father, Henry S. Carr, Sr., in a promi- 
nent real estate and insurance agency 


ro the baby has been named Henry S. 


Carr, III. 





and Minnesota as adjuster for the Na- 
tional Fire of Hartford. 
Went to Chicago in 1894_ 
Mr. Higbee went to Chicago in 1894 


as manager of the Western Factory In- 
surance Association. He resigned that 
office in 1903 to become associated with 
Fred S. James & Co., and the following 
year he became a member of the firm. 
He served as president of the Chicago 
Board of Underwriters in 1920 and 1921. 

Mr. Higbee was married March 8, 
1898, to Grace B. Blossom, of Chicago, 
a sister of George W. Blossom, Sr., who 
is the firm’s board chairman. Mrs. Hig 
bee passed away in 1936, 

He was a member of the Phi Delta 
Theta fraternity and for several years 
was chairman of its endowment commit- 
tee. He was a veteran member of the 
Union League Club of Chicago. He is 
survived by a daughter, Mrs. Ellsworth 
L. Hoppe, of Coconut Grove, Fla., and 
a niece, Miss Dorothy Hopper, of Aber- 
deen, S. D. Funeral services were held 
last Monday afternoon (Mar. 25) from 
the ods nsec ihananaenesnans Church. 


FORUMS TO FEATURE MEETING 


National Ass'n of Insurance Agents’ 
Wichita Gathering Also Schedules 
Educational Clinic 
A combined explanatory and _fact- 
findine clinic on insurance education will 
occupy a major part in the program of 
the mid-year meeting of the National 
\ssociation of Insurance Agents at 
Wichita, Kansas, the week of April 22- 
25, it is announced jointly by L. P. 
McCord of Jacksonville, Fla., chairman 
of the committee on publicity and edu- 
cation, and Lorren W. Garlichs of St. 
Joseph, Mo., chairman of the program 

committee. 

Also announced by Mr. Garlichs is 
the completion of subjects and most 
of their discussion leaders on six forums 
which will constitute the general basis 
of the entire convention. The six forums 
are titled (1) the profit motive, (2) 
small premium business—how to make 
it profitable to agents, (3) geared for 
profitable production, (4) modern sell- 
ing, (5) rural business, (6) Federal mat- 
ters. 

The educational clinic, which is sched- 
uled for 10 o'clock Monday morning, 
April 22, and continuing that afternoon, 


is the — of a growing demand for 
information and standards upon which 
to base state association educational 


with the assist- 
is endeavoring 


activities. Mr. McCord, 
ance of his committee, 
to have every state association repre- 
sented at the clinic. Not only will all 
short course schools now in operation be 
reviewed, he said, but the discussion 
will center itself in pointing the way 
toward educational achievements to 
those state associations which have not 
yet followed in this activity. 

The six forums announced by Mr. 
Garlichs are on subjects of practical 
value to members of the National Asso- 
ciation, and will be conducted through 
the method of brief and pointed presen- 
tations of the topics, with ample time 





Mountainside, N. J., Agent 
Seeks Republican Post 


Albert J. Benninger, prominent young 
local agent at Mountainside, N. J., has 
announced his candidacy for the post of 
Union County representative on the 
Republican State Committee. The 30- 
year old agent is now police recorder 
of Mountainside Borough. 

Born in Newark, Mr. 
lived in Mountainside since he was 7 
years old. Unmarried he lives with his 
parents and a brother. Since attaining 
his majority, Benninger has been intense- 
ly active in polities. He has served nine 
years on the borough and county com- 
mittee, and is municipal party chair- 
man in Mountainside, as well as holding 
membership on the county Republican 
executive committee. He served terms 
as member of the Borough Committee 
and as a_ police commissioner, before 
becoming recorder. 

He belongs to the Mountainside Re- 
publican Club, the Police Judges and 
Recorders Association of the county, the 
Parent-Teacher Association of the bor- 


Benninger has 


ough, and the Y. M. C, A.; and is a 
Soy Scout commissioner for the bor- 
ough. He is executive secretary and 


New Jersey Homing 
and only recently re- 
turned from Fort Benning, Ga., where 
the concourse has aided the Army Sig- 
nal Corps in its homing pigeon work. 
He holds membership in the Young 
Men’s Republican Club of the county, 
and is a member of the Union County 
Young Republicans, serving on the ex- 
ecutive committee of the latter group. 


O’Gorman, Holmes, Ashby 
To Address N. J. Agents 


The Union County Association of Un- 
derwriters of Union County, N. J., will 
hold a meeting at the Suburban Country 
Club on Thursday, April 4, beginning at 
four o'clock. Action will be taken on 
several proposed amendments to the 
constitution. Speakers will include Wil- 
liam D. O'Gorman of O'Gorman & 
Young, Newark, who is president of the 
National Association of Casualty & 
Surety Agents; H. Donald Holmes of 
Summit, who will explain the new com- 
pany-agency agreement, and William 
Ashby of Newark, who will outline the 
purposes of the “Safe Walker Club.” 
Dinner will be served at 6°30 o'clock. 
Company representatives are invited. 

Harry Rothberg of Plainfield is presi- 


treasurer of the 
Pigeon Concourse, 


dent of the Union County Association 
ond J. Herbert Stevenson is secretary. 
Tickets for the dinner may be secured 
from I, Cardonsky, 1139 E. Jersey 
Street, Elizabeth, N. J. 





for answering questions from the floor. 
Each forum will be headed by an ex- 
perienced leader, assisted by men quali- 
fied in that subject. The complete forums, 
will constitute the three convention ses- 
sions on Wednesday and Thursday, April 
23 and 24. Discussion leaders signed 
up so far are as follows: 


The profit motive: Richard H. McLarry, 
Dallas, discussion leader, assisted by John M. 
Harrison, resident vice-president, Marsh & 
McLennan, Minneapolis; Harold W. McGee, 
president, the Profit Motive Institute, Los 
Angeles; Walter Meiss, execut.ve general agent, 
London Assurance, New York 


Modern selling: Lorren W. Garlichs, St. 


Joseph, discussion leader, assisted by Milton W 
Mays, acting director, Business Develonment 
Office, New York; Lytle H. Moore, district 
manager, Travelers Fire, Kansas City; Stuart 
Ragland, Richmond, president, Virginia Associa 
tion. 


Geared for profitable production: Oscar Beling, 
Royal-Liverpool Groups, New York, discussion 
leader, assisted by John W. Carswell,Savanah, 
president, Georgia Association; Terrell Woolsey, 
Lake Charles, La.; W. Ray Thomas, Pittsburgh. 

Rural business: ‘Alex H. Case, Marion, Kansas 
Association; Howard Bradshaw, Delphi, vice- 
president, Indiana Assoc ation; Rush W. Carter, 
farm ns, Aetna Fire, Chicago. 


SPEND EASTER IN FLORIDA 


President Harry M. Albert of the 
Pennsylvania Association of Insurance 
Agents, Mrs. Albert and their daughter, 
Miss Jane Albert, have been spending 
their Easter vacation at the Palm Beach 
Biltmore in Palm Beach, Fla. The Al- 
berts reside at Stroudsburg, Pa. 


INS. WOMEN HEAR TRAYNOR 


N. B. & M. Publicity Director Tells Club 
How Local Agency Advertising Can 
Stimulate Production 


Insurance women in Staten Island 
have a club which hears experts out-' 
side of its own organization talk at its 
meetings. On March 26 the speaker was 
William J. Traynor, publicity director 
of the North British & Mercantile 
Group. The meeting was held at the 
Meurot Club, St. George. 

Mr. Traynor’s talk, which had as its 
topic, “Local Agency Advertising,” told 
of the development of advertising in fire 
insurance, and he illustrated how busi- 
ness building is achieved through adver- 
tising copy and also its corollary affilia- 
tions, including direct mail. He gave 
a number of examples illustrating sales 
appeal, with some demonstrations of 
ways in which an insurance agency can 
stimulate production. 





PROTEST HOLC AGREEMENT 


Ohio Agents’ Association Holds Owner 
of Distressed Property Is Not 
Protected By Insurance 
Resolutions protesting against the 
“Agreement for Tax and Insurance Ac- 
count,” formulated by the Home Own- 
ers Loan Corporation under the Mead 
Act, addressed to the HOLC and to the 
company members of the Stock Com- 
pany Association and the Mutual Com- 
pany Association, were adopted at a 
special meeting of the Ohio Associa- 
tion of Insurance Agents, March 19, 
The meeting was made up of officers 
and trustees of the association, repre- 
sentatives of the forty-six local boards 
in the organization and the county con- 
tact men from counties where there are 
no local boards. More than fifty were 
present, representing all sections of the 
state. William <A. Earls, Cincinnati, 
president of the association, presided, 
and two representatives of the HOLC 

were present. 

The special meeting was called as a 
result of complaints from members that 
under the agreement the equity of the 
owner of distressed property is not 
protected by insurance and that agents 


of the HOLC are soliciting insurance 
throughout the state. The representa- 
tives of the HOLC present agreed to 


take immediate steps to remedy the lat- 
ter complaint. President Earls said he 
had reason to believe the agreement will 
be amended so as to protect both home 
owner and local agent. 





Pa. Department to Revise 
Agents’ and Brokers’ Rules , 


The Pennsylvania Insurance Depart- 
ment is now taking steps toward a 
restatement of regulations governing the 
licensing and activities of local agents 
and brokers. At a recent conference 
with representatives of insurance in- 
terests in Harrisburg Insurance Com- 
missioner M. H. Taggart presented cop- 
ies of the tentative proposals of the 
Department and asked for suggestions 
and criticisms. These will be considered 
fully and later a final ruling will be 
made. 


WILL ADDRESS GENERAL AGENTS 

The American Association of Insur- 
ance General Agents announces three 
speakers for the annual meeting at the 
Baker Hotel in Dallas, April 17-19. These 
speakers are H. C, Conick, assistant 
United States manager, Royal-Liverpoo! 
Groups; Eric C. Gambrell of Seay & 
Hall Agency, Dallas, and Kemp S. Dar- 
gan of Cravens, Dargan & Co., Houston. 


TO HEAR DURYEE TODAY 
George S. Duryee, survey manager of 
the metropolitan and suburban division 
of the Home of New York, will speak 
on “Why a Schedule?” at the monthly 
meeting of the Richmond County Asso- 
ciation of Local Agents at noon today 





at the Club Meurot in St. George, Staten 
Island. 
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Hartford-New York City Insurance 
Entente Cordiale Shown in Basketball 


Hartford-New York City insurance en- 
tente cordiale has been given quite a 
stimulus by inter-city visits of basket- 
ball teams. The Royal-Liverpool team, 
champion of the New York City Insur- 
ance Basketball League, recently played 
the London & Lancashire in Hartford, 
where it was entertained by the London 
& Lancashire organization of which 
Gilbert Kingan is United States man- 
ager. The London & Lancashire team 
later came to New York for an exhibi- 
tion game with the New York champions 
and they were entertained by the Royal- 
Liverpool organization of which Harold 
Warner is United States manager. The 
Travelers New York team also played 
in Hartford and the Hartford team 
played a return engagement here, and 
each of these organizations showed at- 
tention to the teams of the visiting cities. 

Executives Entertain Teams 

When the Royal-Liverpool party ar- 
rived in Hartford from New York in 
February they were met at the station 
and taken to dinner at the Bond Hotel, 
among those present from the L. & L. 
organization being John Urmson, vice- 
president and secretary, London & Lan- 
cashire Indemnity; Clarence A. Tillot- 
son, assistant secretary Orient; and Wil- 
liam Flett, assistant secretary L. & L. 
Indemnity. After the game the party 
adjourned to the Indian Hill Country 
Club where the London & Lancashire 
entertained the New Yorkers with a 
buffet supper and dance. Gilbert Kingan 
was host. The Royal-Liverpool won the 
game it played in Hartford. 

This event had a sequel in a visit 
here of the London & Lancashire which 
played the Royal-Liverpool in an exhibi- 
tion match at which time the Travelers 
home office team also played the local 
Travelers team. This basketball double 
header was sponsored by the Royal- 
Liverpool Groups and was played at the 
Downtown Athletic Club on March 22, 
receipts going to the Finnish Relief 
Fund, Inc. About 600 spectators were 
present. Score of each contest was 
34-22 and both were overtime contests. 

The London & Lancashire team was 
accompanied to New York by several 
members of the executive staff, including 
United States manager Gilbert Kingan; 
W. W. Smith, vice-president of L. & L. 
Indemnity Co.; and Messrs. Willian 
Flett and Clarence A. Tillotson. 

The L. & L. visitors were met at 
the train by M. H. Grannatt, assistant 
U. S. manager of the Royal-Liverpool 
Groups. Mr. Grannatt is a_ basketball 
fan and his son, Kenneth, was a center 
on the Lehigh team. The latter is with 
the Globe Indemnity, but is not playing 
in the insurance league. The Hartford 
players were conducted to the Royal 
suilding where United States Manager 
Harold Warner, President O’Neill of the 
Royal Indemnity and Eagle; and Ken- 
enth Spencer, president of Globe Indem- 
nity, were hosts at luncheon. Immedi- 
ately following the games the Royal- 
Liverpool and London & Lancashiré¢ 
basketball teams, and H. K. Green, 
metropolitan manayer.of London & Lan- 
cashire, were guests of Harold Warner 
in the Sunset Terrace room of the club. 

The League 

The Insurance Basket Ball Leaeue of 
New York, of which the Rovyal-Liver- 
pool has won the championship in four 
of the last five seasons, is composed of 
that group; the America Fore, Travelers, 
Marsh & McLennan, Great American, 
North British & Mercantile and the 
Mortgage Corporation, the latter not be- 
ing in the insurance business. Games 
are played at the Crescent Athletic Club 
gymnasium in Brooklyn twice a week. 
Average attendance is 300. Captain of 
the Royal-Liverpool team is John 
Naughten of the Royal Indemnity’s claim 
service department of the Royal-Liver- 
pool, Coach is Harry Pollack, supply 


department ef the Royal-Liverpool fire 
companies. Captain of London & Lan- 
cashire team is Elmo Gavello. Manager 
is Ernest Abbe. Coach is Carl Edmund. 
Manager of the Travelers New York 
team is Edward Kennedy, casualty un- 
derwriter, and manager of its Hartford 
team is Walter Hussy of the Charter 
Oak. 

The first Insurance Basket Ball League 
of New York was organized in 1927-28 
and was an eight team circuit. First 
championship was won by the L. & L. & 
G. team. Chubb & Son, then in the 
league, had championship in 1928 - 29. 
Queen won next year. During the depths 
of the depression the league was quies- 
cent. In 1934 it started up again, and 
Wilfred Kurth, then president of the 
Home, offered a trophy, winner of which 
had to win three championships, and this 
trophy was eventually won by the Royal- 
Liverpool. Then Harold Warner offered 
a trophy which also, to be kept perma- 
nently, must represent a three times 
championship. 


A.D.T. Makes Impressive 
Report on 1939 Performance 
The American District Telegraph Co., 

which made many friends among fre 

companies and their agents by reason 
of the long-term performance record 
of its electric protective devices in mini- 
mizing fire and burglary losses, makes 
an impressive statistical report on its 
operations during 1939. Under the head- 
ing of sprinkler supervisory and water- 
flow alarm service this company took 
care of 101,783 alarms indicating im- 
pairment of sprinkler systems. In addi- 
tion 1,720 waterflow alarm calls were 
handled, indicative of fire conditions or 
serious leaks. The percentage of fire 
and water damage losses to insurable 

values of protected properties, A.D. T. 

proudly reports, was 48/1,000ths of 1%. 
Reporting on the extent of its watch- 

man supervisory and manual fire alarm 

service during 1939, the A. D. T. company 
investigated 178,391 failures of watchmen 
to signal on schedule, an indication of 
its helping hand in guarding against 
man-power failure. The total number 
of alarm signals supervised was ap- 

proximately 300,000,000, hence A.D. T.’s 

patrol efficiency was 99.95%. There 

were 1,307 manual fire alarms handled. 

The company estimates that percentarve 

of fire losses to insurable values in its 

watchman supervisory division was 

25/1,000ths of 1%. 

As to the effectiveness of A.D. T. 
burglar and holdup alarm facilities the 
1939 result shows that 421 burglars were 
captured as a result of its alarms, and 
that the percentage of losses in attacks 
on A. D.T. protection to insurable values 
protected was 8/1,000ths of 1%. 


Skandinavia Income and 


Assets Increased in 1939 


The United States branch of the 
Skandinavia of Copenhagen, which writes 
fire reinsurance in this country, reports 
increases in assets and premium income 
in its annual statement of December 31, 
1939. Admitted assets are $2,188,384, an 
increase of $118,993. The surplus to 
policyholders consists of statutory de- 
posits of $200,000 and net surnlus of $878.- 
391, making a total of $1,078,391. This 
is nearly $30,000 above the 1938 figure. 

The unearned premium reserve is 
$910,331, which compares with $818,525 
the year before. Total liabilities amount 
to $1,109,993 and these are more than 
protected by United States Government 
bonds valued att $1,221,183. Besides 
the company has cash holdings of $315,- 


799 


Hartford Colleges 


(Continued from Page 1) 





masterpiece of large home construction. 
Rooms on the first floor are panelled in 
gum, circassian walnut, mahogany and 
oak. The windows are deep set and of 
small panes of glass set in lead. The 
main entrance hall is floored with tile 
and the stairway leading from it to the 
second story is ornamented with hand- 
carved woods. On the third floor there 
is a beautiful and spacious study. The 
grounds are beautifully landscaped. In 
the front and behind the brick wall 
there is a luxurious growth of mountain 
laurel and other shrubbery. Elm, maple 
and fir trees are appropriately arranged. 
At the back is a small orchard of apple 
trees, a large space suitable for parking 
cars, a garage and at the rear of the 
property is a small house, formerly used 
as a greenhouse. 

Farwell Knann, president of the Hart- 
ford College of Law, said: “For several 
years the law collese has been strug- 
sling under the handicap of insufficient 
funds for its purposes, a difficulty which 
at times has severely crippled the efforts 
of the facultv and of the board. Boys 
are coming from all over the State of 
Connecticut from western Massachusetts 
to the law classes in numbers which re- 
quire an early solution of the fousing 
problem. With the aid of a small group 
of donors, the college has managed to 
meet most of its modest bills for main- 
tenance and operation, but the time has 
come when the school should be placed 
upon a permanent and _ self-sustaining 
basis which will enable it to perform, 
without hindrance, its duty to people of 
this and other New England states.” 

Harlan S. Don Carlos, president of 
the Hartford College of Insurance, said: 
“The Insurance College plans to admit 
students from other states and _ locali- 
ties for whom there is not now suffi- 
cient space. The Jacobus property of- 
fers an appropriate answer to this prob- 
lem, and provides ample space for such 
growth as the board feels justified in 
anticinating in the light of the wide- 
spread interest the school has aroused.” 





Late D. M. Darby 


David M. Darby, veteran New York 
City fire insurance producer, who died 
last week at the Wickersham Hospital 
at the age of 75 years, was one of the 
city’s prominent agents for many years 
prior to his withdrawal in 1925 from 
the well known agency of Darby, Hooper 
& McDaniel. The agency today bears 
the name of McDaniel, Maeser & Co., 
and is headed by Clarence McDaniel. 
It has always ranked as one of the 
leading offices in the metropolitan field. 
Mr. Darby is survived by his widow 
and three daughters, Mrs. Howard E. 
Duryea, Mrs. Natalie Hopper and Mrs. 
Helen Goodrich. 

Mr. Darby started his insurance career 
with the Norwich Union Fire and next 


Prominent in N. Y. 


was with the Home of New York, rising 
to the post of counterman in the local 
department, Following this he became 
local secretary of the Caledonian. When 
that company, about ten years later, 
gave up its local department the firm 
of Darby & McDaniel was formed in 
1911, representing the Caledonian and 
other companies. In 1914 George G. 
Hooper joined the agency bringing with 
him the Insurance Co. of North America. 

In 1925 Mr. Darby retired from the 
agency and for awhile was associated 
with Fred S. James & Co. He resigned 
to form the New York agency of Darby 
& Pollock. He had a Summer home 
i. Westport, Conn., and there also con- 
ducted an agency. His residence was 
in Brooklyn. 
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Tobacco Warehouse Policies Held to 
Cover Beyond Receiver's Interests 


Tobacco in the possession of the re- 
ceiver for a warehousing company was 
completely destroyed by fire. The to- 
bacco had been insured with various 
companies to the aggregate sum of $39,- 


000. Its appraised value was $35,654, but 
the receiver’s interest in it was ‘only 
$22,458. This amount was paid by the 


insurance companies immediately upon 
its ascertainment, disclaiming greater 
liability under the terms of the policies. 

June W. Gayle and others had pur- 
chased the insured property with funds 
advanced by the warehousing company 
and it was stored in the latter’s ware- 
house. Subsequently the receiver was 
appointed. When placed in receivership 
the warehouse company held policies in- 
suring the tobacco against fire which it 
transferred to the receiver. Upon their 
expiration, new policies were obtained by 
the receiver, in amount, terms and cov- 


erage identical with the old, and issued 
by the same insurers. 

The receiver not being an operating 
receiver, sought to convert the ware- 
house company’s assets into cash so as 
to expeditiously discharge the obliga- 
tions of the estate. He entered into a 


contract with the owners of the tobacco 
which gave the latter the right to ob- 


tain private bids for the tobacco, the 
receiver to be first reimbursed out of 
its avails to satisfy his lien with in- 


terest, insurance and carrying charges, 
and the residue of the purchase price to 
become the sole property of the owners. 
Declaration of Limited Liability Sought 

In these circumstances, Gayle and 
others asserted an interest in the to- 
bacco and in the coverage of the poli- 
cies, under contract with the receiver, 
the insurance companies brought an ac- 
tion for a declaration of limited liability 


against the receiver and Gayle and 
others under the Federal Declaratory 
Judgment Act, Section 274-d, Judicial 


Code. 

The Federal District Court for eastern 
Kentucky adiudged that there was no 
liability of the receiver to Gayle and 
others for loss sustained by the latter 
through the fire, upon an interpretation 
of the contract between the receiver and 
Gayle and others and because of a dis- 
claimer therein of the receiver's liability. 


interest in the insured property was cov- 
ered by the insurance companies as 
written. 

Claimants Had Insurable Interest 


Affirming the judgme nt of the District 
Court the Sixth Circuit Court of Appeals 
held, American Eagle Fire v. Gayle et 
al., 108 F. 2d, 116, that the claimants, 
Gayle and others, had an insurable in- 
terest in the property, without regard 
to whether the legal consequences of 
vague terms of their contract with the 
receiver placed ownership of the tobacco 
in the claimants, subject to the receiver's 
lien for advancements, insurance and 
carrying charges, or whether legal title 
cinta to the receiver subject to equi- 
table interest in the claimants to the 
extent of profits derived from its sale. 

In the situation disclosed, the court 
concluded, and under the terms of the 
contracts, the subject matter of the in- 
surance was tobacco in storage, and the 
policies were more than contracts for 
the indemnification of the receiver. The 
exemption of the estate from liability to 
the claimants by the receiver’s contract 
with them could not avail the insurers, 
and the policies did not require that the 
liability of the insured to others in in- 
terest be adjudicated. 

Contention of Insurers 

The insurance companies contended 
that in their contracts they did not in- 
sure the tobacco but merely agreed to 
indemnify the receiver, and that the 
limit of their obligation was the re- 
ceiver’s interest in the pronerty. They 
did not intend to insure the plaintiffs. 
They could not know that the plaintiffs 
had interest in the property, nor in 
view of fluctuating markets, diversity of 
grades and changing physical conditions, 
could they know or be expected to know 
that the total coverage exceeded the 
value of the receiver’s interest, and that 
they were collecting premiums beyond 
the protection afforded. They relied on 
the sole ownership provision in the con- 
tracts and if that was broadened by the 
proviso extending the coverage plaintiff’ s 
interest in the tobacco was not an in- 
terest for which the insured was “legally 
liable,” and the property was not “mer- 
chandise held in trust,” or “on commis- 
sion,” or “on joint account with others” 


of these contentions, that the insurance 
contracts were originally entered into 
with the warehousing company, the in- 
ference being that they contemplated in- 
suring property held by the warehouse 
in other than unconditional and sole 
ownership. The new policies were but 
continuations of the old, with identical 
terms. The receiver, in his right to in- 
surance pro.ection for himself or other 
parties in interest, stood in the shoes of 
the warehouse company. The companies 
did not avoid the policies because of 
breach of the sole ownership provision, 
but paid the receiver the amount ascer- 
tained to cover his interest in the insured 
property. 

The court rejected the contention that 
the receiver owed no duty and therefore 
had no legal liability to the plaintiffs in 
respect to the restored property. It fol- 
lowed Home v. Baltimore Warehouse 
Co., 93 U. S. 527, 544, 545, decided in 
1876, where it was held that a warehouse- 
man even though he made no charge to 
customers for insurance, and even 
though the customer was not informed 
of the existence of the policy, held goods 

“in trust” within the meaning of a sim- 
ilar policy provision, and the goods hav- 
ing been destroyed by fire, the insured 
was entitled to recover their entire value, 
applying so much as necessary to cover 
his own interest and holding the re- 
mainder as trustee for the owner. 

That opinion followed the English rule 
announced in the cases therein cited. 
And a waiver or limitation upon the lia- 
bility of the bailee to the bailor was of 
no importance in construing the policy. 
That provision merely relieved the bailee 
from liability as an insurer. It did not 
amount to an engagement that the ware- 
house would not obtain insurance of the 
property from some corporation author- 
ized to insure, 


SPEAKS IN PITTSBURGH 

Walter A. Bell, special agent of the 
America Fore Group in Pittsburgh, de- 
livered an address on “Use and Occu- 
pancy Indemnity” at a recent joint lunch- 
eon meeting of Pittsburgh insurance and 
credit men. The subject had been se- 
lected by a poll of the members of the 
Credit Men’s Association of Western 
Pennsylvania, and this was the third in 


the present series of meetings in con- 
nection with a program of cooperation 
between the insurance and credit men 


of Pittsburgh. Mr. Bell graphically il- 
lustrated his subject matter. 





1940 DIRECTORY OF ADJUSTERS 


Best’s New Edition Also Includes 
Investigators; National Ass’n of 
Independent Ins. Adjusters 

The latest publication of A. M. Best 
Co., Inc., is “Best’s Directory of Ad- 
justers and Investigators, 1940.” It is the 
tenth annual edition. Each adjuster and 
investigator whose name is mentioned 
has been recommended by insurance 
companies and has been carefully inves- 
tigated otherwise. 

The book also contains the purposes 
and aims of the National Association of 


Independent Insurance Adjusters and 
gives its code of ethics. The president 
of the association is V. A. Nichols, 


Washington, D. C. Secret tary-treasurer 
is William H. Moore, Wichita, Kansas, 
The association has the following com- 


mittees: representative on national con- 
ference committee on lay adjusters, 
membership, legislative, relationship, 


grievance forms, unauthorized practice 
of law, publicity and promotional, cas- 
ualty and allied lines, fire and _ allied 
lines, directory. 

The book gives personnel of Interna- 
tional Claim Association. President is 
Daniel J. Reidy, Guardian Life; vice- 
president is John T. Bost, Imperial Life 
of Canada; secretary is Louis L. Gra- 
ham, Business Men’s Assurance, and 
treasurer is F. L. Templeman, Maryland 
Casualty. 

LOWER FIRE RATES FOR QUEBEC 

Following negotiation between  off- 
cials of the Canadian Underwriters As- 
sociation and the mayor of Quebec City, 
announcement has been made of lowered 
fire rates on private property in the 
city, effective as of February 1, 1940. 
The reduction takes into account a new 
scheme for the division of the city into 
two sections with variable rates, not 
applicable to industrial or business prop- 
erties. According to an official an- 
nouncement by Mayor Borne of Quebec, 
the city requested the Canadian Under- 
writers Association to undertake one of 
its periodical surveys to ascertain wheth- 
er the structural improvements in resi- 
dential districts might warrant revised 
fire insurance rates. Stricter building 
by-laws adopted several years ago have 
now reflected in reduced fire risk. <A 
new rating system on a three-year basis 
for unexposed dwellings has now been 
introduced following the C.U.A. survey. 


PARKER ON FIRE RATING 


Willard CC, Parker, fire insurance 





A judgment was entered for Gayle and or “sold but not delivered.” Finally they BOSTON-OLD COLONY DIVIDENDS rating and appraisal engineer of the 
others in a sum aggregating the differ- irgued that any liability of the receiver Directors of the Boston Insurance Co. KF iremen’s, spoke before the Ironbound 
ence between the amount paid by the was expressly waived and released by a have declared a quarterly dividend of $4 Manufacturers Association at its din- 
insurance companies to the receiver and provision in his contract with the plain- a share, payable April 1 to stockholders ner March 13 at the Newark A. C. 
the value of the insured property at the — tiffs in consideration of the fact that no of record March 20. Directors of the His topic was “Fire Insurance Rating 
time of destruction. storage fee was to be charged the plain- Old Colony have declared a quarterly in Newark.” He was introduced by 
On appeal by the insurance companies _ tiffs. dividend of $5 a share, also payable [Fred H. Rolin, Jr., of Puder & Puder, 
Gayle and others contended that their The court said, in respect of the first April 1. chairman of the program committee. 
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Fire Insurance Chairman 


Of Boy Scout Fund Drive 


ALBERT N. 


BUTLER 


Albert N. Butler, vice-president of 
Corroon & Reynolds, Inc., New York 
City, has been appointed chairman otf 
the fire insurance division for the an- 
nual drive for maintenance funds by the 
Boy Scouts Foundation of Greater New 
York. Last year President Harold V. 
Smith of the Home of New York was 
chairman. While still deeply interested 
in the fund Mr. Smith was unable to 
accept again this year. 





Generous Response Given To 
Finnish Relief Bridge Party 


The insurance fraternity is respond- 
ing generously in supporting plans of 
the New York Insurance Bridge League 
for a bridge party for the benefit of 
Finnish civilian relief, which will be 
held on April 29 at the Hotel Biltmore, 
it was announced this week by Harry 
Lees, United States Fidelity & Guar- 
anty, chairman of the committee in 
charge of the program. 

A number of prominent insurance ex- 
ecutives have agreed to become patrons 
of the affair, Mr. Lees added. In ad- 
dition, an anonymous supporter has of- 
fered to pay the cost of printing post- 
ers, tickets and other material neces- 
sary for the party. Tickets, which will 
be $1 each, will be in the hands of the 
companies shortly. E. A. Mason, noted 
bridge authority and teacher, has con- 
sented to take charge of the party, 
Mr. Lees announced. 





Nebraska Dep’t to Survey 


Fire Rates and Commissions 


The Nebraska Department of Insur- 
ance is getting ready to make a com- 
prehensive study of the rates of fire in- 
surance companies Insurance Director 
Smrha says. Although the department 
does not have rate making power it 
does have authority to provide that rates 
shall be uniform as to classes of hazards. 
The department has no means at present 
of determining rates charged are uniform 
unless companies have filed with the de- 
partment the schedules of rates which 
govern their business. In making the 
survey the department will also make 
investigation as to commissions of agents 
since commissions have a direct relation 
and bearing upon rates Mr. Smrha ex- 
plained. 





EDWIN E. COOK DIES 
Edwin E. Cook, insurance broker and 
a member of the Shriners, died March 
23 of a heart attack at his home in East 
Orange. He was 55. He had lived in 
Bloomfield for forty-five years before 
moving to East Orange four years ago. 


NORTH AMERICA PROMOTIONS 





Eisenbrey Secretary-Treasurer; Farnum 
and Miller Ass’t Secretaries; 
Other Advancements 
J. Kenton Eisenbrey has been elected 
secretary-treasurer of the Insurance Co. 
of North America and Henry W. Farnum 
and B. Bruce Miller have been made 
assistant secretaries. They hold the same 
nosts also with the Alliance and Phila- 
delphia Fire & Marine. Joseph Brown 
has been appointed assistant ocean 
marine manager and Alfred H. Lee 

manager of the cotton department. 


Allen Resigns U. S. Post 
To Rejoin Home of N. Y. 


The resignation of George E. Allen as 
a commissioner of the District of Colum- 
bia, effective April 15, so that he can 
resume his duties as a vice-president of 
the Home of New York, has been ac- 
cented by President Roosevelt. 

Mr. Allen, who was first appointed 
a commissioner in 1933, had resigned 
from this post in May, 1938, because of 
his desire to return to the company, 
but in June, 1939, was recalled by Presi- 
dent Roosevelt to assist in plans involv- 
ing reorganization of the government of 
the District of Columbia. 


Washers Insurance Ass’n 
Makes Two Promotions 


FINLAY EXECUTIVE ASSISTANT 





Has Been With Association Since 1928; 
Germain Appointed Field Manager 
at Philadelphia 
George H, Finlay has been appointed 
executive assistant of the Factory Insur- 
ance Association and will, commencing 
approximately April 8, make his head- 
quarters at the home office in Hartford. 
He will be in charge of the inspection 
and engineering departments and of loss 
adjustments, under Assistant Manager 

H. E. Adams. 

Mr. Finlay is well fitted for his new 
position. Entering the employ of the 
association on July 1, 1928, immediately 
following graduation from Worcester 
Polytechnic Institute with the degree of 
Jachelor of Science in mechanical engi- 
neering, he was at the outset a travel- 
ing inspector but was located at Raleigh, 
N. C, in 1929 and in 1930 ws transfe rred 
from there to Syracuse, N. Y 

In 1931 he was appointed special agent 
and given charge of the association’s 
Pittsburgh district and in 1934 became 
field manager with headquarters at Phil- 


adelphia; in this latter position he has 
supervised the association’s business in 
Pennsylvania, Delaware, southern New 
Jersey, Maryland and the District of Co- 
lumbia. 

In the aftermath of the New.England 
hurricane in 1938 MfY.; Finlay, ,over a 
period of several months, devoted his 
entire time to the adjustment of many 
of the major losses in New England 
which were suffered by the association 
in that disaster. 

J. Howard Germain, who has” served 
the association during the past three 
years as Mr. Finlay’s assistant at Phila- 
delphia, has been advanced to become 
field manager succeeding Mr. Finlay in 
that post. Mr. Germain went with the 
association on July 1, 1929, immediately 
upon being gr raduated from Worcester 
Polytechnic Institute where he received 
the degree of Bachelor of Science in me- 
chanical engineering. After a vear as 
a traveling inspector he was brought into 
the home office as supervisor in the in- 
spection department, serving in that ca- 
pacity until he was sent to Philadelphia 
in January, 1937, as a special agent. 





The executive committee of the New 
York Fire Insurance Exchange has 
elected John W. Nichols of the Queen 
as chairman and William A. Riordan of 
the Automobile as vice-chairman. 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 








At a recent fieldmen’s convention at 
the home office of a well known group 
a good stunt was put on in the shape 
of “Professor Quiz and 
Whiz.” Every fieldman was requested 
to step up and take a question paper 
The slips of paper had 
with the name of the 
propounding 


Professor 


out of a box. 
various questions, 
officer of the company 
same, and the recipient had to answer 
yes or no, or if not possible to answer 
yes or no, to reply tersely. When he 
answered the question unsatisfactorily, 
the officer had to state why and tell 
what was desired. One question that 
provoked a good deal of merriment was: 
“What is the name of the lady most 
frequently mentioned in special agents’ 
expense accounts ?”—The answer “Miss- 
Cellaneous.” 
a 
Barbarous Customs 

A hick town is one where the bell- 
boys slap you on the back and call you 
“pal” or “buddy” right off the bat, as 
a gesture of welcome. Another bar- 
barous custom, also indulged in in 
movie theatres, is the habit of railroad 
passengers putting their feet in the 
space where their feet stick into your 


through the back of your seat into your 
back. 
* a * 

U. & O. Coverage Still a Puzzler 

The trouble with use and occupancy: 
It is still too complicated for the aver- 
age agent and average customer. 

x * x 
Fireproof Building Fires 

A lot was written about the destruc- 
tive fire in Buffalo in a fireproof_build- 
ing. When visiting Peterboro in Ontario 
years ago | viewed the remains of the 
fire-proof and sprinklered Quaker Oats 
plant, an actual total loss. Even though 
sprinklered an explosion wrecked the 
sprinklers, and the ensuing fire, which 
was very hot on account of the grain 
dust and cereals, created a degree of 
heat which almost melted everything. 
I think the low theoretical rates which 
apply to risks of this kind make the 
class somewhat undesirable from an un- 
derwriting point of view for large net 
lines. 

I know of a case which happened, I 
think, in New Jersey years ago, where 
a two-story fireproof storehouse was 
destroyed or wrecked and all contents 
destroyed, also on the second floor, 
though actual fire never reached there, 
through the fact that builders had left 


concrete floor (which had not been 
plugged up) with the result that, enough 
heat passed through it from the first 
floor, caused by the confined heat on 
the first, to incinerate everything on 
the second (by the hot gases generated). 

In the Rochester conflagration, about 
1906, the contents of a fireproof depart- 
ment store were completely incinerated 
though the building was damaged only 
50% to value. 


O’MALLEY PLEADS NOT GUILTY 

R. Emmett O'Malley, former State 
Superintendent of Insurance, was re- 
leased on $10,000 bond in St. Louis on 
March 18 by Circuit Judge Ernest F. 
Oakley after being arraigned on a charge 
of accepting $24,000 bribe while a public 
officer. He pleaded “Not Guilty.” O’Mal- 
ley appeared before Judge Oakley less 
than eight hours after he was released 
from the Federal prison at Leavenworth, 
Kans., where he had served 296 days for 
Federal income tax evasion. 





LOUISVILLE FIRE LOSSES 

Fire losses in Louisville, Ky., during 
1939 fell below the average of the years 
1930-1939, but still amounted to $1,534 a 
day, Fire Chief E. A. McHugh reported 
to the National Board of Fire Under- 
writers. The 1939 loss was approximatc- 
ly half that of 1937, when the Ohio River 
flood hampered fire fighting and the 
total fire loss for the period was $1,- 
051,574 as compared to about $550,000 
in 1939. The yearly average for the 
decade amounted to $689,200. 





PERCY T. TEBBY DIES 


Percy T. Tebby, member of the staff 
of the examining bureau of the New 
York Fire Insurance Exchange, died of 
a heart attack March 19 at his home in 
Rockville Centre, L. I. He was 49 years 
old and had been in insurance thirty- 
two years. He served Hanover Fire and 
Commercial Union and in 1930 started 
his own agency. He joined the ex- 


RECOVERY ON POLICY DENIED 


Question Arose as to What Extent 
Agent Must Be Intoxicated to Be 
Unable to Make Contract 
In an action to cancel a fire policy 
the plaintiff company urged that its 
agent had been drinking heavily about 
two weeks prior to a‘fire which de- 
stroyed the property and was unable to 
enter into any contract which would 
bind him or the company. The Arkansas 
Supreme Court, Garmon v. Home of 
New York, 126 S. W. 2d. 621, was un- 
able to say as a matter of law that 
when an insurance agent is able to 
write and deliver a policy of insurance 
he is capable of making a contract. Nor 
could it say as a matter of experience 
to what extent a man must be intoxi- 
cated to be unable to bind himself or 
his company, especially under such cir- 
cumstances as appeared in this case. The 
defendant sought recovery on the policy. 
The policy was a valued one. The 
court said that the trial court “might 
well have found there was fraud in the 
procuring of this policy upon property 
worth less than one-fifth of the amount 
of insurance or that the insurance con- 
tract was corruptly collusive. However, 
we hesitate to believe that condition 
prevailed. We also hold that if the de- 
fendant did not set fire to and destroy 
the house the circumstances in proof 
tend to establish, at least, a plan and 
design to profit greatly, more than five- 
fold, at the expense of the insurance 
company, whose premium had _ never 
been paid and was not tendered until 
some days after the fire. The fact that 
a policy had been issued was not re- 
ported to the insurance company prior 
to the report that the property had 
been burned.” Recovery on the policy 

was denied. 








PARAMOUNT LICENSED IN VA. 


been li- 


The Paramount Fire has 




















seat, and worse, putting their knees a small pipe opening through the solid change in 1938. censed in Virginia. 
+ + 
Fire Reinsurance 
INSURANCE COMPANY, LTD. 
UNITED STATES BRANCH 
Statement December 31, 1939 
ADMITTED ASSETS LIABILITIES 
Cash in Banks and Trust Companies $ 315,798.88 Reserve for Unearned Premiums....... ......$ 910,331.29 
*U. S. Government Bonds 1,221,183.47 Reserve for Losses..................... 124,662.17 
*All other Bonds and Stocks 167,537.46 Reserve for all other Liabilities................... 75,000.00 
First Mortgage Loans 323,650.00 
Real Estate peer 85,500.00 $1,109,993.46 
Net due from Insurance Companies 63,581.94 STATUTORY DEPOSIT .......... $200,000.00 
(Not over 90 days due) SURPLUS Lite oe oe oe ee es 878,391.07 
Accrued Interest 11,132.78 SURPLUS TO POLICY HOLDGRS......6. 60.285. 1,078,391.07 
$2,188,384.53 $2,188,384.53 
*Valuation on basis prescribed by National Association of Insurance Commissioners. Securities carried at $304,215.53 in the 


above statement are deposited as required by law. 
Stocks owned, the Total Admitted Assets would be increased to $2,268,313.36 and the Surplus to Policyholders to $1,158,319.90. 


Sumner Ballard, President 


On basis of December 31, 


REINSURERS UNDERWRITERS CORPORATION 
United States Manager 


F. Kortenbeutel, Vice-President and Secretary 
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H. A. Siemon, Vice-President and Secretary 


80 John Street, New York, N. Y. 
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New Orleans Court Rules Against 
Insurer in Freeze Policy on Fruits 


The Fifth United States Circuit Court 
of Appeals, New Orleans, has affirmed a 
judgment of the Southern Florida Dis- 
trict, against the American of Newark, 
awarding $85,317 to the Gentile Brothers 
Co. for loss under a policy covering cit- 
rus fruit against freeze damage. There 
was also similarly awarded $9,000 for at- 
torney fees plus court costs. The court 
took the position that the American’s 
contract was a valued policy rather than 
an open policy. 

The record shows that in 1937 the 
American issued a $150,000 policy cover- 
ing the Gentile company against wind- 
storm and freeze damage on twenty-five 
citrus fruit orchards in Polk, Putnam 
and Orange Counties, Florida. The con- 
tract covered a crop estimated by two 
experts at 187,500 boxes valued at eighty 
cents per box at a premium of 5% or 
four cents per box. It was provided that 
no loss would be paid if less than 10% 
damage from freeze occurred, and in 
the event of loss the remainder of the 
crop would constitute salvage and to be 
credited against the face of the policy. 


Extent of Damage 


The crop, according to the record, was 
damaged by a freeze December 6, 1937. 
In its suit, the citrus fruit company al- 
leged damage in excess of the 10% and 
recounted it had sold the balance of the 
crop as salvage. Prior to the freeze, 
47,681 boxes had been shipped, leaving 
a balance of 139,819 boxes. Against this 
latter figure, salvage of $26,538 was re- 
covered. Suit was filed June 1, 1938, and 
on July 5, 1939, a motion for summary 
judgment filed. 

It was contended by the insurance 
company that the 187,500 boxes were an 
estimate only and intended, with the 
salvage claims, to protect the interest 
of the underwriter and not to make the 
contract a valued policy. The company 
asserted it had not been furnished with 
a proof of loss, setting forth the amount 
of loss or damage resulting directly from 
the freeze; how many boxes were lost, 
the value of fruit lost, or any statement 
showing how the amount claimed was 
arrived at. 


Contentions of Company 


It denied that the loss had exceeded 
10%. It further contended that the “sal- 
vaged” crop had been sold through the 
Tree-Gold Cooperative Growers of Flor- 
ida, of which Lawrence Gentile, presi- 
dent of Gentile Bros. Co., was vice- 
president and general manager, the two 
concerns being under the same manage- 
ment, and that substantial profits en- 
joyed by the Tree-Gold concern should 
be credited in the salvage, a violation of 
fiduciary relationship. The two concerns, 
it was shown, were merged on July 2, 
1938. The insurance company urged that 
the salvage clause and estimate of the 
crop plus the 10% damage limitation 
were for the company’s protection and 
because of them the rate was fixed at 
5% compared with a frost insurance rate 
of 12% in Putnam County and 8% and 
9% in Orange and Polk Counties. The 
windstorm rate of 2% would normally be 
added, but the coverage was included in 
the 5% rate. The coverage was for all 
groves as a single unit. 


Policy Held Valued 


“The appellant contends,” said the Court of 
Appeals, * ‘that its contract of insurance is an 
‘open policy’ and not a ‘valued policy,’ as de- 
fined by the courts. When we come to meas- 
ure the contract with the legal definition of 
‘valued’ policies, its provisions speak out what 
it is and declare it to be a valued policy. 
Under the terms and provisions of the policy 
all the groves were to be considered as a unit 
in the event of a freeze, and the contract is 
explicit in the statement that 187,500 boxes of 
citrus fruit on the groves are insured for eighty 
cents per box—no more and no less, More- 
over, the premium is figured on this basis; 


namely, 5%, or four cents per box, on 187,500 
boxes, $7,500. The experts measured the yield 
and the figures were all agreed upon before- 
hand by the insurer and the insured, and the 
price of eighty cents per box definitely fixed 
the value of the fruit for the purpose of the 
insurance contract. 

“The intention of the parties to enter into 
a valued policy contract is further demonstrated 


by Clause C of the instrument which provides, 
‘The total acreage and all citrus fruit hereunder 
insured and all proceeds therefrom shall be 
considered as a unit in the ascertainment of 
loss, if any, hereunder, subject to the limitations 
and provisions elsewhere in this application and 
policy’; and then the salvage clause, ‘In case 
of loss hereunder all unharvested fruit whether 
damaged or undamaged, shall for the purpose of 
this insurance be considered salvage and this 
company shall be credited with the f.o.b, market 
value of such fruit.’ These provisions answer 
every material defense contended for by the 
defendant. Firmly fixing liability at eighty cents 
per box, under these quoted provisions the de- 
fendant might stand to recoup much, if not all, 
of its loss in the event prices of fruit advanced 
following a freeze, 


“In a valued policy the value of the subject 
matter is agreed upon beforehand. f there is 
anything in the policy which already indicates 
an intention on the part of insurer to value the 
risk and loss, in whatever words expressed, the 
policy is valued. In this contract the value of 
the risk was clearly expressed.” 

The appeals court pointed out that under Rule 
56 of the Rules of Civil Procedure a summary 
judgment is in order where the only material 
issue is the amount of damage, saying: “Faced 
with the motion for summary judgment the ap- 
pellant did not file counter-affidavits, but object- 
ed and excepted going over its original stricken 
defense which we have shown, its insurance 
contract decided freely and fairly against it. 
The court ruled there was no material jury 
question, 














FIRE «+ MARINE + CASUALTY - 


Great American 


Group ot 
Insurance Companies 


New Pork 


CHICAGO MONTREAL ° 


AGENTS EVERYWHERE 


NEW YORK -« 


SURETY 


SAN FRANCISCO 








GREAT AMERICAN INSURANCE COMPANY 


NEW YORK, N. Y. + Incorporated 1872 


GREAT AMERICAN INDEMNITY COMPANY 


NEW YORK, N. Y. + Incorporated 1926 


AMERICAN ALLIANCE INSURANCE COMPANY 


NEW YORK, N. Y. «+ Incorporated 1897 
ROCHESTER AMERICAN INSURANCE COMPANY 


NEW YORK, N. Y. «+ Incorporated 1928 


DETROIT FIRE & MARINE INSURANCE COMPANY 


DETROIT, MICH. + Incorporated 1866 


MASSACHUSETTS FIRE & MARINE INSURANCE COMPANY 


BOSTON, MASS. - Incorporated 1910 


THE NORTH CAROLINA HOME INSURANCE COMPANY 


RALEIGH, N. C. «+ Incorporated 1868 


COUNTY FIRE INSURANCE COMPANY OF PHILADELPHIA 
PHILADELPHIA, PA. + Incorporated 1832 


THE AMERICAN NATIONAL FIRE INSURANCE COMPANY 
COLUMBUS, O. + Incorporated 1914 








DIRECTORS GREAT AMERICAN INSURANCE COMPANY 





DANIEL R. ACKERMAN. . New York City | LOUIS W. DOMMERICH .New York City JESSE S. PHILLIPS....... New York City 
Vice-President and Secretary, Great American L. F. Dommerich & Co., C issi Vice-President, Great American insurance Com- 
Insurance Company om. ware Superintendent of insurance 


JOHN H. HILLMAN, JR...... Pittsburgh of 
Chairman of the Board, Hillman Coal & Coke Co. 


EUSTIS L. HOPKINS. .....New York City 


Chairman of the Board, Bliss, Fabyan & Co., 
Cotton Goods Commission Merchants 


PERCY H. JOHNSTON. . . New York City 
Chairman of the Board, Chemical Bank & Trust Co. 


EARL D. BABST......... . New York City 
Chairman of the Board, American Sugar Refining 
Company Estate Trustee 
H. DONALD CAMPBELL. New York City 


President, Chase National Bank of New York National Sank et 








PHILIP STOCKTON......... 
Chairman of Sapte, Sac, The First 


HOWARD C, SMITH.,.... New York City 


ARTHUR O. CHOATE. .. . New York City : 
' ROY B. WHITE.......... New York City 
Clark, Dodge & Co, SAMUEL McROBERTS... .New York City Setiinth, Cates teen Ghana Gade 
JOHN M. DAVIS........ New York City | ALEXANDER R. PHILLIPS. New York City . 
President. Oetaware, Lackawanna & Western Vice-President, Great American Insurance pesca Bagg ntsc . New York City 
WHERSADILTE, GIG on 55n ccc ccnccsscses New York City 


President, Great American Insurance Company and Affiliated Companies 
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Rhyan Establishes New 
England General Agency 


REPRESENTS THE FULTON FIRE 


Will -Have Offices in ‘lew Haven and 
Also Later at Boston; Served North 
British Group for Years 


Rhyan, secretary in charge 
and special line busi- 
ness for the North British & Mercantile 
Group, has announced his resignation 
from that post to establish a general 
agency in New Haven and Boston, ful- 


Walter R 


of inland marine 





Blank & Stoller. 
R. RHYAN 


WALTER 
filling a long-time desire to return to the 
New England production field. 

Mr. Rhyan started in New England 
as an engineer for the North British, 
subsequently advancing to special agent, 
and finally as a result of the ability he 
demonstrated was appointed executive 
special agent. Several years ago he was 
brought into the home office to take 
charge of the inland marine and special 
line business for the group. 

His past experience makes him well 
qualified both in ability and experience 
to provide to his agency friends in New 
England a well-rounded general agency 
service which should prove of material 
aid to them in increasing and diversify- 
ing their business. 

Mr. Rhyan will represent the Fulton 
Fire, an associate of the Hanover Fire, 
for Connecticut, Rhode Island and Mas- 
sachusetts. Shortly, announcement will 
be made of representation of an addi- 
tional company with Hartford home of- 
fice. Production, service and underwrit- 
ing supervisory offices will be maintained 
in the Trust Company Building, New 
Haven, and later at Boston. Thus, lo- 
cated centrally, Mr. Rhyan’s organiza- 
tion is well situated to provide to New 
England agencies prompt, cooperative 
and helpful service. 


OPENING BALTIMORE BRANCH 


New Appleton & Cox Service Office for 
Va., Md. and D. of C. with 

H. B. DeShields Manager 
Appleton & Cox, Inc., New York, will 
open a branch at 22 Commerce Street, 
Baltimore, April 1, under management, 
of Hoyt B. DeShields, Jr. Mr. DeShields 
has been in the marine business for a 
number of years, with Osborn & Lange, 
Inc., in Chicago, and later with Appleton 
& Cox in New York. Maryland, Vir- 
ginia and the District of Columbia will 

be serviced from the new office. 


. 


SYNDICATES ELECT MANAGERS 


American Marine Seeneenes, Builder's 
Risks and United States Salvage 
Association, Inc. 
Subscribers to the American Marine 
Insurance Syndicates have elected the 
following companies as stated, together 


with their representatives: 

For three years—*Atlantic Mutual, William 
D. Winter, 1943; *Fireman’s Fund, Frederick 
Bb. McBride, 1943; *Providence Washington, 
John C, Keegan, .1943; Standard Marine, 
William J. Roberts, 1943; Automobile, Fred 
Maccabe, 1943. 

* Reelected. 

For two years—Eagle Star, John T. Byrne, 
1942, 


and their terms of office 
Martin W. Morron, 1941; 
William R. Hedge, 1941; Continental, 
McComb, 1941; Federal, Hendon 
North America, Henry H. Reed, 
1941; Royal, Frank B, Zeller, 1942; St. Paul 
Fire and Marine, William H. McGee, 1942; 
Great American, J. Whitney Baker, 1942; West 
Douglas F. 1942, 

April meeting of the board of 
will 


The other managers 
are as follows: Aetna, 
Boston, 
Samuel D. 
Chubb, 1941; 


chester, Cox, 

At the 
managers officers of the syndicate 
be elected for the ensuing year. 

Subscribers to the Syndicate for In- 
surance of Builder’s Risks have elected 
the following companies as managers: 

For three years—Aetna, Martin W. Morron; 
*American Central, William Betteridge; *Atlan- 
tic Mutual, William D. Winter; Fireman's 
Fund, Frederick B. McBride; *Home, John W. 
Morrow. 

* Reelected. 

rhe other managers 
Boston, 


and their terms of office 
William R. Hedge, 
Samuel D. McComb, 1941; 
1941; North America, 
National Union, Albert 
Richard M. Bissell, 


are as follows: 
1941; 
Federal, 
Henry H. 


Continental, 
Hendon Chubb, 
Reed, 1941; 
Ullmann, 1941;° Hartford, 
1942; North River, Douglas F. Cox, 1942; 
Queen, Frank B. Zeller, 1942; St. Paul Fire and 
Marine, William H,. McGee, 1942; 
John T. Byrne, 1942. 

At the April meeting of the board of 
managers “the officers of the syndicate 
will be elected for the ensuing year. 

Stockholders of the United States 
Salvage Association, Inc., have elected 
the following directors for three years: 

For three years—*John C. Keegan, *Frederick 
B. McBride, *Henry H, Reed, *William D. 
Winter, *Frank B. Zeller, Fred Maccabe. 

* Reelected. 

The other directors and their terms of office 
are as follows—Hendon Chubb, 1941; Samuel 
D. McComb, 1941; William H. McGee, 1941; 
William B. Harwood, 1941; Martin W. Morron, 
1941; Douglas F. Cox, 1942; Eric E, Ellis, 
1942; William R. Hedge, 1942; John T. Byrne, 
1942; J. Whitney Baker, 1942. 

The election of officers will 


Universal, 


take place at 





the April meeting of the board. 
State of Pa. Statement 
The Insurance Co. of the State of 


Pennsylvania, in its annual statement for 
1939, shows admitted assets of $4,833,576. 
The unearned premium reserve gained 
$158,426 to $2,320,883. With capital un- 
changed at $1,000,000 and net surplus of 
$1,031,277, the: surplus to policyholders is 
$2,031,277. ‘ee 


TUGBOAT SYNDICATE ELECTS 


The Tugboat Underwriting Syndicate, 
meeting last week in New York City, 
re-elected the following officers: chair- 
man, board of managers, Charles Rose- 
block; vice-chairman, E. H. Coleman; 
assistant underwriter and_ secretary, 
Thomas L. Brady, and treasurer, E. W 
Schuler. 


MOTORS INS. CORP. IN OKLA. 
Motors Insurance Corporation of New 
York has been licensed to enter Okla- 
homa. K. P. Kirton, 204 North Robin- 
son Avenue, Oklahoma City, is named 
special agent. This_is an affiliate of 
General Exchange Insurance Corp. 


North America Reports 
Assets of $111,121,152 


NET SURPLUS UP TO 
Assets and Policyholders’ Surplus Show 
Excellent Gains; Unearned Prem- 
ium Reserve Also Higher 


$65,035,126 


The Insurance Co. of North America 


shows admitted assets amounting to 
$111,121,152 in its annual statement as 
of December 31, 1939. This compares 


with $105,736,750 at the close of 1938 
and with $98,695,130 at the end of 1937. 
With capital of $12,000,000, voluntary 
reserve of $1,000,000 and net surplus of 
$65,035,126 the surplus to policyholders 
is $78,035,126, which compares with $73,- 
865,411 on December 31, 1938. On the 
basis of market quotations on December 
$l, 1939, for all bonds and stocks owned 
the admitted assets would be increased 
to $112,644,589 and the policyholders’ 
surplus to $79,558,563. 

The unearned premium reserve totals 
$21,620,936, against $21,176,385 the year 
betore. Bond and stock holdings are 
valued at $92,867,183 and the company 
reports cash holdings of $8,521,840. 





MAINE BARS CERTAIN FORMS 





Several Automobile Collision Principles 
and 50-50 Plate Glass Forms Con- 
not be Issued 
The 50-50 plate glass form and certain 
types of automobile collision policies are 
discriminatory and unsound according to 
Insurance Commissioner C. W. Lovejoy 
of Maine, who has issued the following 
order prohibiting their use in Maine on 

and after March 14. 

“Careful consideration has been given 
to the so-called 50-50 plate glass cover- 
age and to the collision forms referred 
to as convertible collision and cumula- 
tive collision. In accord with other In- 
surance Departments, I am of the 
opinion that these forms are discrimina- 
tory, actuarially unsound, contrary to the 
fundamental principles of insurance, and 
are capable of a construction which is 
misleading to the assured. 

On and after this date, no insurance 
company doing business in this state 
shall issue or cause to be issued any 
policy or endorsement of plate glass or 


automobile collision, or any other form 
of insurance which shall contain the 
principles commonly found in_ those 


methods of underwriting known as ‘re- 
tention coverage’ ‘50-50 plate glass cov- 


erage’, ‘excess endorsement’, ‘convertible 
collision’ or ‘cumulative collision’. A 
violation of this ruling shall be con- 


strued as a violation of Chapter 90, Re- 
vised Statutes, State of Maine.” 


Reilly Named to N. J. 


State Racing Commission 


Governor Moore of New Jersey has 
announced he would nominate State 
Banking and Insurance Commissioner 
Louis A. Reilly, Democrat, as a member 
of the State Racing Commission for a 
term of six years.. Three other members 
have also been named. Mr. Reilly will 
continue in his present post as Banking 
and Insurance Commissioner. The racing 
commission will supervise parimutuel 
betting authorized by the state’s voters 
last June. 





THIRTY YEARS IN INSURANCE 


Thomas M. Geoghegan of Perkins & 
Geoghegan, Cincinnati, celebrated his 
thirtieth anniversary in the insurance 
business with an open house March 19. 
Mr. Geoghegan is president of the Cin- 
cinnati Fire Underwriters Association. 





BUFFALO QUARTERLY DIVIDEND 


Directors of the Buffalo declared a $3 
quarterly dividend, payable March 29 to 
stock of record March 22. The last 
dividend, including a $2 extra, was. $5 a 
share in December. 
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Arthur J. Hughes, Former 
N. Y. State Fieldman, Dies 


Funeral services were held Wednesday 
in Rochester, N. Y., for Arthur J. 
Hughes, aged 59, formerly a prominent 
fieldman in western New York, who died 
Sunday at Utica, N. Y., after being in 
poor health for several years. Mr. 
Hughes is survived by his wife; a son, 
Leroy Hughes of Milwaukee; a sister, 
Miss Ella Hughes, also of Milwaukee, 
and three grandchildren. 

A native of Milwaukee, Mr. Hughes 
spent twenty-five years as a fieldman 
and adjuster in western New York. He 
traveled that territory for the Milwaukee 
Mechanics and later was in the same 
territory for the American Eagle. Next 
he spent some time with the agency 
of Geer & Storrs at Syracuse and in 
1923 became special agent in western 
New York for the Phoenix of London. 
He left that company about seven years 
ago because of poor health. Subse- 
quently he did independent adjusting in 
the neighborhood of Wyoming, N. 
Three years ago he moved to Utica and 
for the past year had been a director 
of the Federal Housing Survey there. 





N. J. SPECIALS MEET APRIL 1 

The New Jersey Special Agents Asso- 
ciation will hold its next dinner meeting 
on Monday evening, April 1, at the Es- 
sex House, Newark. Following the busi- 
ness meeting Jacques Romano, magician, 
philosopher and mind-reader, will pro- 
vide the entertainment. 


HOLMES SEEKS. RE-ELECTION 


J. J. Holmes, who has been State 
Auditor and Commissioner of Insurance 


of Montana since 1933, has filed for re- 
nomination on the Democratic ticket. 
It is expected that George P. Porter, 


who held the position from 1919 to 1932, 
will file on the Republican ticket. 





OPEN CHATTANOOGA OFFICE 


The Royal-Liverpool Groups have 
opened offices at Chattanooga, Tenn., 
with J. H. Reid as state agent. He has 


been with the company three years and 
was formerly connected with The Cot- 
ton Insurance Association of Atlanta. 
He is a graduate of Georgia Tech. 
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N. Y. Compulsory Bill 
Introduced in Senate 


PINK AND GRAVES BACK IT 


Calls for Repeal of Responsibility Law; 
Arbitration Board and Assigned 
Risk Company Pool 


A compulsory automobile insurance 
bill, prepared and sponsored by the 
New York state departments of insur- 
ance and taxation and finance, was intro- 
duced in the legislature March 25 by 
Senator William H. Hampton, chairman 
of the senate insurance committee. It 
will not be introduced in the assembly 
because that body has “gone into rules” 
and no further legislation may be intro- 
duced except by common consent. How- 
ever, both R. Foster Piper, chairman 
of the assembly insurance committee 
and Herbert A. Rapp, chairman of the 
assembly committee on motor vehicles, 
are cooperating and believe that the 
proposed bill deserves serious considera- 
tion, 


Joint Announcement Made 


A joint announcement made by Louis 
H. Pink, Superintendent of Insurance, 
and Mark Graves, commissioner of tax- 
ation and finance, gave insurance people 
and the public their first inkling this 
week of the bill’s major provisions. And 
the interest was keen as compulsory 
automobile insurance has been a leading 
topic of conversation in William Street 
casualty offices ever since Superintend- 
ent Pink’s message to legislature indicat- 
ing that he was backing such a bill. It 
is known that he has been in confer- 
ence with casualty company -executives 
and association leaders in its drafting, 
that he does not expect the measure to 
be enacted in this session of legislature, 
but does expect that it will pass at 
the 1941 session, with such revisions 
as may result from a year’s continued 
study. 


Four Major Provisions 


Every effort has been made by the 
bill’s drafters to avoid the objectionable 
features of the Massachusetts compul- 
sory insurance act, it is emphasized. 
Here are its four major provisions: 

1. The financial responsibility law 
would be repealed. 

2. No registration for an automobile 
would be issued unless the owner first 
filed a certificate of insurance as evi- 
dence of liability coverage up to $5,000 
for each bodily injury or death and at 
least $10,000 for all bodily injuries or 
deaths arising from a single accident. 

3. A board of arbitration, consisting 
of the Superintendent of Insurance, 
commissioner of motor vehicles and a 
third person appointed by them, would 
receive and consider appeals from vehicle 
owners unable to secure insurance, and 
assign those deemed acceptable risks 
to one of the insuring companies. 

4. All insuring companies would be 
members of an assigned risk bureau or 
“company pool” to which would be re- 
ferred questionable risks assigned by 
the board of arbitration. Risks so as- 
signed would be on a basis of the busi- 
ness ‘of each company in the preceding 
registration year, as related to the total 
business of all companies for such year. 
These risks would be classified by the 
board with reference to the rates to be 
charged. 

Discussing the workings of this pool 
Messrs, Pink and Graves point out: 
‘This board would practically fix the 
rate which possibly, in the larger num- 
ber of cases, would be greater than the 
rates charged for standard risks. Then 


(Continued on Page 38) 





W. H. DUFF ON WEST COAST 


Connects with Rathbone, King & Seely 
Agency As Bonding Manager in 
Its Los Angeles Branch 

Walter H. Duff, a well known figure 
in fidelity-surety ranks both in New 
York City and out-of-town,-has joined 
the Rathbone, King & Seely agency 
organization on the Pacific Coast, who 
are general agents for Chubb & Son 
companies—Federal and United States 
Guarantee. Mr. Duff starts on April 1 
as fidelity and surety manager in the 
Los Angeles office of this agency but 
his arrangement is such that he will 
be subject to call any place on the Pacific 
Coast. 

Mr. Duff’s surety career started in 
Colorado in 1911 when the old Title 
Guarantee & Surety selected him to 
settle contract losses. He had previously 
been in engineering work. Later he 
served that company as assistant man- 
ager in Kansas City and Denver. He 
came East in 1914 and was in engineer- 
ing and contracting work for himself 
for a time. In New York his company 
experience includes Globe Indemnity, 
Employers’ Liability and Fidelity & De- 
posit, and before his Employers’ con- 
nection he was bonding manager of 
Hoey & Ellison. 





QUINN MICHIGAN PRESIDENT 

The Casualty & Surety Executives 
Association of Michigan announces elec- 
tion of the following officers: President, 
Harry B. Quinn, Maryand Casualty; 
vice-president, W. O. Gamble, Zurich; 
secretary-treasurer, F. K. Kleene, Globe 
Indemnity. 





Non-Can, Plan Approved 


What looked like a hte « block to 
complete reinsurance of Massachusetts 
Accident business by Union Mutual Life 
of Portland, Me., was removed this 
week when the vast majority of non-can. 
policyholders of the Massachusetts com- 
pany evidenced their approval of the 
management plan submitted to them 
under which they will receive reduced 
benefits. As a matter of fact there were 
less than 6% dissenting. 

As of March 26 the Union Mutual 
assumed the liabilities of these non-can. 
policyholders, 4,700 in all, and the future 
handling of their business will be taken 
care of by creation of a non-cancellable 
fund, which will be operated without 
profit. Further details of the plan will 
be given in next week’s issue. 








AETNA GUEST BOOK 


Beautiful Booklet, with Pictures of 
Building and Location of Depart- 
ments, Given Hartford Visitors 
The Aetna Life and Affiliated Com- 
panies are presenting to all visitors a 
guest book containing pictures in colors 
of the building and some of its interior 
views, also, a description of some facts 
about the building, with brief accounts 
of what departments are on each floor. 

It is a beautifully printed booklet with 
a foreword, “To The Guests Within 
Our Doors,” written by President Mor- 
gan B. Brainard. 

The Aetna Life Building is one of the 
show places of the architectural insur- 
ance world. Of colonial design it is 
surrounded by a landscaped park of 
twenty-three acres. The companies have 
25,000 representatives in the field. 





ADOLPH BLAHA DEAD 
Adoph Blaha of Roseland, N. J., a 
special agent in the Newark office of the 
cliams bureau, Association of Casualty 
& Surety Executives, died March 18, 
following an operation for appendicitis. 
He was 47 years old, . 





rower ee 











INSURANCE PROTECTION must 
be measured in dollars and cents. 
to pay today, and years from today, is the real 


yardstick of protection. 
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Determining Truck 
Operator’s Status 


RISK RESEARCH HEARS RYDER 


Methods By Which Insurance Carrier 
Can Decide Qualification for Non- 
Ownership Coverage 


assistant ‘vice-presi- 
dent, Great American Indemnity, was 
guest speaker at the monthly meeting 
in New York, March 21 of Risk Re- 
search Institute, Inc., the insurance buy- 
ers’ organization. The title of his ad- 
dress was “Non-ownership — Indepen- 
dent Contractors.” He made an ex- 
cellent impression upon the buyers, who 
appreciated his frankness in responding 
to their questions, and his receptive at- 
titude toward suggestions they made for 
improvements in non-ownership liability. 

Mr. Ryder said that this form of in- 
surance, which is for trucking operations, 
is still in the experimental stage. Atter 
explaining the specific purpose of the 
coverage he made it clear that in his 
talk only the following requirement in 
the manual would be considered: “That 
the complete supervision, direction and 
control of such automobiles shall re- 
main with the owners.” 

Court Decision Uncertainty 

Typical examples of risks that come 
up for consideration were given. and it 
was explained that in order to determine 
whether a risk qualifies for non-owner- 
ship independent contractors coverage 
it is necessarv to obtain considerable 
information in detail. The reason is that 
one never knows which way a court 
decision may go. Mr. Ryder continued 

“Theoretically, if the arrangement be- 
tween the principal (who is the named 
insured) and the agent is truly that of 
‘independent contractor,’ then there 
should seldom be liability on the part 
of our insured for the operation of the 
cars belonging to the independent con- 
tractor. Unfortunately, however, inde- 
pendent contractors do not always carry 
insurance, or if they do, they carry 
inadequate limits, with the result that 
the injured party uses every means at 
his command to fasten the liability on 
our insured. All he has to do is to prove 
that our insured exercised a _ certain 
amount of direction or control over the 
truck and thereby established the rela- 
tionship of hirer and hiree. 

Direction and Control 

“Even where the insured has taken 
every reasonable precaution to make 
sure that the relationship shall be that 
of ‘independent contractor,’ he is very 
apt to be held liable for payment of 
damages. If there is any evidence what- 
ever to the effect that our insured 
exercised any direction and control over 
the operation of the commercial car the 
courts may hold that our insured is 
liable. Therefore we are largely at the 
mercy of the juries.” 

After giving some case history Mr 
Ryder listed the following items which 
help a company to decide one way or 
the other 

A copy of the contract entered into with the 
independent contractor. 


Ambrose Ryder, 


Does the independent contractor employ his 


own drivers and have complete jurisdiction 
over them? 
Does the 


which the trucks shall travel? 


principal specify the routes over 

Does the principal specify times of delivery, 
speed of vehicles, etc.? 

Is the name of the principal painted on the 
truck of the independent contractor? 

Does the principal engage a helper to go 
along with the driver? 

Does the independent contractor haul or de- 
liver for anyone else, either when hauling for 
the principal or at other times? 

Does the principal specify that the driver shall 
wear certain uniforms? 

Do the drivers make monetary collections for 
the principal? 

Does the independent contractor purchase out- 
right the product of the principal and sell it to 
his own customers? 

Does the independent contractor carry insu 
ance and does’ he file for LC.C, and (or) in his 
own State? 
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Plan Fidelity Bonds For 
Stock Exchange Partners 


N. Y. HERALD TRIBUNE COMMENT 





This Coverage, Still in Discussion Stage, 
Would Protect Partners Against 
Theft of Customers’ Cash 





Very little has appeared in print re- 
garding the proposed new coverage of 
partnership fidelity bonds on which New 
York Stock Exchange houses have been 
working for some weeks with member 
companies of the Surety Association of 
America and Towner Rating Bureau. 
The matter is still “in the discussion 
stage” but the potential value of the 
new bond form was called attention to 
recently by the New York Herald Tri- 
bune. Heading the top of its column 
entitled “At the Turn of the week in 


Finance” the following comment ap- 

peared: ; 

“Progress toward final insurance of 
£ 


brokerage partners against theft of cus- 
tomers’ cash and securities is being 
made rapidly, but some difficulties are 
still holding up the writing of partners’ 
fidelity bonds. Surety companies are at- 
tempting to write a partnership bond 
for the first time, and consequently have 
found many legal and accounting diffi- 
culties. Eighteen firms in the confer- 
ence group of companies have been 
working on preliminary drafts of such 
a bond. The total amount of the bond 
will be large, perhaps totaling as much 
as $1,000,000 for some of the biggest 
firms. How the funds will be admin- 
istered is still in the discussion stage. 
“Partnership fidelity bonds have al- 
ways been refused by surety companies 
because in effect it would amount to 
insuring a man against theft by him- 
self. The more he stole the more insur- 
ance the bonding company would have 
to pay him. The most likely method 
of operating the bonds would be to 
make the firm the beneficiary, but only 


SULLIVAN REJECTS FILINGS 





One Is Medical Payments Endorsement, 
the Other Pedestrian Cover; Wash- 
ington Commissioner Explains 

Washington’s Insurance Commissioner 
William A. Sullivan has rejected two fil- 
ings in connection with the new medical 
payments endorsement in the auto lia- 
bility contract. The first covers the 
“covenant not to sue” provision. The 
Department said that the whole matter 
of writing medical payments cover “is 
still in an experimental stage and we 
therefore do not wish at this time to 
take any action on the form containing 
the covenant not to sue.” 

The second rejection covers the pedes- 
trian coverage on which the Commis- 
sioner says: “While we have approved 
forms covering guests of the insured 
while riding in the insured’s car or in 
alighting therefrom, or entering therein, 
we do not yet feel ready to approve any 
endorsements which enlarge the cover- 
age to include all members of the gen- 
eral public.” 





AUTO FATALITIES INCREASE 

An increase of more than 10% in auto 
fatalities was experienced during Febru- 
ary compared to February, 1939, Motor 
Vehicle Commissioner Carroll E. Mealey 
of New York announced. This is the 
second month to show an increase in 
accidents, deaths and injuries when com- 
pared to the same months of the previ- 
ous year. 





after the offending partner has been ex- 
pelled by the Exchange and turned over 
to the authorities for prosecution. lf 
the funds from the insurance bond plus 
any additional loan from the proposed 
Exchange guarantee fund were sufficient 
to keep the firm out of bankruptcy, it 
would be reorganized. Otherwise the 
funds would go directly to the receiver 
appointed by the court. Other methods 
are being considered.” 


N. H. Issues Advisory 


. 
Forms for Automobiles 

Casualty companies writing automo- 
bile bodily injury and property damage 
in New Hampshire have been furnished 
by the Insurance Department with an 
advisory form of the “drive other pri- 
vate passenger automobiles limited en- 
dorsement” which the Department re- 
quires to be attached to every automo- 
bile policy issued. This advisory form 
will be used until a standard form has 
been prepared by the company organi- 
zations, stock and mutual. 

The Department has also furnished a 
new advisory form which replaces the 
employes’ endorsement for providing 
“broad form other car coverage” when 
that coverage is to be added to an em- 
ployer’s policy. This is the only form 
the Department will approve until a 
standard form is prepared. 





73% Increase Made in Comp. 
Rates for O.D. in Missouri 


State Superintendent of Insurance 
Ray B. Lucas of Missouri has approved 
new schedules for workmen’s compensa- 
tion rates covering occupational disease 
hazards, retroactive to December 31, 
1939, and representing approximately 
73% increase over the previous sched- 
ules, which were first adopted in 1933. 
At hearings held earlier in the year 
representatives of the companies had 
requested these rates be raised 147%. 
It is estimated the change will add a 
total of $83,000 to compensation insur- 
ance premiums for the year. 


REOUX BILL TO GOVERNOR 


The Reoux bill, assembly intro no. 
1291, print no. 1359, amending insurance 
law of New York State in relation to 
financial requirements of existing stock 
casualty and surety companies has 
passed the senate and gone to the 
governor. 





Essay Contest For 
Claim Dep’t Members 


INTERNATIONAL ASS’N’_ PLAN 
President Daniel J. Reidy Announces 
Purposes of Competition and 
Rules Governing 





An essay contest on “The Claim De- 
partment, a Builder of Goodwill,” has 
been announced for junior members of 
claim departments of member companies 
by the International Claim Association. 

Competition is open to all claim work- 
ers who have had at least three years’ 
actual claim work on full-time basis 
either in the home office of an insur- 
ance company or in the field, the only 
ineligibles being assistant managers and 
managers of departments. Substantial 
prizes will be awarded the winners of 
the contest, which has been divided into 
two sections: (1) Life insurance, and 
(2) accident and health insurance. First 
prize in each division is $100 and second 
prize is $50. 

Purpose of Contest 

In announcing the contest, Daniel J. 
Reidy, Guardian Life, president of the 
association, and the association’s execu- 
tive committee state: “We announce 
this contest with the thought that by the 
stimulation of ideas we may create an 
even greater interest in claim work, re- 
sulting in increased morale, closer at- 
tention to detail and realization of the 
importance of competent handling of 
claims as a factor in public relations.” 

Rules of the contest stipulate that 
essays must be limited one to a con- 
testant; that they must be of less than 
2,000 words and that all submissions 
must be mailed before midnight May 15. 
Entry cards and full information on con- 
test rules must be obtained from heads 
of claim departments, who have already 
been circularized by the association’s 
executive committee. 














GENERAL 


90 JOHN STREET, NEW YORK » 


REINSURANCE CORPORATION 


200 BUSH STREET, SAN FRANCISCO 





Items from Financial Statement of December 31, 1939: 


CAPITAL . 

SuRPLUs 

VOLUNTARY RESERVE 
Loss RESERVE 

PREMIUM RESERVE . 
Ati OTHER LIABILITIES 


Tora ADMITTED AssETS . . 


$1,000,000. 00 
6,000, 000.00 
663,056. 37 
7,103,431.21 
2,164,731.92 
810,675.54 


Securities carried at $1,098,113.75 are deposited 
in accordance with law. 


Cssssibie, "se idelity annl © urety i einsuratnice 


$17,741,895.04 
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Lew H. Webb of Chicago 


Nationally Known, He Heads Conkling, Price & Webb Which 
Has Represented London Guarantee Since 1893 and F. & D. 
Since 1905; A Straight-forward, Four Square Individual 


By Spencer Welton, Peripatetic Vice-President 


Since given names are the deliberate 
and considered selection of one’s pro- 
genitors it may reasonably be assumed 
that they are at least intended to be in 
some wise significant, as in the christen- 
ing of Lewis Henry Webb whose first 
name was a tribute to a grandfather and 
the second to an uncle. This grouping 
of patronymics, however logical, has no 
special significance to the insurance fra- 
ternity until it is contracted to Lew 
Webb which abruptly euphonious name 
is instantly recognized as being that of 
the senior partner of the nationally 
known general agency of Conkling, Price 
& Webb of Chicago. 

And if you question the exactness of 
the descriptive phrase “nationally known” 
it may interest you to learn that Lew 
Webb was last week in Los Angeles, 
yesterday in New York and is today (as 
of the date when this is written) in 
Chicago. Add to that the fact that the 
agency is now in its forty-seventh year 
and that the three founders were sim- 
ilarly peripatetic and you begin to have 
an idea..... 


lowan by Birth 


Lew Webb was born at Anamosa, a 
rural community about twenty miles 
from Cedar Rapids, Iowa. His parents, 
who settled there in the ox-cart days, 
came via Missouri from Watertown, 
N. Y., and were of colonial stock. 

The elder Webb established a success- 
ful general store at Anamosa but after 
a few years there moved successively to 
Belvidere, Rockford and to Oak Park, 
Ill., to widen his field of opportunity. 

Lew Webb went to grade school at 
Rockford and to high school at Oak 
Park, and at both places proved himself 
an apt and earnest student. In fact, he 
ranked so high at the Oak Park High 
School that he headed his class and won 
a scholarship which would have taken 
him to college. But he had determined 
upon a business career and decided 
that the thing to do was to get estab- 
lished in it as quickly as possible. 

His chief interest outside of his studies 
at school ran to athletics, and _ his 
prowess was evident at baseball which, 
for some years after he went into busi- 
ness, he continued to play regularly with 
the Oak Park baseball team. Later on, 
his nature demanding a competitive game 
in quick tempo, he took up tennis with 
the result that he was among the top- 
notchers in Oak Park for several years. 


Conkling, Price & Webb Formed in 93 


Lew Webb’s first job was in the audi- 
tor’s office of the Northwestern Rail- 
road where he remained two years. Then 
he went into the office of the National 
Malleable Castings Co. for a three year 
period. Meantime an elder brother, the 
late George Webb of respected and af- 
fectionate memory, had gone into the 
office of James W. Nye, general agent 
of the American Casualty & Surety Co. 
of Baltimore. In the same office were 
Brokers Ben Conkling and Fred Price. 

Lew Webb also entered this agency 
and later in the same year (1893) the 
agency of Conkling, Price & Webb was 





LEW H. WEBB 











organized. Since the agency was start- 
ing from scratch, all the partners and 
all the jobs were of necessity largely 
interchangeable, and Lew Webb func- 
tioned variously as bookkeeper, cashier 
and general factotum. 

William Kress, who went into the 
agency at its inception as office boy, 
lived up to the Horatio Alger tradition 
and is now one of its partners. It is 
significant that Conkling, Price & Webb 
quickly became known as an agency 
which represented only the best and 
soundest stock companies, as being com- 
posed of capable and experienced in- 
surance men and as being straightfor- 
ward and dependable in all its dealings. 

Its partners became men of substance 
in Cook County and were dominant fig- 
ures in leading associations and organi- 
zations dedicated to the betterment of 
insurance as an institution. All gave 
generously of their time and thought 
and money to the end that the business 
which provided their livelihood might 
more and more come to be regarded as 
a profession, and that course is being 
followed today. 


Lew Webb’s Prominence 


Lew Webb is a director of the Chi- 
cago Association of Insurance Agents; 
he is vice-president of the National 
Association of Casualty & Surety 
Agents; chairman of the casualty sec- 
tion of the insurance sub-division of the 
Chicago Association of Commerce, and 
he has attended as a delegate the past 
three annual meetings of the United 
States Chamber of Commerce. In addi- 
tion, Mr. Webb has been on innumerable 
committees of local associations and has 
attended literally hundreds of meetings 
having to do with some phase of insur- 
ance. 

It has been said that the agency he 
heads, Conkling, Price & Webb, is now 
in the forty-seventh year of its exist- 
ence, during all of which time it has 
represented the London Guarantee & 
Accident as general agents for Illinois, 
and for thirty-five years has had a gen- 
eral agency for the Fidelity & Deposit. 


JUDSON KIRK MAKES CHANGE 





Joins Newhouse & Sayre in Charge of 
Production in New York Metropolitan 
Area; Was with Hartford A. & I. 


Judson Kirk has joined the agency of 
Newhouse & Sayre, Inc., New York, and 
will be in charge of production in the 
metropolitan area. He has been with 
Hartford Accident & Indemnity for a 
number of years working in its produc- 
tion department. He attended Bruns- 
wick School in Greenwich, Conn., is a 
graduate of Columbia University and 
joined the Hartford Accident & Indem- 
nity in 1930. 


KINGSBURY BRONX SPEAKER 


F. & C. Supervisor Tells Brokers of 
Extensive Opportunities for Selling 
Fidelity and Surety Bonds 
Edward H. Kingsbury, agency super- 
visor Fidelity & Casualty, spoke March 
12 before the Bronx Brokers Association. 
He dwelt upon the vast production pos- 
sibilities in the fidelity and surety bond 
field in the New York metropolitan area, 
particularly emphasizing obtaining per- 
sonnel information through the use of a 
personnel data sheet and the submission 
of a carefully analyzed written proposal 
for promoting the production of commer- 
cial fidelity bonds. Mr. Kingsbury also 
referred to the large existing field for 
license, contract, building and loan and 
credit union bonds obtainable by the 
general broker in connection with his 

regular accounts. 








FACH VICE-PRESIDENT 


Chosen by Creed & Joy, Inc., Detroit; 
Will Be in Charge of Their 
Casualty Department 


Herbert C. Fach has been elected vice- 
president of Creed & Joy, Inc., insur- 
ance brokers and agents, Detroit. He 
will have charge of the casualty depart- 
ment. He had been with Great Lakes 
Casualty since its organization seven 
years ago, was made superintendent of 
underwriting in 1933 and was elected as- 
sistant secretary in 1939. Prior to 1933 
he was with Central West Casualty as 
home office underwriter in charge of lia- 
bility, plate glass and compensation. 








TRAVELERS ADVANCES TWO 





Ludlow of Milwaukee and Arneson of 
Kansas City Transferring to 
Oklahoma Branch 
Burt W. Ludlow, assistant manager 
casualty lines at the Milwaukee branch 
of the Travelers, is to become manager 
of the casualty lines at Oklahoma City 
April 1. He joined the Travelers in 
1926 and became a field assistant in 
Oklahoma. In 1933 he was transferred 
to Columbus, Ohio and in 1935 to Cleve- 
land. He was appointed assistant man- 

ager at Milwaukee in 1938. 

Assistant Cashier P. E. Arneson of the 
Kansas City office will become field as- 
sistant in the Oklahoma branch April 1. 
A graduate of University of North 
Dakota, Mr. Arneson started with the 
Travelers at Duluth nine years ago. 





At different times various officers of the 
agency have served on the boards of 
directors of these two companies. 

This tenacity of representation is the 
best possible proof of the mutual regard 
of companies and agent and clearly 
establishes the agency in the first rank 
of casualty and surety specialists. 

Community and Civic Activities 

Notwithstanding the number and mag- 
nitude of Lew Webb’s business respon- 
sibilities, he finds time to take an active 
part in community work and to accept 
and adequately discharge sundry civic 
responsibilities. For many years he has 
been president of the board of trustees 
of the Methodist Episcopal Old People’s 
Home in Chicago; for twenty-five years 
he has been trustee and treasurer of 
the George Williams College of Chicago, 
and he is also active in church affairs. 
Those who attended the casualty-surety 
ioint convention at White Sulphur 
Springs last Fall will remember Mr. 
Webb as an outstanding tenor in the im- 
promptu male glee club performance put 
on following the annual banquet. 

While not a musician’s musician, Mr. 
Webb has always found much happiness 
in both singing and playing the piano, 
which latter faculty seems to have been 
inherent because he began playing at 
the age of eight, never took a lesson, 
and has continued with the piano 
throughout his life. He is also fond 
of opera and concerts by symphony 
orchestras and attends both as oppor- 
tunity offers. 

Among his clubs are the Union League 
of Chicago and the College Camp Golf 
Club of Lake Geneva where he has 
passed his Summers for thirty years. 
His home is at Glen Ellyn, one of the 
smart residential suburbs of Chicago. 

A Bicycle Romance 

In 1893 Miss Ella Crouse of Coburg, 
Ontario, came to Chicago to visit a 
cousin and to see the first World’s Fair 
held there. Those were the days of 
bicycling and soon ,thereafter Lew 
Webb’s friends saw him frequently ped- 
aling on the bicycle paths with the at- 
tractive visitor. 

They were married in 1896, and three 
sons and a daughter came to brighten 
the Webb home, which was then re- 
moved to the country on an estate of 
several acres in extent. There Mr. Webb 
found it possible to indulge his enthus- 
iasm for horseback riding and for the 
next ten years he galloped along the 
country roads for an hour every morn- 
ing before going into Chicago to his 


office. His enthusiasm for horseback 
riding and his fondness for horses still 
persists even though he rides infrequent- 
ly nowadays. 

The daughter, now Mrs. E. H. Lock- 
wood, is, and for some years past has 
been, a resident of Hongkong, China. 

In 1921 Mr. and Mrs. Webb celebrated 
the twenty-fifth anniversary of their 
wedding at Canton, China, with all the 
children present following which Mr. 
and Mrs. Webb toured extensively 
throughout the Celestial Empire, leaving 
the youngest son at a school in an 
international settlement. 


Grandparents of Eight Small Girls 


One son, Ralph, is a member of a 
Chicago law firm; another, Harold, is 
in educational work and a third, Robert, 
is in the Conkling, Price & Webb busi- 
ness. All the sons are married and each 
is the father of two daughters which, 
with the two of Mrs. Lockwood make 
Mr. and Mrs. Lew Webb the exceed- 
ingly proud grandparents of eight small 
girls. 

Mr. Webb is essentially a family man 
and finds his greatest happiness in gath- 
ering about him as many children and 
grandchildren as possible as often as 
he can. 

Character Size-Up 


Presenting now for the record a com- 
posite impression of Lew Webb as seen 
by those who know him best: 

A straightforward four-square individ- 
ual, who knows always precisely where 
he stands and why; one who is perfectly 
willing to make his position plain to 
those who may be interested or con- 
cerned. That is not to say that he lacks 
either tact or the willingness to com- 
promise a situation which he _ believes 
can be bettered or disposed of in that 
fashion. 

His counsel is sought and valued not 
only by others of the insurance fratern- 
ity but by people in many walks of life 
who need advice and find Lew Webb's 


sound. More often than not he supple- 
ments his suggestions with practical 
help. 


Lew Webb is by inheritance and by 
his self-chosen mode of life a singularly 
direct person who abhors any deviation 
from accepted business standards and 
who, strange as it may seem, believes 
thoroughly in the golden rule. 

That may or not be unique but cer- 
tainly it isn’t common-place, the point 
heing that neither is Lew Webb. Could 
he be with a name like that? 
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Policyholders in Bankrupt 
Reciprocal Are Assessable 


In the first decision of its kind estab 
lishing the liability of policyholders in 
a reciprocal, the Pennsylvania Supreme 
Court ruled at Pittsburgh that more 
than 27,000 policyholders of the bank 
rupted Keystone Indemnity Exchange of 
that State are liable to a $2,843,233 
assessment. The court held that policy 
holders in a reciprocal are liable to an 
amount equal to their annual premiums 
in whatever required to dis 
obligations of the Exchange 
Claims outstanding total $300,000) and 
Insurance Department officials said the 
full assessment will be levied, claims paid 
remaining will then be 
subseribers 


sti Is 


charge 


and the balances 
returned to 

lhe reciprocal’s policyholders include 

Philadelphia firemen, policemen 
other city employes as the bulk of 
its business was confined to the Phila 
delphia area Che original suit) was 
brought by the Pennsylvania Insurance 
Department im the Dauphin County 
Courts in 1933 following the dissolution 
of the Exchange 

At the Insurance 
Department was represented by tormer 
Assistant District Attorney Skelton, Jr., 
while Andrew Hourigan, former 
ciate of Governor James, and State Sen 
ator Franklin Spencer Edmonds were 
among counsel for the policyholders 
Fletcher W. Stites, former member of 
the Pennsylvania legislature, was Key 
stone's president He died about the 
time it went into bankruptcy. 


N. Y. Compulsory Bill 


35) 


many 
and 


court hearing the 


asso 
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too, the board might order the issuances 


of a policy permitting the insurer to 
insert such restrictions or exclusions as 
might seem reasonable in view of the 


facts found, These might take the form 
of restricting the use of the motor vehicle 
to a certain territory; or excluding as 
operators certain named persons; or re 
quiring reimbursement to the insurer 
in the event of liability up to a certain 
specifed amount not to exceed $100. But 
no restriction or exclusion of this kind 
would the insurance protection 
insofar as third persons are concerned.” 


What Bill Does Not Cover 


Property damage liability 
would not be required under the pro 
posed compulsory act. Guest occupants 
or members of the insured’s family 
would be excluded and so would motor 
vehicles such as taxicabs, trailers and 
semi-trailers which are operated on pub 
lic highways connecting farms or por 
tions of farm. Foreign cars are also 
exempted from the requirements of the 
proposed act with certain qualifications 
But the bill stipulates that if the motor 
vehicle commissioner is required to re 


lessen 


coverage 


voke the privilege of operation of a 
motor vehicle in this state by a non- 
resident owner, such privilege will not 
be reinstated in less than two years 


unless the non-resident owner shall have 
presented to the commissioner a certifi- 
cate of insurance. 

It was emphasized by 
Pink that there 
change so far as 


Superintendent 
would be no material 
rating control under 
the proposed law in this state is con 
cerned. He said: “The insurance law 
as presently in force, which is working 
satisfactorily, will continue.” The pro 
posed law gives the right to companies 
to compel the assured to assume a part 


of the lability and this feature, its 
sponsors feel, will encourage greater 
care on the part of drivers. The bill 


was prepared by a committee headed by 
First Deputy of Insurance T. J. Cullen 
and composed of Chief Examiners C. A 
Wheeler and Joseph F. Collins, repre- 
senting the Insurance Department, and 
R. J. Maloy, statistician of the Motor 
Vehicle Bureau, representing the De- 
partment of Taxation and Finance. The 
committee in its efforts had the valuable 
assistance of Edwin W. Patterson, pro- 
fessor of law at Columbia University 





SEABOARD SURETY GROWTH 


“1939 Very Satisfactory Year,” French 
Reports; Assets, Premiums, Reserves 
Higher; Expenses, Losses Lower 


Seaboard Surety of New York enjoyed 
satisfactory 1939, President 
C. W. reports to stockholders. 
Total assets jumped from $4,369,709 to 
$5,031,579. Net premiums written of $1, 
809,310 were 19.3% greater than the 1938 


volume, and both operating expenses and 


progress in 
French 


losses were lower than the year previous. 


On the liability side of Seaboard’s 
year-end — statement reserves were 
strengthened in keeping with the = in- 
creased business of the company Vol- 


untary reserves of $1,205,252 compare 
with $855,506 at the end of 1938. Capital 
and surplus were cach $1,000,000, the 
same as in the previous year Stock 
holders received $140,000 in) dividends 
last year 


Lunt Heads N. Y. Society 


Nominating Committe > 


John J. King, president of the Insut 
anee Society of New York, announces 
the nominating committee for the elec 
tion of officers and directors at the 


annual meeting of the society to be held 


{UNDERWRITER 


ia | 


{ ~~. ret 
ARSC SENN DIE: AI ella a 


March 29, 1940 





DONALD COLYER’S NEW POST 


Selected by rr Organize and 
Manage Bonding Dep't in Its Newark 
Branch; Resigns from F. & D. 


Donald who with 
the Fidelity & Deposit for the past three 


Colyer, has been 


northern 


years covering New Jersey 
territory as special agent, is joining 
the Travelers April 1 in its Newark 


branch office to organize and manage 
the fidelity-surety department there. Mr. 
Colyer will be an assistant manager 
in the branch 

\ Yale University 
spent the first 
ecareet 


man, Mr. Colyer 

four years of his insur- 
1930-1934—in the ayency 
business, He was sales manager of the 
Carlton Colyer agency in Newark, N. J. 
and then ran his own agency. Next 
he obtained some helpful) experience 
with Commercial Casualty as a claim 
adjuster, joining the F. & D, in 1937, 
He has resigned from that company to 
take his new with the Travelers. 


anee 


post 


on Tuesday, May 28: Edward C. Lunt, 
vice-president, Great American Indem- 
nity, chairman; H. G. Casper, U.S. 
manager, Maple Star, Hawley T. Chester, 
of Chubb & Son; PL. RR. Willemson, 
vice-president, Sterling Offices,  Ltd., 
Carlton O. Pate, of Pate & Robb. 
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W e’re serenading prospects for you with a three-part adver- 


tising plan. Our first tenor is national advertising 


reaching 


almost 2,000,000 persons every month, Our second tenor is ef- 


fective, pretested direct mail material that harmonizes perfectly 


with our national ads. 


And for the good old melody man, we 


offer our monthly magazine “The Employers’ Pioneer” —a busy 


down-to-earth publication that shows how to increase business. 


Get a Free Copy of The Pioneer | 
See how Employers Group 
wents are boosting their prem 
ium on all lines with our har 
monizing advertising Get a 
free copy of the latest issue of 

The Employers Pioneer." 


Write to the Publicity Dept. 


THE EMPLOYERS LIABILITY 





THE EMPLOYERS FIRE INSURANCE CO, 


The 


_ EMPLOYERS’ GROUP 


& 


110 Milk Street, Boston, Mass. 


ASSURANCE CORPORATION, LIMITED 


AMERICAN EMPLOY ERS’ INSURANCE CO. 








Bill Baxter Given 
Two Farewell Parties 


N. Y. FRIENDS WILL MISS HIM 


Takes New Post with N. E. Casualty in 
Springfield; A. & H. Club and 
Old Cronies Honor Him 


Two farewell luncheons were tendered 
last week to William I. Baxter, retiring 
from the Continental Casualty’s Eastern 
claim division to take the claim super- 
intendency in New England Casualty 


Co, The first was given by the Acci- 
dent & Health Club of New York in 
Mr. Baxter's honor and attended by 


about thirty of his friends in that club, 
He was vice-president of the organiza- 
tion in charge of arrangements which 
post he has resigned. James R. Garrett, 
National Casualty, pioneer president of 
the club, and Wesley T. Hammer, Loyal- 
ty Group, this year’s president, expressed 
to Mr. Baxter the club’s good wishes, 

Demsey Succeeds Him As Club V.-P. 

At an executive committee meeting 
following luncheon Clement F. Demsey, 
Travelers, was elected vice-president 
succeeding Mr, Baxter. He is connected 
with the A. & H.. claim department 
at the 55 Johia Street branch of his 
company and is recognized as an able 
claim executive. Since the first of this 
year Mr. Demsey has served as publicity 
director of the A. & H. Club and this 
he will continue to handle for the 
present in addition to his new vice-presi- 
dency. 

Second luncheon in’ Mr. Baxter's 
honor was arranged by a number of 
his old friends, informally, but the party 
grew in size until a private dining room 
at 22 Reekman Street was required. 
Floyd N. Dull, Continental Casualty’s 
vice-president, was there, happy to pay 
his respects to Bill Baxter but. sorry 
to see him leave. Resident Vice-Presi- 
dent Harlow G. Brown, same company, 
expressed the same sentiments and said 
Baxter’s sales-minded attitude on claim 
settlements had been of inestimable help 
to him. The general feeling was that 
he possessed all the attributes of a first 
class claim man. 

Vice-President Dull presented Bill 
Baxter with a traveling bag on behalf of 
his old cronies, and to this gift and 
many compliments paid to him the guest 
of honor responded with great feeling. 
Toastmaster was H, L. Ballantyne; ar- 
rangements chairman, Nicholas Bibbo, 
and talks were made by Oren Hed- 
berg, Attorney Robert McCormick and 
Kdward Glatzmayer, Globe & Rutgers, 
who is commander of Insurance Post 
1081, American Legion. 


THE DUNCAN LITTLES’ SHOW 


N. Y. Insurance Broker Ready With 
11th Annual Amateur Movie Show; 
First Performance April 3 
Duncan MacD. Little, insurance broker 
at 80 Maiden Lane, whose hobby of 
amateur moving pictures has given him 
an international reputation, has practic- 
ally completed the plans for the annual 
international show of amateur motion 
pictures which he and Mrs. Little have 
staged for the past ten years. The 
show will be given a prevue Sunday 
evening, March 31, and the first public 
showing will be Wednesday evening, 
April 3, in Barbizon-Plaza Theatre, New 
York. Proceeds will be for the benefit 
of the Peabody Home for Aged Women. 
So keen is the interest in this show 
that four additional bookings have al- 
ready been made: April 8 at Newark 
Art Club; April 14 at Dartmouth Col- 
lege; April 15 at New Hampshire State 
College, and April 24 at the New Eng- 

land Museum of Natural History. 

This year, as was to be expected, 
there are a few films from abroad. One 
of the most interesting is entitled “Skis 
over Skoki” depicting the skill of two 
internationaly known skiers performing 
in the Canadian Rockies. Last iyear 
500 atended the Barbizon-Plaza perform- 
ance, many of whom were insurance 
friends of the Littles. 
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Barbara H. Woodward 
Admitted to N. Y. Bar 


NOW WITH STATE INSUR. DEPT. 


Daughter of Late Joseph H. Woodward 
Is One of Examiners; Won High 
Honor at Fordham 


Barbara H, Woodward, daughter of 
the late Joseph H. Woodward, a well 
known consulting actuary who at one 
time was with the New York State In 





Ella Barnett 
BARBARA H. WOODWARD 


surance Department, was on March 11 
admitted to the New York State bar. 
Miss Woodward attended Smith Col- 
lege for two years, leaving after her 
father died. She went to work for the 
National Bureau of Casualty & Surety 


Underwriters, and after several years 
with the Bureau she joined the New 
York State Insurance Department as an 
exarhiner in the ete bureau which was 
then headed by J. J. Magrath, now with 
Chubb & Son. At night Miss Wood- 
ward went to Fordham University Law 
School and was graduated in the class of 
1939. While at Fordham she was an 
honor student each year and during her 
third year at Fordham she was at the 
top of her class. 

At the present time she is one of the 
staff of the New York State Insurance 
Department which is examining the Na- 
tional Bureau of Casualty & Surety Un- 
derwriters. 

Miss Woodward is a member of the 
Casualty Actuarial Society and a couple 
of years ago read a paper before that 
body on the topic, “Aviation Insurance.” 
Printed copies of that paper have been 
in considerable demand at the Insurance 
Society of New York library. 


Huddleston Resigns Okla. 
Fund Post; Keys Successor 


Mott Keys, secretary of the Oklahoma 
Insurance Board, was appointed to suc- 
ceed Win. Huddleston as manager of the 
Oklahoma State Insurance Fund, effective 
May 1, After three yearS of administra 
tion, Huddleston resigned allegedly because 
of difference of opinion with that of Gov 
ernor Leon ©. Phillips as to methods of 
operation of the fund. 


Illinois Casualty Has 
Two New Board Members 


Illinois Casualty officers have been re- 
elected as follows: President, J. L. 
Pickering; vice-president, Paul W. Pick- 
ering; assistant secretaries, Reba D. 
Smith and Eleanor C. Lindquist. Di- 
rectors reelected include J. L. Pickering, 
Paul W. Pickering and John W. Brink- 
erhoff. New directors elected are Milo 
Flickinger and G. W. Horsley. 


A. B. PALMERTON DEAD 





Retired Secretary of Aetna Casualty 
& Surety Entered Insurance 
Business in 1907 
A. B. Palmerton, retired secretary 
fidelity and surety bond department, 
Aetna Casualty & Surety, died March 

24 in Palm Beach, Fla., age 60. 

3orn in Deposit, N. Y., Mr. Palmerton 
attended Phillips Andover Academy and 
was graduated from Yale in 1905. From 
1905 to 1907 he was employed by the 
New York Telephone Co. In 1907 he 
joined Aetna Indemnity and was later 
with the United States F. & G. in New 
York. Subsequently he was a _ vice- 
president of Empire State Surety. He 
joined Aetna Casualty & Surety in 1912 
as assistant manager, fidelity and surety 
department and was elected assistant 
secretary and in 1920, secretary. 


John W. Watson Joins Firm 
Of Herbert L. Jamison & Co. 


John W. Watson has joined the firm of 
Herbert L. Jamison & Co., 100 William 
Street, New York City, as workmen's 
compensation and casualty underwriter and 
engineer. He will also assist the partners 
of the firm in connection with their ex- 
panding activities in the field of insurance 
surveys and audits. 

Mr. Watson has had ten years’ experi- 
ence handling the rating division of the 
home office compensation and liability de- 
partment, London Guarantee and Phoenix 
of London group. He is the son of John 
Ik. Watson, chief of the mutual and fra- 
ternal bureau, New York Insurance De- 
partment. 





APPOINT TALBOT, BIRD & CO. 

Talbot, Bird & Co., one of the oldest 
agencies in the New York C ity territory, 
announced its appointment recently as 
downtown borough agents of Standard 
Surety & Casualty. A well grounded 
casualty-surety department has been es- 
tablished by this agency. 


GENERAL REINSURANCE REPORT 


New York Corporation Closed 1939 With 
$17,741,895 Assets; North Star Had 
$4,541,652 

President E. H. Boles of General Re- 
insurance Corp., New York, and its affil- 
iate, North Star Reinsurance Corp., has 
reported to stockholders on operations 
of those companies in 1939. General 
Reinsurance had admitted assets of $17,- 
741,895 and the following liabilities: Re- 
serve for claims and claim expenses $7,- 
103,431; reserved for unearned premiums 
$2,164,731 ; reserve for commissions, taxes 
and other liabilities $810,675; voluntary 
reserve $663,056; capital $1,000,000; sur- 
plus to policyholders $7,000,000 

Underwriting gain for the year was 
$506,247 ; net investment income $419,685. 
Earned premiums totaled $5,637,286. 

North Star Reinsurance reported ad- 
mitted assets $4,541,652, reserve for 
claims and claim expense $228,782, re- 
serve for unearned premiums $2,121,895, 
reserve for commissions, taxes and other 
liabilities $64,890. Capital stood at $600,- 
000 and policyholders’ surplus $2,126,085 
Its earned premiums for 1939 were $1, 


847,239. 





Chicago Service Office Wins 
John A. Diemand Trophy 


The Jolin A. Diemand trophy, awarded 
annually to that service office of the In 
demnity Insurance Co. of N. A. showing 
the greatest improvement in production, 
loss ratio and reduction of expenses, is 
awarded for the year 1939 to the Chicago 
service office, W. A. Osgood, manager 
The trophy, a beautiful silver plaque, will 
be awarded at a dinner to be given shortly 
by home office officials. 

Previous winners were as follows: 1936, 
Cleveland service office, A. B. Eaton, 
manager; 1937, Philadelphia service office, 
I‘odd Bryan, me ak 1938, Boston serv 
ice office, D. W. Taylor, manager. 











Stocks and Bonds 


Accrued Interest 


Outstanding Premiums 
(Not over 90 Days) 


Accounts Receivable 





Total Admitted Assets 


SEABOARD SURETY COMPANY 


C. W. FRENCH, President 


Financial Statement - December 31, 1939 


ASSETS 


$3,780,615.13 


(New York Ins. Dept. Valuation Basis) 


Cash in Office and Banks 


1 027,895.57 
13,984.29 
192,139.59 


16,944.93 


$5,031,579.51 


LIABILITIES 


Reserve for Unearned Premiums 


Claim Reserve 
Voluntary Reserve 
Other Reserves 
Capital Stock 


Surplus over all Liabilities 


Total Liabilities 


(Surplus to Policyholders, $2,000,000.00) 


HOME OFFICE: 80 JOHN STREET, NEW YORK, N. Y. 


Securities carried at $632,000.26 in the above statement are deposited for purposes required by law. 


$ 997,001.80 
554,325.79 
1,265,251.92 
215,000.00 
1,000,000.00 
1,000,000.00 











$5,031,579.51 
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Convention Committee Picked for 
June A. & H. Gathering in Columbus 


The annual convention of the National 
Accident & Health Association will be 
held Wednesday to 


inclusive—at Columbus, O., and the com 


June 5-7 lriday 


mittee in charge is determined to make 


the program so attractive that the meet 
ing will draw to Columbus the largest 
group of accident and health men ever 


United States 


assembled in the 


A. & Il Association, superintendent ot agencies 
Loyal Protective Life; A. D. Hall, sergeant-at- 
arms, Columbus A. & H. Ass’n; 


lr. T. MeClintock, registration chairman, A, & H. 


president, 


manager, Ohio State Life 

Standing, left to right Harold Swisher, trans- 
Mutual Benefit 
Smeck, program 


portation chairman, manager, 
H. & A 
chairman, general agent Loyal Protective Life; 
Walter Miller, publicity and press chairman, 


manager, National Life & Accident; C. C. 


Ralph 


Association; 





home office general agents, 
managers and salesmen. General Chair- 
man C, A. Sholl (he’s president of the 
Globe Casualty Co.) in selecting his 
committeemen picked leaders from the 
A. & H. as well as the life insurance 


executives, 


fraternity of Columbus. The picture 
above shows most of them in recent 
conference on convention plans. Their 


names follow: 

(insert) C. A. Sholl, general chairman, who is 
president of the Ohio Accident & Health Asso- 
Seated, left to right, S. Glen Moyer, 
entertainment chairman, general agent, North 
American Accident; E. W. Welton, assistant 
general chairman, state manager Business Men’s 
Assurance; W. B. Cornett, president National 


ciation 


A. & H. WEEK IN LOS ANGELES 





Plans Actively Under Way for Extensive 
Observance of Annual Event; 
John Ford Chairman 

Los Angeles accident and health men 
are hard at work on the program for 
Accident & Health Insurance week, April 


22-27. The Accident & Health Managers 
Club is planning a complete week of 
activity. John Ford of the Pacific Mu- 


tual Life is chairman of the special com 
mittee in charge 

\rrangements have been made for a 
window display in twenty of the most 
important Angeles’ largest 
chain drug 


Distribution of 


units of Los 

store system 
1,500 of the new 1940 
plan booklets will be made. Many of 
the general agents and managers have 
been advised they will receive a com- 
plete supply of literature and advertis- 
ing matter from their home offices 

Space has been taken in the large 
daily newspapers wherin the public will 
be informed of Accident & Health Week 
activities. The committee now is ar- 
ranging for a speaker at a breakfast or 
luncheon to be given at the opening of 
the week. 


Wharff, New England Mutual, representing 
Columbus Life Association; Al 


Brasseur, hospitality and information chairman, 


Underwriters’ 


general agent, Monarch Life; J. C. Talbott, 
exhibits chairman, general agent, Continental 
Casualty; J. H. Marks, golf chairman, manager 


Massachusetts Protective Ass’n; attendance and 
chairman, H. J. 
Welty, finance chairman, sec- 
O. Smith, Travelers, 
representing Columbus Claims Association 
Those 


Frank Barnes, 


promotion Prouty, manager, 
Travelers; J. P 


retary, Globe Casualty; E, 


not present when the photograph was 
made special guests and visiting 
home office executives chairman, vice-president 
Ohio State Life; ( \ 


tions chairman, manager Occidental Life; W. B. 


Coley, hotel reserva- 
McLesky, cooperation with chamber of commerce 
chiarman, President, Columbus Bar Association; 
Harry T. Minister of the McElroy Co., 


senting Ohio Association of 


repre- 


Insurance Agents. 


1886 








{|| We invite inquiry from agents 
1] interested in increasing their 
earnings through the sale of 
Accident and Sickness Insur- 


ance. 





America’s Oldest 
sively Accident and Sickness Insurance 


Company. 
Over $28,000,000.00 paid to Disabled Pol- 
icyholders or their Beneficiaries. 


| | Operates in 47 States and the District of Columbia 





Complete Brokers Service With a Friendly Atmosphere 








BENJAMIN ALTMAN AGENCY, Inc. 


General 
EASTERN LIFE INSURANCE CO. OF NEW YORK 
Low Cost Non-Participating Life Policies 


Agents 














THE DOWNTOWN AGENCY 
MUTUAL BENEFIT HEALTH & ACCIDENT ASS’N. 


Telephones COrtlandt 7-2283-4-5 

















PHILA. AND LOS ANGELES REJOIN 


A. & H. Clubs in These Cities Back in 
National Association; Portland, Ore., 
Also In; Many New Clubs Planned 
The accident and health clubs of Phila- 
delphia and Los Angeles-recently voted 
to rejoin the National Accident & Health 
Association from which they resigned 
several years ago. In Los Angeles, it 
is understood, the board of directors of 
the club favored the return in a report 
and members voted affirmatively after a 
talk by Past President William E. Lebby. 
The Philadelphia club took action fol- 

lowing a mail vote. 

W. B. Cornett, Loyal Protective, who 
heads the National Association, reports 
this week that the Portland, Ore., club, 
one of the oldest in the country, is 
another new member. The Indianapolis 
Accident & Health Association, which 
joined the National Association some 
while back, last week appointed a com- 
mittee to organize locals in Fort Wayne, 
Evansville, South Bend, Gary, and Terre 
Haute. 

The New Hampshire Accident & Health 


\ssociation was organized in Manches- 


ter several days ago, with C. Herbert 
Fowler, general agent, Monarch Life, 
named temporary president. Permanent 


officers will be elected today, March 29. 
It is the plan of this local group to 
include all of New Hampshire. 

President Cornett further reports that 
locals are expected to be formed soon 
in Oklahoma City, Dallas and El Paso, 
Tex.; Greensboro, N. C.; Peoria, Ill, and 
Albuquerque, N. M. At the moment 
there is also considerable interest in 
Richmond, Va.; Hartford, Conn.; Wor- 
cester, Mass.; Duluth, Minn.; Fargo, N. 
D.: Wichita, Kans., and Charleston, 
W. Va. 


O’CONNOR’S MID-WEST TALKS 

Edward H. O’Connor, assistant secre- 
tary, Bankers Indemnity, who is one of 
the best speakers in the business on A. 
& H. sales topics, is scheduled to speak 
April 5 before the Albany Casualty & 
Surety Club; on April 19 at the “pep” 
breakfast in Columbus, O., put on by 
the local club in connection with A. & H. 
Week, and on April 22 in Cincinnati at 
a similar breakfast affair. 


and Largest Exclu- 


Ask us about our liberal Daily 
Income Plan; it includes Time 
Indemnity and Hospitalization. 
It costs as little as $2.00 a 
Month. 


| G. F. Manzelmann, Vice President 


NORTH AMERICAN ACCIDENT 
| INSURANCE COMPANY 
} 


209 South La Salle Street, Chicago, Illinois 


COLUMBUS PROGRAM MADE 





Observance of Accident & Health Week; 
Breakfast and Dinner Planned, 
Speakers Named 


The Columbus (Ohio) Health & Acci- 
dent Association will conduct a special 
business drive during National Accident 
& Health Week, April 22-29. A break- 
fast meeting will be held April 19 with 
Kk. H. O’Connor, assistant secretary, 
sankers Indemnity, as principal speak- 
er. Managers and general agents will en- 
gage in a business contest during the 
week, the leader in each agency to re- 
ceive a cup. 

At the banquet April 29, which cli- 
maxes the special week, the speaker will 
be Professor H. R. Cotterman of Capi- 
tal University, Columbus. E. W. Welton, 
Susiness Men’s Assurance, is chairman 
of the week’s program. Art Hall, Massa- 
chusetts Indemnity, is president of the 
Columbus association, 


Educational Series on A. & H. 


Insurance Closes in New York 


The Accident & Health Club of New 
York held the final meeting in its edu- 
cational series on March 26 in the great 
hall of the New York Chamber of Com- 
merce Building. John F. Lydon, Ocean 
Accident, past governing committee 
chairman in the Bureau of Personal A. 
& H. Underwriters, was the guest speak- 
er, and producers attending were treated 
to nearly an hour’s talk by Mr. Lydon 
on standard accident contracts and clas- 
sifications as they apply to production. 
At its conclusion Mr. Lydon _ invited 
questions from the floor and many bene- 
fited from this open forum. 

Another speaker was Hugo Henn, In- 
demnity Insurance Co. of N. A., who an- 
nounced the requirements necessary for 
producers to qualify for a certificate of 
attainment. These are (1) attendance at 
three of the club’s educational meetings; 
(2) submission of two accident insurance 
applications, and (3) the passing of a 
brief examination concerning A. & H. 
coverage. Mr. Henn was in charge of 
the examinations. 

At the close of this meeting William 
C. Jeffrey, Royal Indemnity, who is vice- 
president of the club in charge of edu- 
cation and A. & H. Week, announced 
that the certificates of attainment would 
be awarded at the sales congress sched- 
uled for April 16, the week before A. & 
H. Week. The congress will start at 
10:00 a. m., everybody is invited, and the 
speaking program promises to be inter- 
esting. 

Interviewed after the meeting, Club 
President Wesley T. Hammer, Loyalty 
Group, said he was well satisfied with 
the way in which the brokers and agents 
had accepted the club’s educational pro- 
gram this year. He felt that it had been 
successful and unquestionably had led to 
the increase in new applications for A. 
& H. insurance. The club is now pre- 
paring its program for A. & H. Week, 
April 22-27, and its plans will be an 
nounced shortly. 


NEW TRAVELERS MANAGER 

H. Lee Minton, for eight years asso- 
ciate manager Milwaukee, Wis., branch 
of the Travelers life, accident and Group 
departments, has been appointed mana- 
ger of that office. Mr. Minton entered 
the Travelers organization August 1, 
1924. 
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It's 
Ready! 








Actual Page Size 6x9 inches, 40 pages, color throughout 


HE TRAVELERS new annual highway safety booklet analyzing 
America’s automobile accident experience of 1939 is now ready for 
distribution. 

This unique booklet, now in its tenth edition, is available gratis to any 
individual or group interested in the prevention of automobile accidents. It 
is profusely illustrated throughout its 40 pages and tells how, when, where 
and why accidents occurred in 1939. 


Copies are available by writing direct to the Home Office in Hartford. 


Published in the interest of street and highway safety by 


THE TRAVELERS INSURANCE COMPANY 
HARTFORD, CONNECTICUT 


























Welton ‘Sie Billion 
Dollars More Volume 


AGENTS HAVEN’T SOUGHT IT 


Additional Business Lies in Many Lines 
Available Almost Everywhere, 
He Tells Louisiana Agents 


Welton, 


sachusetts Bonding, 


vice-president, Mas- 
said this week that 


business 


Spencer 


the casualty and surety pro- 


duces an annual premium volume of 
about $1,000,000,000 but that it 


that amount. He was address- 


should 
be twice 
iny the Louisiana Association of Insur- 
Agents in Shreveport March 2. 
Getting the additional $1,000,000,000_ of 
business, he stressed depends largely on 


anee 


vo after the classes of in- 
surance heretofore tried 
to write. Mr. Welton referred to the 
producers who are 
their 


how the agents 


they haven't 


many good strong 


competitive factors in individual 


fields but who spend too much time on 


target lines or lines already being writ- 


ten by another agent, instead of cover- 


ave that has not been carried at all 
Education Helping 
which 


what the business is 


not been trying to get, Mr. 


As to 


agents have 


Welton said: “Be sure that every client 
has all the coverage he should have in 
every line in which he should be prv- 
tected.” He asked how many agents 
can say honestly that they have made 
real surveys of the insurance require- 


ments of all their clients. He suspects 
that there are few, but believes that sit- 
uation is about to change, and quoted 
Sidney Smith of Georgia, president of 
the National Association of Insurance 
Agents, who says that education is the 
answer to most problems of the insur- 


ance business. Mr. Welton would like 
to see the national and state associa- 
tions of agents do more educational 


work among their own members. What 
he meant was self-education along the 
line ot business development, and the 
plain common sense of making the most 
of the opportunities that are right before 


every producer wherever he may be 


Cash in on Entree 


agent most con- 
Increased vol- 
provided oper- 


Overhead gives the 
cern, said Mr. Welton. 
ume solves that partly, 
ating cost does not increase also. The 
first and most costly job of the agent 
is to sell himself to his prospects, so, 
said the speaker, “Having made the 
first sale, why ignore the value of the 
entree thus created?” 

The speaker mentioned that there is 
not any production formula that fits 
every agent. The producer must be 
resourceful, industrious and have a plan 
to work to. Lack of a plan is not as 
serious as having no systematic method 
on which to work it. In selling casualty 
and surety lines three factors are in- 
volved: The agent must want to sell; 
he must find his prospects and he must 
stay with them. Mr. Welton repeated 
something he said several years ago: 


Bond Business Everywhere 


“That as concerns bonds, it is possible 
to go into any town with a population 
of 1,000 or more; stick the blade of 
a knife between any two pages of a 
rate manual, and find on one of those 
pages a bond which could be written 
in that town. 

“T confidentially make the same state- 
ment with references to casualty lines.” 
Continuing he said: “I wonder if you 
happen to know that 90% of the bond 
business of the country is written by 
10% of the agents who are licensed to 
write bonds. Going back to my earlier 
reference to the importance of making 
a survey of your present client’s busi- 
ness, I will make a modest wager that 
every agent within hearing at this mo- 
ment can go back to his office, go over 
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his records and find a lot of fidelity 
bond prospects and good ones too.” 
$8,000,000 Agency 

Further along Mr. Welton said that 
too many business men who have no 
fidelity bonds have never been solicited, 
and most business men who do buy don’t 
buy enough. He told the inspiring story 
of an agent (Wade Fetzer of Chicago) 
whose total premium volume in all lines 
last year was well above $8,000,000, This 
agent recently completed forty years of 
service with the general agency of which 
he is now the head. The sub-producers 
in his office, of whom there are about 
150, decided to give him a testimonial 
month and asked him what form he 
wanted it to take. He replied that he 
had always urged the importance of 
being sure that each client was ade- 
quately covered in all lines and while 
they, the sub-producers, probably felt 
that they had accomplished that, he, the 
head of the firm, had much doubt about 
it. Mr. Welton continued. 

“This agent added that if they 
wanted to give him the kind of testi 
monial month he would like to have, 
he would be highly appreciative if in 
that period every bit of every producer's 
time was devoted to writing additional 
coverage for clients already on the books 
and not a bit of effort made to get any 
new business from outside sources. 

“Somewhat reluctantly the producers 
acquiesced, with the result, so the gen- 
eral agent told me, that the writings for 
the month were bigger than in any 
month of the previous history of the 
agency. 

“The man of business sensitiveness 
discovers and develops opportunities 
wherever he may find himself and those 
who fail are those who are barren of 
ideas, more often than those who find 
themselves on what seems to be barren 
ground.” 

Mr. Welton made additional references 
to the importance of the survey of 
clients’ insurance needs, and to service, 
particularly in view of the critical eye 
being cast upon insurance in_ political 
and legislative circles. 


really 


FRANK DIMOND’S NEW POST 


Resigns D. F. Broderick, Inc. Presidency 
To Join Byrnes-McCaffrey, Inc., 
Detroit As V.-P. and Director 
Byrnes-McCaffrey, Ine., Detroit in- 
surance agents and brokers, announce 
the election of Frank R. Dimond as 
vice-president and director. Mr. Dimond 
recently resigned as president and di- 
rector of D. F Broderick, Inc. He was 
previously associated with Johnson & 
Higgins as vice-president and manager. 
Byrnes-McCaffrey, Inc. have arranged 
for larger quarters in the Ford Building, 

Detroit. 


Car Owner Aheslued of 
Blame, Driver Guilty 
Ruling that the 


always responsible 
by a person to 


owner of a car is not 

for damages caused 
whom he has lent the 
automobile and who has an accident 
while driving it, was given recently in 
the Superior Court of Quebec. The case 
involved a car being driven by a man 
who had borrowed it from another when 
he struck the third party on Victoria 
Bridge, Montreal. The court found the 
driver of the car was alone responsible 
for the mishap and condemned him to 
pay the victim $678 damages. The court 
said: “As lender of the car the defend- 
ant was guilty of no fault. It is in- 
accurate to say, as is frequently done, 
that an automobile owner, by the mere 
fact of his ownership must of necessity 
be found responsible for all accidents in 
which his automobile is involved.” 





Bolling H. Handy, president Mutual 
Insurance Co. of Richmond, which writes 
Industrial life and sick bene fits, is gen- 
eral chairman of the program commit- 
tee for the sixth annual state-wide safe- 
tv conference to be held in Roanoke 
May 6, 7, 8. Mr. Handy is a former 
member of the Virginia Industrial Com- 
mission. 





Schaeffer, Kennedy, Stratton, Totman 
Move Up in Pacific Depart- 
ment of Companies 
In the Pacific department of the “Two 
Hartfords” A. H. Schaeffer has been 
advanced to manager of the 
Hartford subsidiary fire 
companies. He has been assistant gen- 


assistant 
Fire and its 
eral agent of the companies since 1931. 
He entered insurance in 1910 with the 
old Washington Surveying & Rating 
Bureau in Seattle, after which he joined 
the Tyson office in San Francisco, the 
National Union and in 1920 the Hartford 
ire. 

Milton C. Kennedy has been appointed 
assistant manager of Hartford Accident 
& Indemnity in San Francisco. He 
joined the Hartford in 1922, served as 
special agent in Sacramento Valley and 
then opened the Sacramento office of the 
company in 1925, Thereafter he was 
assistant automobile superintendent in 
San Francisco, then superintendent. He 
also. supervises the Hartford's educa- 
tional work in San Francisco. 

George J]. Stratton has been advanced 
in title to assistant manager, Hartford 
\ccident & Indemnity. He has been 
resident manager, metropolitan depart- 
ment. He will remain in charge of that 
office but will now become more active 
in Pacific department affairs. He joined 
the company in 1920 and has been ad- 
vanced several times. 

Millard H. Totman has been appointed 
superintendent Pacific automobile de- 
partment, Hartford Fire and Hartford 
\ccident & Indemnity, succeeding Mr. 
Kennedy, Mr, Totman has been in that 
department since he entered insurance 
in 1926, since which time he has re- 
ceived several promotions. 

George F. Houghton is assistant man- 


ager, Pacific department, Hartford Ac- 
cident & Indemnity, having been with 
the company since 1918. 


$86,000 COMPENSATION CASE 


Frank Hale Case in Minneapolis At- 
tracts Attention; City Carried 
Its Own Insurance 


A record high mark in compensation 


insurance costs has been set in Min- 
nesota with the closing of the Frank 
Hale case in Minneapolis. Total pay- 


ments in the case, over a fourteen year 
period, approximated $86,000. Insurance 
companies were not involved, as Min- 
neapolis carries its own compensation 
insurance through a revolving fund. 
_ Hale, a city fireman, was so_ badly 
injured at a $100 fire in November 1925 
that he was hospitalized up to his death 
a month ago. During all that time he 
had a private nurse and constant medical 
care. The cost to the city, as calculated 
by the comptroller’s office, follows: Com- 
pensation, full disability $10,000; private 
nurse $30,082; physician $8,047; hospital 
$37,590; miscellaneous $212. In addition 
the Fire Department Relief Association 
paid Hale a pension of $75 a month or 
a total of $12,750, and will continue to 
pay his widow $40 a month as long as 
she lives. 


Mo. Scien Staff ‘Mosshbers 
Must Not Sign Bonds 


Excise Commissioner McDaniel, St. 
Louis, has ordered his chief deputy, 
Carroll A. Berkiey, to withdraw as surety 
on any bonds he may have signed for 
tavern keepers. Berkley was directed 
to refrain from signing any such bonds 
in the future. He told a reporter that 
only one bond with his signature on it 
is now in force In some instances Berk- 
ley’s wife, joint owner of the property 
pledged as security, appeared as co- 
signer of tavern bonds. A city ordin- 
ance prohibits the excise commissioner 
or his assistant from owning property 
in which taverns operate, and from hav- 
ing any interest in taverns. McDaniel 
has interpreted the law to prohibit any 
member of his staff from signing bonds 
for tavern keepers. 


——= 


Murphy Makes Strong 
Case for Stock Plan 


INDUSTRIES TALK 
Presents His Aegan in Twelve Con- 
crete Statements; Discrimina- 
tion Against Profits 


ASSOCIATED 


The case for capital stock company 
insurance was presented to the Insured 
Members’ Associated 
Industries of Missouri in an address in 
St. Louis March 26 by Ray Murphy, 
assistant general manager Association 
of Casualty & Surety Executives. Mr, 
Murphy's was the last of a series of 
three talks on insurance. The previous 
speakers discussed non-stock forms. Mr. 
Murphy cited a number of situations 
which he said contribute to the super- 
iority of the stock form, of which the 
following were outstanding: 

Points of Superiority in Stock Ins. 

“The great financial strength of capital 
stock companies. Buyer and agent both 


Conference of the 


know in advance and throughout the 
term of the contract just what = stock 
company insurance costs. That is fixed 


once and for all as a matter of contract 
and is not subject to assessment. All 
conditions of the contract are contained 
in the policy; there is no need to con- 
sult company by-laws or state statutes. 

“Stock company management is sound 
and generally more experienced. Stock 
companies pay legitimate claims prompt- 
ly and fairly. There is no haunting 
fear of assessment, stock insurance be- 
ing non-assessable. In the distribution 
and selectively of its risks, and in the 
adequacy of its rates, as in institution 
stock insurance is sound. 

“Loss ratios, in the aggregate, are 
favorable to capital stock companies. 
Capital stock insurance companies are 


a fundamental part of the American 
system, they are not ‘a movement,’ and 
have no alliance or common cause with 


any other economic system designed to 


replace our own. Capital stock com- 
panies maintain a public service pro- 
gram that is without parallel in_ the 


business and their activities in the field 
of fire prevention, accident prevention, 
and fraudulent claim prevention have 
contributed much to the rate lowering. 

“Capital stock company investments 
are sound, as shown by the fact that 
their assets increased more than those 
of non-stock companies. Capital stock 
companies have greater they 
write a preponderent share of the fire, 
casualty and surety business; in com- 
parison with premium receipts they have 
a greater surplus; they have a backlog 
of $152,000,000 of capital investment 
which is not true of non-stock compa- 
nies, and an impartial survey by a prom- 
inent business organization shows that 
as business conditions improve generally 
the insurance trend is in favor of stock 
company insurance.” 

Mr. Murphy quoted from an address 
by a state supervisor of insurance who 
said that the assessment feature is not 
in fact the protection which it is claimed 
to be, and that the best protection for 
policyholders is ample funds rather than 
a paper promise to make up deficiencies. 

Mr. Murphy spoke forcefully about 
tax discrimination against business or- 
ganized in the hope of profit “as com- 

pared to competitive business alleged to 
“ organized on a non-profit basis.” 

He then gave a warm defense of the 
American Agency System and the service 
that is rendered by the producer in the 
field. He also referred to the additional 
public services carried on bv the capital 
stock companies through the Associa- 
tion of Casualty & Surety Executives 
and the National Board. 


assets; 





WILLIAM H. HUND DIES 
William H. Hund, identified with fire 


insurance in Buffalo, N. Y., for half 
century, died at his home in Snyder 
March 11 at the age of 77. He was a 


senior partner in the firms of Hund & 
Warner and Hund & Erb. 





